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SPECIAL CHRISTMAS 
ASSORTMENT 
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display - - - - - - 13.71 


Dealer’s profit. - - - - $11.24 


Sell this idea to your trade 





he throttle’s wide open 
for Christmas flashlight sale 
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A SPECIAL, holly-decorated wrapper for all! Tie in with this Christmas 
for the individual flashlight. A drive and make it pay you—BIG! 


special display-carton for the coun- NATIONAL CARBON COMPANY, Inc. 
ter, containing a special Christmas New York San Francisco 

. Atlanta Chicago Dallas Kansas City Pittsburgh 
assortment. Special, large-space 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Christmas advertising in The Satur- _..ecapy HOUR EVERY TUESDAY AT 9 P.M. 


Eastern Standard Time 


: a . p) . . . 
day Eve ning I ost and a big list For real radio enjoyment, tell your customers to tune in the 


e “Eveready Group.’”’ Broadcast through stations— 
6 > a > _ WEAF New York WFI_ Philadelphia WWJ Detroit 
( of Magazine S, farm papers, rotogra WJAR Providence WGR Buffalo WCCO { Minneapolis 
WEE! Boston WCAE Pittsburgh St. Paul 
WTAG Worcester WSAI Cincinnati WOC Davenport 


vure newspapers, etc. A big, power- KSD St. Louis 


ful Christmas drive all along the line. RE | 

The throttle’s wide open and the ADy 
Eveready Christmas special is FLASH LIGHTS 
roarin’ down the track to profits & BATTERIES 


-they last longer 
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— year “Red” Grange sat on 
the top of the world. Everybody 
expects he will maintain the same 
position in 1925. But now comes a 
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HE Equitable Building, Seventh Ave., 
New York, requires something more 
than 255 miles of SHERARDUCT Rigid 
Conduit for the protection of its wiring 
systems. 


One block away, a modest little storeroom 
uses a little less than ninety feet for the 
protection of its systems. 


Between these two extremes, the National 
Metal Molding Company supplies hun- 
dreds of great public buildings and thou- 
sands of homes, stores and factories with 
one or another of its Wiring Products. 


Ranging from SHERARDUCT, a rigid 
conduit that will last as long as the build- 
ing in which it is installed, down to a piece 
of FLEXTUBE that winds its way through 
the joists in your cellar, there is a National 
Product for every possible wiring need. 


More than 20 years have been spent by National 
Metal Molding Company in patiently developing 
and perfecting Conduits, Cables and Wiring Sys- 
tems. From beginning to end, every process of 
fabrication and manufacture is under one control 
and one system of inspection and in addition to a 
large organization, trained to build quality into 
National Products, a staff of expert research men 
constantly study ways and means of making elec- 
trical wiring systems safer and better. 


Send for free book “Better Wiring for 
Better Lighting”’ 


Metal Molding Co 


1482 Fulton Building 


Pittsburgh, Pa. 
Represented in all Principal Cities - 
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Editor’s Page 


Get Behind the Red Seal 
V Sea with interests and agencies identi- 


fied with the electrical industry have long 

sought to make a better business man of 
the electrical contractor. They have appealed 
to his intelligence, to his cupidity, to his sense 
of justice. They have lambasted him to his face 
and they have wheedled him. They have told 
him of his important place in the industry. Yet 
in spite of all this the electrical contractor has 
seemed to be a different sort of an animal from 
other kinds of contractors associated with him 
in the building of a house. ‘These other con- 
tractors will tell you, as a builder, exactly what 
you ought to have in the way of plumbing, 
heating equipment, building materials and so 
on and will sell you a plenty. The electrical con- 
tractor, on the other hand, who seems to be pos- 
sessed of a fear complex, too often tries to un- 
sell you on the number of ‘outlets you ought to 
have and attempts to discourage you from put- 
ting in highest quality materials. As one build- 
er, who happened to be an electrical man, told 
us: “My contractor, a large and reliable con- 
cern, had my job all figured down to $240. I 
wanted more outlets, better work and some 
little additional things to please my fancy, 
altogether bringing the job up to $635, and I 
had the devil’s own time to sell my own con- 
tractor on the higher class installation.” 

Not all of the blame can be placed at the 
door of the contractor, who is to a great degree 
a victim of circumstances. No definite stand- 
ards have been set up for him to work by in the 
past. A set of specifications has been placed 
in his hands and also those of his competitors 

-good, bad and indifferent. None were obliged 
to abide by the specifications. No ideal was 
set up as to what constituted a properly “elec- 
trified” home. 

Now comes the “Red Seal Plan”, and for 
the first time there is light on the horizon. It 
represents the most constructive effort so far 
made to better the conditions under which the 
contractor works, and for the first time it lets 
the owner in on the racket, for to the owner 
the Red Seal stands for something tangible that 
le ean demand in’ his installation. 

Without .attempting to explain every step in 
exact detail, in, general the first move toward 
iistituting the Red Seal Plan in a community 

for the electrical interests therein to get to- 
«ther and, working in an orderly, legal man- 
! rv, formulate a set of specifications that will 


insure the every day American home a wiring 
installation that will provide for a safe and 
adequate electric service. A standard is there- 
by set up that the owner can feel is correct and 
proper for his needs and upon which he can 
insist. He has already found out about the 
correct, substantial and efficient plumbing sys- 
tem. He has bought his bricks, even, after 
careful inspection of the various kinds and 
grades and seeing them demonstrated in stand- 
ard types of walls. Now he is in a position to 
see the “works” of his hidden wiring system. 


The second step is for the group to apply 
to the Society for Electrical Development for 
a Red Seal license. This is granted only after 
the standard set of specifications has been sub- 
mitted to and approved by the Society and 
after it has been shown that the group has pro- 
vided a competent inspection committee to in- 
spect and approve every wiring job that is to 
bear the Red Seal emblem, which will say to 
the owner and to the world—‘Here is a good, 
safe, and adequate installation that will insure 
this home, no matter who owns it now or buys 
it in the future, ample electrical service.” 

The third step, which the group guaran- 
tees, is to sell the Red Seal idea to the public, 
via the channels of local newspaper publicity 
and direct mailing literature which is provided 
at nominal cost by the Society. 

Here, then, is a sound, logical plan to better 
conditions among the contractors in your ter- 
ritory and for the upbuilding of a demand on 
the part of the public for more and better 
things electrical. For too long have the elec- 
trical contractors and electrical crowd general- 
ly drawn their sustenance from a hind teat in 
competition, with the other building interests. 
More nourishment is in sight from now on if 
the Red Seal Plan is adopted and pushed. 

After all is said and done, the average job- 
ber depends on the average contractor for his 
bread and butter. The average jobber sales- 
man prospers or not in direct ratio with the 
contractors in his territory. Therefore get be- 
hind the Red Seal Plan. Start the wheels go- 
ing in every town and city. Oil them in every 
way possible in every community where they 
are already operating. The Red Seal Plan, 
thanks to the Society for Electrical Develop- 
ment, is already a “going institution.” It is 
successfully operating in scorés of communities. 
Help to make it universal. 
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Hints on Selling 


MATTHEWS PRODUCTS 





We believe that by mentioning here outstanding 
features of Matthews Products, it will help you to 
increase your sales. For instance, if one of your 
customers is in the market for Fuswitches you can 
sell him a larger order if you can tell him the supe- 
riority of Matthews Fuswitches. Remember, we 
are making it easy for you to sell Matthews Prod- 
ucts by full page advertisements in each issue of 
the following publications: Electrical World, 
Journal of A. I. E. E., Electric Light and Power, 
Journal of Electricity, Telephone Engineer, and 
Railway Signalling. 


MATTHEWS FUSWITCHES and 
DISCONNECTING SWITCHES 


The high rupturing capacity of Matthews Fuswitches has earned 
for them an enviable reputation with power companies everywhere. 
They permit rapid and safe inspection without service interruption. 
The boxes on the closed types are made of genuine Tidewater 
Cypress, “‘the Wood Eternal.’’ All mountings and bushings are 
wet process porcelain. Closed types Matthews Fuswitches are 
made in the following ratings: Type O. K., 7500 Volts, 100 Am- 
peres; Type H. Q.. 7500 Volts, 200 Amperes; Open type, 15,000 
Volts, 100 Amperes. ’ 


Matthews Fuswitches are easily converted into Disconnecting 
Switches by inserting a disconnect blade in place of the fuse cart- 
ridge. 


MATTHEWS SCRULIX ANCHORS 


They come assembled, in one piece, ready to install. Are equally 
efficient in the hardest kind of baked clay, sandy loam or swamp. 
They are easy to install; simply screw them down. And after they 
are installed they will hold tremendous strains without creeping 
or crawling. There is a size of Matthews Scrulix Anchor for every 
anchoring need. 


Other Matthews Products 


Matthews Slack Puller 
Matthews Adjustable Reel 
Matthews Telefault 
Matthews Lamp Guards 
Matthews Cable Clamps 


W.N. MATTHEWS CORPORATION 
3712 Forest Park Blvd., St. Louis, U. S. A. 


Better Design — Better Service — Better Results 
Since 1899 


Matthews Guy Clamps 
Matthews Teleheight 


Matthews Handy Portable 
Lamp Guards. 
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Type H Q Matthews 
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200 volts 





Guard 


Matthews Handy 
Holdfast Portable 





7500 amperes 




















Matthews 
Scrulix 
Anchor 






























ania © 618685666 








TUREYUYEYUYEYEYU Ta os I 








CThe masazine of the wholesale 
électrical distributor and his salesmen 





$1.00 a Year 


CHICAGO, NOVEMBER, 1925 


Vol. VI—No. 11 





Bringing the Sales Manager Into 
the Picture 


The Merchandising Problem Tremendously Important. The Sales Mana- 
ger Needs the Help That Comes From Association Work. 
Some Suggestions Looking to That End. 


T WOULD appear that, in a broad sense, the jobber’s 
I most important problem is that of sales. Buying and 
selling are the two main elements of the business. To 
buy wisely is very important but to sell is most difficult. 


As a consequence, all jobbers 


ciations. For a great many years it was primarily a tech- 
nical association, concerned only with the engineering 
problems of the industry. In later years the commercial 
phases of the business became so important as to impress 


the deans of the great central 





have a sales department and 
the majority have a sales man- 
ager. While back of the sales 


What Is Your Opinion? 


station industry with the ne- 
cessity for providing within the 
N. E. L. A. a new division 


a") 1 ry) age COryN > . « 7 
manager is of course the guid- O* K jobber writes: lhe known as the Commercial Sec- 
ing influence of the chief ex- sales force is our produc- tion, which was done with great 
ecutive, it seems evident that tion department. Stimulation in success. Today merchandising 


in most cases great dependence 


is placed upon the sales man- 
ager for constructive ideas. 
In addition to this he is sup- 


the proper direction will bring 


results. I can hear some one say 
that if these men were brought 
together they would only discuss 


men, and new business manag- 
ers of the electric light and 
power companies attend the 
conventions of the N. E. L. A. 








Y 





posed to be the fountain head 
of wisdom for the salesmen. He 
is supposed to call them down 
or brace them up. He is ex- 
pected to have enthusiasm at 
all times and to inspire them 
with his enthusiasm. His prov- 
ince it is to put the old fight 





‘old stuff.’ Let me say that we 
do not need so many new and 
thrilling things to attract our at- 
tention and push us forward as 
we need earnest application of 
the old and tried methods.” In our own branch of the 


as religiously as do the engi- 
neers and executives, and they 
have their own special sessions 
and discuss their problems 
among themselves to great ad- 
vantage. 





electrical industry is the Elec- 





into the team. 

In view of these things, sales managers must be broad 
nen as well as capable ones. Since they are representa- 
ive of the merchandising end of the business, it has oc- 
curred to THe JoBBper’s SALESMAN many times that there 
hould be some way provided to bring sales managers— 
nerchandising departments—together for the interchange 
f ideas. 

Naturally one thinks of the National Electric Light 
\ssociation, the parent, so to speak, of all electrical asso- 


trical Supply Jobbers Associa- 
tion. It is without doubt the most stabilizing influence 
in the wholesale electrical supply business. At its two 
meetings each year many constructive things are accomp- 
lished. In addition there are the Atlantic, Central and 
Pacific Coast divisions, well organized and busy with 
their local problems. The question is, can anything worth 
while be accomplished by bringing the merchandising end 
of the business more into the lime light in the activities 


of the parent Association or its divisions; is the time ripe 
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to form a separate merchandising section; can some time 
be set aside in the program to be devoted to sales manag- 
ers and their problems; or would it be more feasible to 
form local groups of sales department managers and have 
them meet more on the neighborhood community plan? 
These possibilities come to mind and are put forth by 
Tue JopsBer’s SALESMAN simply with a view to the gen- 
eral improvement of conditions in our industry, toward 
which all of us are striving. 

On the part of the publishers of Tue Josner’s Saues- 
MAN it may be said that they venture the above sugges- 
tions without presumption that they are the only ones 
worth considering. They do believe thoroughly, however, 
in the central idea that the merchandising problem of the 
industry is tremendously important and that some work- 
able way should be provided to bring together, for the 
purpose of co-operation and interchange of ideas, the 
men who are responsible for sales, and who as a class 
would appreciate and profit by the broadening influence 
of association work. 

In order to test the feeling on the part of jobbers be- 
longing to the Association, a letter was written to 100 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


chief executives of main houses, to which about one-third 
replied. They were asked if they thought any good could 
be accomplished if the Association were to set aside a day 
at its fall meeting, for example, to be devoted to the dis- 
cussion of sales problems by sales managers; or if they 
thought that a merchandising section could be profitably 
formed to deal wholly with the problems of sales manage- 
ment. 

Apparently a number of men prominent in the Asso- 
ciation already held quite definite ideas in this connection 
and some of their letters, which follow, are to a high de- 
gree interesting. It would appear that the majority are in 
favor of some definite move being made. 

The above suggestions, together with the opinions as 
expressed in the following letters, are offered as before 
stated in the spirit of co-operation. It is to be hoped 
that they will merit some discussion at the November 
meeting. If there is value in them and definite action is 
taken along the lines suggested, Tue JopBer’s SALESMAN 
offers its assistance in any way possible, as a publisher, 
to help carry out the plans of the Association. 


Opinions of Prominent Jobbers in Relation to 
Promotion of Merchandising Activities 


Separate Three-Day Meeting 
H. F. THOMAS, Pres., Northwestern Electrical 
Equipment Co., Saint Paul 

Your suggestion for the Electrical Supply Jobbers As- 
sociation to set aside a day for a meeting of members’ 
sales managers has merit and should be given considera- 
tion by the organization. However, I believe it would be 
better for the association to consider having one meeting 
of three days during the year for sales managers and 
those principals in the smaller houses that act as sales 
managers. The expense and time prohibits representa- 
tive attendance of both the principal and the sales man- 
ager, especially if one day only were to be set aside for 
a meeting of sales managers. 





Heartily in Accord 
H. W. MATTHEWS, Pres., Matthews Electric Supply 
Co., Birmingham 

I am heartily in accord with you that it would be ad- 
vantageous for the Electrical Supply Jobbers Association 
to set aside a day to be devoted to the common problems 
of the sales managers, for without doubt, the sales man- 
ager today occupies a very vital position in the jobber’s 
organization, and my company would be very glad indeed 
to see the Association set aside a day for this purpose. 


Would Act as a Stimulant 
P. E. MOOCK, Pres., Moock Electric Supply Co., 
Canton, O. 

With reference to the advisability of having the sales 
managers of the various supply jobbers meet in confer- 
ence at the fall meeting, this seems to the writer to be 
worth while and if entered into with a determined spirit, 
would bring about a great deal of good. 

Surely all jobbers recognize that the sales force is their 





production department and any stimulation in the proper 
direction in this department will be helpful. 

In this connection I can hear someone say that if these 
men were brought together they would be discussing only 
“old stuff” and that it would be hard to bring out new 
things which would be of sufficient importance to create 
the desired interest. 

Let me say that we do not need so many new and thrill- 
ing things to attract our attention and push us forward 
as we need earnest application to the old and tried 
methods. In other words, I believe it was Henry George 
who said—‘‘We are all born lazy and what is constantly 
needed is something to spur us on to better efforts.” 

I am thoroughly convinced too of the value of the in- 
terchange of ideas, for as someone has wisely said, if two 
men exchange an apple for a doughnut, after the ex- 
change each one has only a single unit left, while in the 
exchange of ideas each one has gained in number and 
most always also in value. 


A More Active Interest in Sales Problems 

J. R. SPURR, Pres., Southern New England Electric 
Co., Hartford, Conn. 

I certainly am very much in favor of the E. S. J. A. 
taking a more active interest in the sales problems of 
the jobber or forming a commercial section dealing witli 
the sales problems exclusively. If I have the privileg 
to criticize, I feel that our own association is possibly 
little too much interested in the operating and accounting 
problems and too little interested in selling. 


Sees No Benefit 
L. A. SCHWAB, Pres., Monarch Electric & Wire Co 
Chicago 


Would it help our business if (Turn to page 4° 
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Making Motor Sales a Staple 
Business 


Not Only Some Jobbers’ Salesmen, But Also Numerous Jobbers are “Motor 
Shy.” The Field, Which Is an Excellent Supply Feeder, 
Deserves More Attention 


By ANDREW G. OREAR 


Manager Motor Dept., Illinois Electric Co., Los Angeles 


PART I 





LECTRIC motors keep the 
E life flowing in the electri- 
cal industry, and benefit 
every branch of the business di- 
rectly or indirectly. The elec- 
trical supply jobber secures a 
tremendous volume of supply 
business incident to the installa- 
tion of power equipment, not 
only in line extensions by the 
power companies, but directly 
from material and equipment go- 
ing into the motor installations. 
The electrical supply jobber is 
not generally considered the log- 
ical distributor of electric motors 
by some of the motor manufac- 
turers, but outstanding examples 
among their ranks, prove that 
the jobber can fit himself to suc- 
cessfully sell electric motors and 
starters. The jobber doing a sub- 
stantial volume of motor busi- 
ness classes this line on par with 
lamp, radio, appliance, and the 
staple supply business. Motor 
business is a direct feeder for the 
supply business and when prop- 
erly handled gives a satisfactory 
margin of profit and offers no 








Andrew G. Orear spent 13 years as a 
jobber’s salesman with Julius Andrae & 
Sons Co., Milwaukee, selling motors and 
apparatus in considerable volume. For 
the past three and one-half years he has 
been manager of the motor department 
of the Illinois Electric Co., Los Angeles. 

Any motor article by Mr. Orear con- 
tains, as a consequence, a practical mes- 
sage to jobbers’ salesmen. 


perience, in the motor sales field. 

Successful motor sales come 
from intelligent selection and ap- 
plication of equipment, correct 
and prompt handling of orders, 
and speedy dispatch of service 
matters. The purpose of this ar- 
ticle is to deal more with the 
sales problems of the jobber’s 
salesman, therefore matters of 
handling orders and service will 
be touched but briefly. 

In order to render prompt serv- 
ice to the buyer it is necessary 
for the jobber to carry in his 
own warehouse the sizes of mo- 
tors most frequently sold. It is 
of great help on delivery service 
to have a stock of pulleys of 
wider ranges than sizes of motor 
pulleys supplied with the equip- 
ment, and the necessary acces- 
sories that make a _ complete 
motor job. The merchandising 
of pulleys has been so much sim- 
plified that it is possible to carry 
a good assortment of motor pul- 
leys with reasonable investment 
and good profit and turnover. 
Sizes have been standardized for 








more trouble in handling than 
any other line sold of the elec- 
trical jobber. It proves to be an easy line to handle. 


The Motor Department 

It is just as important for the jobber to have a motor 
department or a motor specialist as it is to have a lamp 
department, where the volume of business is anticipated 
to cover the expense. The sale of electric motors in- 
volves problems not usually met in the sale of electrical 
supplies, in the fact that a motor order frequently con- 
ists of several items of material that must coordinate 
“s a complete unit. Certain information is necessary 
to supply the correct equipment for the customer’s re- 
uirements and it is essential for someone in the organ- 
‘ation to understand the fundamentals of motors and 
t\eir application. The sales organizations must have 

meone to help out on problems beyond their own ex- 





the most common requirements, 
and the stock wrapped and 
labeled in a manner making it easy to handle. A small 
stock of “offset” key steel takes care of odd keyways in 
motor shafts. 

As it is necessary to have complete specifications on 
all motors and starters in stock, some jobbers have found 
an identification card convenient for each piece of ap- 
paratus coming into the warehouse. Shown on the next 
page are cards for motors, starters, and fans. These cards 
show horsepower, voltage, speed, and frequency in ad- 
dition to the style and serial numbers. This form of 
card is valuable in editing motor orders and eliminates 
errors in assembling shipments. Service matters are 
speeded up by having the order data shown on the cards 
both from the motor manufacturer and customer's order 
or ticket numbers. Renewal parts are easily selected 
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from the record of the equipment on the cards. 

Motor prices and data are a problem with the jobber’s 
organization. The usual data and price books issued by 
the motor manufacturer appear complicated to the occa- 
Many job- 


sional user. 
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himself on the types of his apparatus to be sold, their 
application peculiarities, and the details of installation. 
It is even a good experience to take the various motors 
apart and see them inside and out and know what the 

parts look like. The mo- 





bers issue net prices on 
motors, covering the 


types most frequently 


@) motor 


tor specialist or the 
manufacturer's repr e- 
sentative will always 
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called for. It is conven- Our Guia No_ 887% c. O. No. (2/54 ~ tah pecans gladly “Wise a fellow 
ient to have a card or HP 15 Vien St nies | RPM 97 up” on motors. The lit- 
sheet showing retail or Poles CC Type CS" an Nof M097 Ser. No. $¢56524 erature of the manufac- 
list prices separate from naet_5L0” Digee) Crin teste De turer, or the data book 
the dealer or wholesale - - ene cg ‘ p will give valuable in- 
prices. A jobber in the Sg x ee 7 Wu ulley, Diam_<S Ml _x formation. 

west has had quite fav- wt X 7' fax Bore Rails, Style Nod $ 7662. Kn he Equi 

orable comment from the Conduit Box Style No. ow Ce Sqerpenent 
trade on net price sheets. Date Shipped OCT 131 Ticket No_@ 34796! The types of standard 


Customer 


Address 


Form 101—1000.2-25—236 


If the sales of motors 
re handled for the most 


part by the jobber’s spe- 






motors should be clearly 
understood by the sales- 
man. For example he 





cialist, the possible vol- 


ume of business is 
limited to one man’s per- 
and effort. If 


jobber’s sales 


sonal time 
the entire 
organization is active on 


motor business, and uses 


@D sranrer 


Our No. /0G07/ _w. No. LF4IO _ Rice OCT I 0 1925 


150 H. an ae _Cyeles 
Type . TormA_ciass_L]- 550 


should know how a com- 
pound, or series 
wound direct current 
motor will perform in 
and what the 


shunt, 





service, 





the specialist for special Date Shipped 


x 
OCT 131925 


_ © 357466 __ operating characteristics 
Gals. Oil are. In single phase al- 
ternating current, he 





vork the results will be Chitin 


increased many fold. 


The Jobber’s Salesman Shipped to 


ee a 
Address __ Uplands, ahf 


Fine 


Ticket No. _&IS7 5 _ 


should know how the 
split phase, repulsion in- 
duction, and series mo- 


tors differ. In polyphase 





Form 102 —1000—724 


as a Motor Salesman 


types it is essential to 





ink. eae, ane Shale VENTILATING FANS 


were no real radio sales- 
Make ILE 
Volts #70 CH eH 


men’s in the jobbers’ or- 


Date Received _ 


Our Order No. 24¢6/ — Mfg. No. SETS _ R. M. No. 22 If 
Type LY 


know the squirrel cage, 
wound rotor or slip ring, 
and the modified types 
of each. The purpose and 


OCT 101925 


Size #2 rd 





ganizations. Today some Phase 3 _ _R.P. M. 410 operation of the auto 
of our “dyed in the Cycles 20 4 Ser. No. & €&E95 ¢ u. Ft. Cap. 10250 starter or compensator 
wool” supply salesmen Date Shipped _ CT 1 31925 should be clear. The 


insulted if it 
were intimated that they 


would be Customer 


Address 
are not qualified to in- 
telligently sell radio ma- 
terial. Radio offers far 
more real complication ‘Porm 141 —S00—6-25— E2973 


to the salesman than mo- 





tor sales. Can the job- assembling and servicing orders. 
ber’s salesman sell mo- 
tors? Show him the 





Hav ; ' of overlo: “lays § 
jon cael ie te es a protective thermal cut- 


or bTione | Siseuif ia 


Stock pores should show all data including order 
number. This information is invaluable in editing, 


selection and operation 
overload relays and 
outs must be understood. 


Understand the Limita- 
tions of Motors 





Electric motors of the 
types ordinarily sold by 








possibilities, give him a 
little ammunition and watch out for the bullseyes. There 
are regular supply salesmen in jobbers’ organizations 
that handle motor business as well as the motor special- 
ist, but they 
What is the essential thing for the motor salesman to 
know? He 
“mote.” In other words he should know in a non-tech- 
nical way the simple principles of operation involved 
motor. Since our good motor prospect 
probably builds his own radio sets, watts, cycles, and 
revolutions are not strange to him. He will likely as not 
call you over to one side and ask for the circuit of a 
motor. 


are the exception to the rule. 


ought to know what makes the motor 


in an electric 


The salesman should by all means avoid technical 
discussion of motors in a selling talk, but should inform 


the jobber have * been 
quite well standardized. 
Motor manufacturers today may expect their motors to 
be applied to any one of a thousand uses, and while 
they are built for maximum service, it is anticipated 
that the buyer will respect reasonable limitations in ap- 
plying the motor to the load. For example a continu 
ous duty motor is rated to carry full horsepower load 
with an internal temperature rise of 40 degrees centi- 
grade, above the surrounding air temperature. A rea- 
sonable overload can be carried by the motor for a short 
time without injury, but if continued too long the in- 
creased temperature in the motor might “roast” thie 
windings or burn it out. The open types of motors de- 
pend on air circulation through and around the motor 
to cool it. If the motor is housed in too closely and th: 
normal circulation of air re- (Turn to page 43 
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The Bottle Neck in the Electra- 
gist Trade Policy 


Dealers Must Furnish Larger Outlet to Keep Channel Open for 
Flow of Goods 


By O. FRED ROST 


Abstract of Paper Read Before Association of Electragists, International at West Baden Convention 


HERE has come out of your association an impor- 

tant contribution toward more harmonious and 

economic progress in our industry. I refer to the 
resolution passed unanimously 


am somewhat too severe, or, possibly, that in appraising 
the situation I have become too one-sided. I therefore 
should like to relate a few typical examples of actual ex- 


periences had with contractors 





by your executive committee on 
March 17, 1925, which reads as 
follows: 

“Resolved: That the trade 
policy committee and the presi- of 
dent be instructed to carry out 
vigorously the policy of this 
Association—that is, that dis- 
tribution shall be from manu- 
facturer through jobber through 
contractor and dealer to con- 
sumer.” 


electrical 


This resolution gives expres- 
sion to a tendency which is by 
no means new within the realm 
of co-operative effort in our in- 
dustry. But it was given birth 
within your association. And, it 
specifically states that the ideal 
channel of distribution leaves 
the members of your associa- 
tion in direct contact with the 





HE trade policy recently 
adopted by the Association 
Klectragists, 
states that distribution in the 
industry 
from manufacturer through job- 
ber through contractor and deal- 
er to consumer. 

O. Fred Rost in an analytic- 
al survey of the situation, armed 
with convincing and exhaustive 
figures, indicates in a forceful 
manner the obstacles to be over- 
come before the jobber, 100 per 
cent in sympathy with the ad- 
mirable policy, can fall in step 
with the program. 


and dealers by some jobber or 
other. 

Class “A”. A journeyman 
out of employment decides to go 
into business for himself. Aside 
from his set of tools, he has 
practically no equipment, finan- 
cially or otherwise. He succeeds 
in getting a small job—buys 


International 


should be 


the necessary material for cash 
—makes the _ installation—col- 
lects from his customer, and then 
proceeds to get another job. He 
has no conception of estimating, 
—does not take into considera- 
tion overhead. He is merely in- 
terested in selling his own labor 
to make a living. 

After he has come into a job- 
ber’s counter-sales department 
for some time buying odds and 





ends for cash, he demands credit. 





jobber only. 

Then, does it not seem that you and I can best further 
our mutual interest and undertanding if we will at this 
time squarely face the obstacles which oppose immediate 
enforcement of the policy which the resolution proclaims. 

Now, in order that we may intelligently approach an 
inalysis of the obstacles which you as contractors and 

dealers and we as jobbers must at some time or other 
remove, it is best that first we learn some of the char- 
icteristics of the parties concerned. 

Please bear in mind, that in voicing an appraisal of the 
ontractor and dealer as a group, I am not merely voicing 
'v own opinion. The picture of the contractor and 

dealers as I shall present it will be a composite one made 
p of expressions and opinions gathered in conversation 
ith jobbers from various sections of the country. 


Also, I wish to particularly exclude from my group- 
ppraisal that unfortunately still rather small percentage 
‘ contractors and dealers who run their business on a 
businesslike basis; who pay their bills with more or less 
)romptness, and who, from every standpoint, are a val- 
ible asset to the entire industry. 

Perhaps many of you feel inclined to think that I 





If one jobber refuses credit, 
some other jobber generally does extend credit. With ma- 
terial coming easy and not requiring cash, the would-be 
contractor’s mode of living becomes somewhat more elab- 
orate. He begins to spend elsewhere the money that 
should rightfully go to the jobber in payment of his 
bills. The jobber, unable to collect the account, shuts 
down the would-be contractor’s credit. Then, for a brief 
span of time he may continue in business buying goods 
for cash, but eventually he fails. 

Such a contractor during his brief career prevents the 
established concern from getting work on a profitable 
basis. He has a trade demoralizing influence upon the 
people for whom he does’ work. From every angle he is 
a burden upon the industry and the public at large. Need- 
less to say, in such cases as this one it is always the job- 
ber who has to suffer the financial loss involved in such 
failure. 

Case “B’. An established contractor doing a fair 
amount of business and making reasonable progress has 
for some time endeavored to enlist the co-operation of a 
jobber in getting a certain class of business only given 
out through open bidding. The jobber agrees to quote 


ay 
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prices which will protect the contractor in the event that 
the latter should secure the business. Knowing this, the 
contractor under-bids the jobber and then purchases the 
material involved 
from a jobber in 







current requirements and begin over on a cash basis. 
Every established jobbing house can cite you probably 
hundreds of such case. The jobber who has given credit 
not only is forced 

to wait for his 











some distant city. , 04 “if, “Yj Y ‘ money, but he is 
Again, it is the Uys Z Mmnimacnnces YY iy penalized for hav- 
jobber who stands iY ‘BIS Sis2L107 yy ing been lenient 
the loss. YG WY TELILLE: U4 Ls by the contractor 

Ciner OO”... A os Spt taking his cash and 






contractor doing a 
considerable — vol- 
ume of construc- 
tion work insists 
on making, as far 
as possible, all of 
his quantity pur- 





Sossens , ii 
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spending it else- 
where. 

Cece “E”. A 
jobber launches an 
extensive program 
of creating retail 
outlets by helping 
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business; the plan 





ity of the goods he 
purchases so long 
as he can erase 
the jobber from 
the picture, and make all of his quantity purchases 
from the manufacturer direct. On the other hand, he 
uses the local jobbing house continually as his own stock- 
room. 

The principal of the jobbing house tabulates the con- 
tractor’s purchases for a period of a year and finds, that 
on the average that particular contractor made in the 
neighborhood of fifty purchases per month, each of them, 
mind you, on a separate purchase order, each of them re- 
quiring separate counter charges and separate invoices. 
The average amount per charge was less than eighty 
cents. 

A complete tabulation of this situation was laid before 
the principal of the contracting concern and an appeal 
was made that the contractor might consider placing 
some of his quantity orders with that particular jobber 
so as to compensate to some extent for the tremendous 
expense to which the jobber was put in filling only the 
pick-up orders of that contractor. 

This contractor who year after year by his purchases 
had clearly proved how absolutely essential a jobber’s 
warehouse was to his very existence, went on a rampage 
of violent abuse of the jobbers as a class as well as the 
jobber concerned in particular. The jobber went through 
a similar procedure with six or eight contractors coming 
under the same classification, and the results in each case 
were almost identical. Those contractors were perfectly 
willing to use the jobber as a good thing, but refused to 
give him even a chance to handle some of their volume 
purchases. 

Case “D”. A contractor has managed to work up a 
small volume of business and feels he is entitled to credit. 
The jobbing house gives it. The contractor takes on 
more work than he really can afford to handle, and be- 
fore very long his indebtedness to the jobbing house is 
far beyond what is reasonably should be. 

The jobber presses for payment and eventually finds 
himself obliged to threaten drastic action. In ninety- 
nine cases out of a hundred the contractor will then begin 
going to some other jobbing house to purchase there his 


Chart illustrating flow of business from manufacturer to consumer showing 


Dealer “Bottle 





involved having 
from five hundred 
to one thousand 
dollars of the job- 
ber’s money tied up with each contractor. The contractor 
accepts all this assistance gladly, but as soon as his re- 
tail business begins to grow he forgets all about the 
moral responsibility toward the jobber who helped him 
to become a dealer. He buys the greater part of his sup- 
plies from everybody else but not the jobber who helped 
Again, the jobber loses the fruit of his labor. He 
also loses the interest on the money he has invested. 
But, at the end of the arrangement he is rewarded by 
having returned to him a considerable quantity of shop- 
worn materials which the contractor left on shelves while 
selling appliances which he had purchased elsewhere. , 

Possibly, I might be accused of being discourteous 
when in support of my contention I present statistics re- 
flecting the status of members in your own organization. 
Nevertheless, when we bear in mind that the subject 
under discussion is a trade policy which your associa- 
tion has proclaimed to the world, and expects others to 
recognize, it does not seem entirely out of place that we 
should examine into the capacity of the members of your 


Neck.”’ 


him. 


own association, to support the principles so pronounced. 


By way of explanation of the figures I am about to 
quote, I wish to say that I have taken your list of mem- 
bers for the entire United States, and ascertained through 
the usual channels the credit standing which they enjoy. 
Please bear in mind that these figures apply to the entire 
United States, and must therefore be considered as re- 
flecting actual conditions with a fair degree of accuracy. 

Of your entire membership 712% have a first-class 
credit rating and appear to be well financed to take care 
of all the business they accept. 12% enjoy a good 
credit rating; are reputed to pay their bills with prompt- 
ness, and would be considered a good credit risk by a! 
most every business house. The balance of your mem- 
bership, comprising 80%, divides itself into classes of 
these who are fairly satisfactory, doubtful, or unsati>- 
factory. 

Now, bear in mind that these figures apply only 
members of your association. I believe, that your me’ 


bership as a whole stands con- (Turn to page 1: 
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Salesmen’s “Secret” Methods 


There Is Nothing More Certain Than That Veteran Salesmen Have 
Their “Secret” Methods. They Pay 


By M. J. REDELL 


F YOU are human yourself, you can hardly censure 

the fellow salesman who, having “discovered” a 

“secret” method very effective in landing orders, 
keeps that method to himself. 

Why give away something a chap has been months, 
perhaps years, in coming on? 

Why run the risk that others will take the same 
idea, and “use it to death’? 

Most old-timers at the electrical selling game have 
their pet secret selling methods. They know that many 
salesmen around them are not using the idea—and, 
therefore, missing sales. They take a particular de- 
light in giving a method a chance to “show its stuff,” 
and in writing out the nice business which results. 

From time to time, this writer has picked up, im- 
parted to him by friends among the veterans, quite a 
number of the 
so unknown as the user thinks they are. In many cases, 


‘ 


‘secret’? methods. Some of them are not 


a “whirlwind” idea is not appreciated by many sales- 
men and the “secret’’ of one salesman is that he does 
appreciate the possibilities and through consistent use, 
capitalizes to the full extent. 

A winner in a sales contest conducted by one elec- 
trical house privately attributed his high volume to per- 
sistent use of a little idea which had whiskers in 1885 
—long ago as that. Nevertheless, surprisingly few 
salesmen use it as they should. Briefly, the “secret” 
is, in giving a price to the dealer to express it to him 
im terms of his profit. Instead of quoting by the gross 
or other unit of quantity, the salesman says, ‘““Mr. Green, 
in this article there is a genuine profit for you. It costs 





you a $1.20, and it sells everywhere for $2.25. That’s 
a real profit!” 

Of course, a salesman must do some calculating to 
have such figures available on the things he sells. An 
easier way is to quote an article as it is in the catalog. 
There are obvious psychological advantages to the 
method of quoting to indicate profit per item. The idea 
works in practice as well as on paper. 

Of course, every salesman with an extensive and 
varied trade has men on whom such methods will not 
work. They wish goods quoted just as they are in the 
catalog. Even with these, it is possible to quote prices 
with some reference to profit. 

Waiting to talk with a dealer in a northern Colorado 
town, this writer got acquainted with a waiting sales- 
man who declared, confidentially, that he was going to 
wait to see the dealer though he lost two hours. “And 
if I sell him anything,” he confided, “it will probably 
be so little it’s a shame to take it away.” 

The writer expressed surprise. 

“That is the secret of my success,” was the comeback. 
“Look at this.” He showed a tabulation of the contest 


“standings in his large company. The sales force was a 


very large one, but our new friend was very close to 
the top. 

“T keep calling on a man whether he buys of me or 
not,” he said. “I’ve called on this store every trip for 
two years. I have sold about five percent of what the 
store should need to my house. 

“My goods are better than the other man’s, our serv- 
ice better. A fellow under such circumstances cannot 


ff 
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He Showed a Tabulation of Contest Standings of His Large Company. 
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help but feel he is not getting a fair thing. I have 
However, I have kept my mouth 
dealer is a good scout, 
Sometime there'll 


felt that way myself. 
I have kept thinking this 
even though he does not buy of me. 


shut. 
come a break. There always comes a break!” 

“After a salesman has had the experience of a dealer, 
who has turned him down regularly for months, switch- 
ing to him his entire business, he begins to get sold on 
the idea of keeping his mouth shut when a man doesn’t 
buy, and persistently calling and calling and calling and 
calling on that man. I have had it happen time and 
time again. 

“That is a secret of salesmanship that I know which 


most of the younger men don’t. And a lot of the older 


” 


men don’t know it, either! 


The of still another 
to watch closely the prices a dealer puts on merchan- 


“secret” electrical salesman is 


dise. The average dealer in electrical merchandise 
makes pricing mistakes. Sometimes, he charges too 
much. At other times, unwittingly, he charges too little. 


The salesman in question has made himself “solid”? with 
of 


on the prices they are asking for merchandise and point- 


a surprising number dealers through checking up 


ing out opportunities for them to sell readily at higher 
prices. Sometimes the difference is only a few cents, 
on others dollars. 


The salesman can give convincing advice, because he 
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can tell the dealer what stores he names are charging 
for the same article. 

Most dealers in electrical goods figure to sell to get 
the best profit possible. Many times, however, they do 
not possess the information on which to accurately price 
to get the greatest profit. The salesman helps them 
out, and after they have found themselves making con- 
siderably more money through his assistance, he becomes 
within the store a welcome friend. 

How can a salesman learn “secret”? methods of other 
sulesmen? So far as his own trade is concerned, it is 
ordinarily far better that he have the very minimum to 
do with the salesmen of competitors. Competing sales- 
men have a hundred and one little ways of lowering 
the morale of salesmen so unsophisticated as to listen to 
them. However, there are many men on the road, in 
trades far removed from the electrical salesman, with 
whom friendship can be developed with great profit. And 
the very fact that the friendly salesman is in a far 
removed field will lead him, in a surprising number of 
cases to disclose the ‘‘secret’”’ methods. It is human 
nature for a man to like to tell of his achievements—- 
and “secret” selling methods come in that class. 

There is nothing more certain in salesmanship than 
that the veterans do have their “secret,” and that among 
the latter are many keen methods it would pay their 
fellows to adopt and use. 
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trical Exposition. 





Two New Electrical ‘Tanning Processes 


Tanning the flapper’s knees and tanning the boy’s pants were both effectively demonstrated at the New York Elec- 
A tan during winter is possible from rays of a quartz lamp and a tan any old time it is needed is 
supplied by the spanking machine.—Underwood & Underwood. 
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Taking the Service Bull by the 


Horns 


A Solution for the Jobber and Dealer of a Troublesome Radio Problem 


By H. N. 


WALKER 


Manager Radio Dept., Commercial Electric Supply Co. 


HE TIME has come when every radio dealer must 

give serious consideration to the problem of ser- 
vice. 

With remarkable swiftness radio merchandising is 

reaching a point of stability 

comparable to that of the auto- 


rial. He cannot repair or service material,—thereby 
absorbing the responsibility of either the dealer or the 
manufacturer. 

The Commercial Electric Supply Co. will, however, 
maintain a thoroughly equipped 
service station, with competent 





industry where the 
proper rendition of 
(without loss of profit) is of 


paramount importance. 


mobile 
service 


The business mortality of 
radio dealers is, and will con- 


tinue to be, heavy and only those 


MOST interesting and con- 1. 
structive announcement has 
been made by the Commercial 
Electric Supply Co., Detroit, 
to its radio dealers. The essence 


men,—for a threefold purpose : 


To function as a_ school 
for dealer service men. Just as 
we whole heartedly render every 
possible sales promotion help to 
the dealer, so we will help our 
radio dealers to establish the 


dealers will survive to enjoy the of the announcement » cal kind of service stations out- 
huge profits of an ever increas- tained in this article, which con- lined in our foregoing para- 
ing volume of sales who will veys not only a substantial mes- graphs. 

“take the bull by the horns” and sage to the dealer but also sug- Se eed ie eene the time 


whip their service “problem” 


now. 
Radio dealers must employ a 
capable service man or men who 


gests a sound policy to be en- 

forced by the jobber on the mat- 

ter of returned radio sets. 
There is a distinction between 


and expense involved in return- 
ing equipment to the factory,— 
to inspect, repair or adjust radio 
sets returned on basis of factory 





can make a thoroughly efficient delee ated 
installation and who when called : : 
upon can quickly and deftly 
make the proper diagnosis or 
the necessary adjustments. 
The public will tolerate no 
less for it is becoming increas- 
ingly apparent that the buying 


distributor 
functions. A clear understand- 
ing in the mind of the dealer of 
just what constitutes this dis- 
tinction will secure his approval 
of the service charges made. 


gua rantee,—making in every 


service 
case a reasonable charge for the 
service rendered. 

3. To repair and adjust on 
a regular time and material basis 
receivers (defective through any 
cause whatever) which the dealer 
is unable to service. 








power of the public is gravitat- 
ing to those dealers who recog- 
nize their responsibility in this matter of service. These 
are the dealers who will make real profit. 

This adequate service must be rendered without loss 
to the dealer and, like the automobile retailer, he will 
undoubtedly have to work out a definite service policy. 
Time limits and a schedule of charges in the form of an 
operation sheet may well be worked out in emulation of 
the: automobile retailer. 

The distributor’s function is to finance, warehouse and 
distribute huge stocks of equipment. 

The distributor is patently not a service station. He 
: the dealer’s point of contact with the manufacturer and 

s such will handle dealer claims of defective merchan- 
se based on the manufacturer's guarantee against de- 
‘cctive workmanship and material. He will return de- 
ctive material on which just claim is made to the factory 
‘or their inspection and disposition. 
Operating on a jobbing margin, the distributor ob- 
usly cannot undertake to replace or exchange mate- 








To clarify with precision the 
distinction between dealer and 
distributor service functions, the following service policy 
and rates became effective October 1. 

Test of radio sets returned on basis of factory guar- 
antee which prove not fundamentally defective in circuit 
or construction. 

Flat handling charge to be $3, as an actual analysis 
shows that 60 per cent of all receivers returned to us are 
absolutely O. K., but have been operated with tubes of 
low filament omission, weak batteries, or improper con- 
nections, 

For inspection, repair or adjustment or equipment not 
returned on basis of factory guarantee but which dealer 
is incapable of servicing there will be a labor charge of 
$1.50 per hour plus material. 

The third case to consider is the inspection, repair or 
adjustment of radio sets claimed defective and returned 
on basis of factory guarantee against “defective work- 
manship and material.’”’ This work is to be done in lieu 
of returning to factory, thereby (Turn to page 43) 
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Jobbers Meet in Booming Times 


Buffalo Convention to Be a Record Breaker in Inspiration That 
Comes From Prosperity 

















business right now than at any time in 

the history of this company except in 
one vear right after the war.” Another reports 
sales for the three months ended September 30 
greater by $58,000 than the three corresponding 
months last year—-the third largest quarters’ 
business in the history of the company. About 
the same thing holds true in the case of every 
electrical jobber that has anything to say on 
the matter, and mostly they all voluntarily in- 
troduce the subject of great volumes of busi- 
ness. 

With a situation like this pertaining through- 
out the industry, it may be predicted that the 
semi-annual meeting of the Electrical Supply 
Jobbers Association, at the Hotel Statler in 
Buffalo, November 16 to 20, will present a 
scene in which beaming smiles will predominate. 
There should be a large attendance—in fact 
larger than at any fall meeting in the history 
of the association. A return engagement is 
being played in Buffalo this year, the asso- 
ciation having met there year before last. 
Buffalo with its wide-awake local jobbers, and 
with a hotel of the size and character of the 
Statler can be counted on for a hearty welcome 


Or: jobber says: “We are doing more 








and for service with a tone of personal interest 
as in the case of the 1923 meeting. 

As the association goes along with its work 
vear after year, not only is that work never 
completed but more and more problems come up 
for consideration as time goes on. As in the 
‘ase of the individual, whose sphere of knowl- 
edge as it increases only presents a tremendous- 
ly greater surface in contact with the unknown, 
so the association is confronted each year with 
matters of importance which but a year or two 
before were unknown or considered of a minor 
character. 

The jobbing business, like everything else in 
commercial life is getting more complex. Where 
it will all end even the wiseacres can only pre- 
dict. Certain it is, however, that the empire 
of the electrical jobber is rapidly widening. As 
the stabilizing force in the industry, the Elec- 
trical Supply Jobbers Association feels the load 
of responsibility. Eyes from many quarters 
will be turned to Buffalo this November. Op- 
portunity lies before every member of the as- 
sociation to be there and not only look and fee! 
happy, as he is bound to be this year, but to 
contribute to the solution of economic problems 
in the industry which were never more insistent 
than they are today. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Vestern States include all between the Pacific Coast and the eastern boundaries of N, Dakota, 8. Dakota, Nebraska, Kansas, Okla- 


oma and Texas; Central States all between. 
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Self-Made Failures 


Most People, When They Fail, Need Not Go Far from Home to Find the 
Cause. Rules for Success are Useful, But the Following Rules 
for Failure Have Their; Place Also 


By DR. FRANK CRANE 


V YK HEAR a lot about self-made suc- 
cesses, but little about self-made fail- 
ures. When men succeed they readily 
see their own sagacity as the cause. When they 
fail less often do they find the cause in the same 
place. As Josh Bil- 
lings said: “Az long az 
we are lucky we attrib- 
ute it tew our smart- 
ness; our bad luck we 
give the gods credit 
for.” We often read 
“rules for success.” 
Here are a few “rules 
for failure.” Every 
self-made failure will 
find in these rules some 
which he has faithfully 
kept and to which he 
can point as the secrets 
of his present position. 
1. Never do any- 
thing you are not paid 
to do! 

2. Don’t be thor- 
ough in your. work. 
“Good enough” is a fine 
slogan to hang up and 
remember. 

3. Pity yourself. 
Believe in luck alone. 
Remember that when 
you were born you did 
not have the chances 
that John D. Rocke- 
feller, Jr., fell heir to. 

4. Don’t stick to anything too long. Some- 
thing else may be easier. 

5. Remember nothing matters except what 
you do during working hours. How you spend 
your leisure is nobody’s business but your own. 

6. Wait until you are making big money be- 
fore you begin to save regularly. Then you will 
be pretty sure to die poor. 


~ 


7. Kither have no sense of humor at all, or 





Copyright, 1925, by Dr. Frank Crane. 


or, inversely, try never to be serious at any time. 

8. Always let others make decisions for you. 
It is no use to develop the capacity for making 
decisions because your present job doesn’t de- 
mand it. It simply does not pay. 

9. Put off until to- 
morrow what you do 
not feel like doing to- 
day. You will feel more 
like doing it then. 


10. Don’t be too 
much “trouble to your- 
self’ in the matter of 
taking care of your 
health and what you 
eat. After you get 
where you want to be, 
you can take care of 
your health. 


11. Demand imme- 
diate results. Don’t go 
into anything that re- 
quires years of waiting 
and working before re- 
sults can be seen. 

12. Avoid all regu- 
lar habits of self-im- 
provement. ‘They are 
artificial. The mind 
will take care of itself. 
Anyhow they rarely 
show any immediate 
benefit. 

13. Be proud. 
Don’t do jobs beneath 
your dignity. Don’t stand corrections from 
anybody. If you can’t get work worthy of your 
efforts, don’t do anything at all. 

14. Don’t be finicky about keeping promises 
and appointments. If you can’t keep a promise 
or an appointment, don’t worry. It’s all right. 

15. In such matters as appearance, man- 
ners, courtesy and the social side of life—let 
them slide. They are not important. 
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Trays with potatoes. Sprouting room is kept dark 
so sprouts will be long and minus. leaves. Ther- 
mostat upper right. Contactor and heater 
lower right. 


The San Joaquin County Insectary, Lodi, Calif., is the first 
insectary to use electric heat. The practice hitherto has been 
to use gas or other fuels, with manual temperature control. 

This insectary is engaged in research work to determine 
the possibilities of using the beetle bug, or so-called lady-bug, 
to rid vineyards of the mealy bug, a pest which is causing 
much loss. This mealy bug is a 
small insect which multiplies very 
rapidly and which thrives on the 
grapevine shoots. ‘The female 
grows about four or five times 
larger than the male which it out- 
lives, The bugs are very destruc- 
tive to the grapevines, as the fluid 
substance deposited by them on 
the tender shoots causes mildew 
and a discoloration of the grapes, 
besides furnishing food for fun- 
gus growth. 

Beetle bugs, however, live and 
thrive solely on mealy bugs. Thus, 
in the process of raising them, it 
is first necessary to raise mealy 
bugs to feed and fatten them. 
For this purpose potatoes are 
planted in small trays filled with 
a few inches of soil. Each room 
contains sufficient trays of pota- 
toes to plant equivalent of an acre. The rooms are kept dark 
and held at a constant temperature of 65 degrees F. until the 
potatoes have sprouted and developed long shoots. The pur- 
pose of a dark room is to cause the sprouts to grow long and 
spongy with a minimum of leaves. 

After the sprouts have developed, a few mealy bugs are 
planted on them, The temperature from then on is maintained 


Close-up of larvae on sprouts. 


Pictorial Review of Electrical Developments 





General exterior view of insectary showing extra 
roofing to keep cool. 
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Close-up of bottles with different species of beetle 
bugs. Capsules in front; each contains five 
beetle bugs raised at this insectary. 


constant at 80 degrees F., causing the mealy bugs to multiply 
very rapidly, each hatch producing about 600 eggs which hatch 
into bugs in about a month. After the mealy bugs have devel- 
oped, beetle bugs are placed on the sprouts to feed on them. 

At present three different species of beetle bugs are being 
propagated; one is imported from Australia and the other 
two are produced in California. 
The beetle bugs eat nothing but 
the mealy bugs. ‘hey lay and 
hatch about 250 eggs at one time, 
In 12 days, the insect is in 
the form of an immature worm or 
larvae. The larvae then develops 
into the adult stage. Before the 
stage of pupation or transforma- 
tion the beetle bugs crawl from 
the sprouts to sacks placed im- 
mediately behind the trays. 

At this stage of the develop- 
ment light is admitted and the 
insects develop wings, then seek- 
ing the light and collecting on 
the windows. They are then 
gathered from the windows and 
placed in the infected grapevines, 
about twelve to each vine, the 
number varying according to the 
amount of infection. 

The San Joaquin County Insectary has four rooms each ap- 
proximately 12 ft. long, six ft. wide and eight ft. high. In each 
room is installed an Edison Electric Appliance 2,000-kilowatt 
heater. Temperature is regulated by a CR-2990 thermostat 
and CR-7002 contactor, both of General Electric manufacture. 
The picture in the upper left shows the installation of this 
equipment. 


- 


Larvae (white spots) on sprouts, rear wall and 
sacks during pupation. 
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To provide for 
the greater and 
more economical 
movement of the 
high-grade soft 
West Virginia 
coal, the newly- 
inaugurated elec- 
trified service on 
the Virginia 
Railway made 
use of the heav- 
iest of rolling 


stock and locomotives. The new electric 
engines, the largest in the world, are 
each built in three sections for ease in 
turning curves, and were put into oper- 
ation successfully, September 21. ‘The 
photo shows the new trains used in the 
movement of the coal_—P. § A, 


“Red” Grange, famous all American half 
back who is captain of the University of 
Illinois eleven this year, joined the ranks 
of the country’s orators just before re- 
turning to college when he addressed 
25,000 employees at the Hawthorne 
Works of the Western Electric Com- 
pany. “Red,” who visited the electrical! 
plant as part of his practical training 
before assuming his studies for his sen- 





7 t 


ior year, was declared by his lis- 





teners to be one of the best speak- 
ers who ever used the public ad- 
dress system at the works. Grange 
won his audience right from the 
start when, in making a brief al- 
lusion to some of his experiences 
as an ice man, he addressed his 
audience as “fellow workers.” 


Right: Before a gathering of 
eminent Roentgen Ray or X-Ray 
specialists, Dr. A. Mutscheller of 
New York, demonstrated the orig- 
inal Endotherm or radio knife. 
This instrument is energized by a 
powerful high frequency current 
and is used in treating cancers and 
other growths.—Underwood & 
Underwood, 
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Officials of the Philadel- 
phia and Reading Railroad, 
as guests of the execu- 
tives of the Westinghouse 
and Baldwin _ Locomo- 
tive companies, on Wednes- 
day, September 30, inspeci- 
ing a new Baldwin 1,000 
horsevower locomotive in the 
Philadelphia) vards, as 
shown.—P. § A. 


Photo below shows St. Albans Cathe- 
dral, at Washington, where the late 
President Wilson and Admiral Dewey 
are buried. 

The cathedral is illuminated at night 
and can be seen for miles around the 
capital. This is perhaps numbered among 
the most effective installations of flood- 
lighting in America. The view at night 
is startling in its beauty.—P. & a. 


Above: New London, Conn., photo shows 
Chief Torpedoman, T. J, Towne, and L. L 
Daley of the U. S. Naval Torpedo Station 
at Newport, as they keep in touch via tele- 
phone with the divers, who are 130 feet be- 
low the surface of the water, working on 
the rescue of the imprisoned crew of the 
submarine S-51, Bad weather interfered se- 
riously with efforts to rescue any of the 
men on the submarine when it was sunk. 
When the divers finally accomplished their 
purpose it was found that water had rushed 
through and drowned the men at the time 
of the accident.—International News Reel. 
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F. R. Morris 


Vice-President and Gen. Sales Mgr., Robertson-Cataract Electric Co., Buffalo 
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MEN YOU SHOULD KNOW 


F. R. Morris 


66 6 E ARE lost,’ the captain shouted, as he 
\ \ staggered down the stairs,” but he recov- 

ered his equilibrium and the old boat 

Nyack made port at Buffalo, with Watchman F. R. 
Morris on board. In explanation, it may be said that 


this is a nautical introduction to the subject of this 
sketch, who sailed before the mast on the Great Lakes 


Vice-President and Gen. Sales Mgr. 
Robertson-Cataract Electric Co. 


Lake Line with which Morris was connected, had a son, 
Alvin French, who became a partner of J. D. Robert- 
son. It was through French that Morris got interested 
in the electrical jobbing business. 

He joined the A. F. Brown Electric Company as 
vice-president and treasurer in 1900. The men con- 
nected with this concern knew nothing about the 


for six years. While he is not 
exactly a jolly tar or an old 
salt, nor does he walk with a 
rolling gait, there is neverthe- 
less about him a certain sort of 
positive manner which sug- 
gests that if the occasion de- 
manded he could sock you 
over the head with a belaying 
pin as in the happy old days. 
How a sailor could see any- 
thing attractive in the jobbing 
business or how a_ jobber 
could be made out of a sailor 
came about in this way. 
Morris was born in Canada, 
in the little town of Goderich, 
Ontario, which is on Lake 
Huron. As a youngster he 
was not any too strong and 
for the sake of his health he 
left school at the age of 14 
and took up the wholesome 
though hard life of a boat 
hand, watchman they called 





Sincerity With a 
Punch 


“QO SWEETLY was his 

tongue-speech fashioned 
that men trowed his every word!” 
Some literary shark wrote this 
a century or two back and it 
seems somehow to fit F. R. 
Morris. If you talk with him 
awhile you seem to like him bet- 
ter every minute. And what he 
says you believe, because instinc- 
tively you know that he is sin- 
cere. Furthermore he “gets his 
stuff across” in a dynamic sort of 
way. They do concede around 
Buffalo that he is a good sales 
manager. What kind of a vice- 
president he is doesn’t cut much 


jobbing business, and imme- 
diately after the Pan Ameri- 
can Exposition, the company 
failed. It was probably just 
as well for the new-fledged 
jobber that this happened 
when it did, for the circum- 
stance resulted in his going 
with another jobber, the Rob- 
ertson Electric Co., for a pe- 
riod, resulting in his learning 
the fundamental principles of 
the electrical supply business. 
His capacity with the com- 
pany was that of city sales- 
man. At that time, Mr. Bil- 
lings, now vice-president of 
the West Penn Power Co. and 
he were the only salesmen 
the company had. He held 
this position up to the time 
the Cataract Electric Co. was 
taken over, to form the pres- 
ent Robertson-Cataract Elec- 
tric Co., when he was made 








it, on the Nyack, which plied 
between Buffalo and Duluth 
and Buffalo and Chicago. She 


ice anyway. 





sales manager. 
For the past six years he 
has been vice-president and 








was considered a pretty good 
boat at that time, although 
she would about be in the row-boat class today. 

He kept at this for a matter of six years, growing 
well and strong in the meantime and not without am- 
bition to advance in that line of work, for he made his 
way up to the rating of quartermaster or wheelsman 
is it was called in those days. Then he was transferred 
to shore duty at Buffalo as shore superintendent in 
charge of loading and unloading. He was on the docks 
for five years and during part of that time was agent 
tor the Hancock Chemical Co., manufacturers of high 
explosives used largely by the Calumet & Hecla Min- 
ing Co. He supervised the transfer of these explosives 
from boat to dock and never became involved in an 
_xplosion. 

Twenty-five years ago, in the year 1900, there was 
in electrical jobbing concern in Buffalo, known as the 
\. F. Brown Electrical Co. This was the first whole- 
sale electrical supply house to be established in the 
city. H.C. French, who was managing owner of the 





general sales manager of the 

Robertson-Cataract Co., in- 
cluding its three branches at Rochester, Syracuse and 
Utica, N. Y. 

The house of Robertson-Cataract, under the able 
guidance of the two Robertsons—J. D. and W. E.—has 
come to hold a commanding position in the electrical 
supply jobbing industry. It has always been forward 
looking and alive to every developing opportunity, 
which factors, coupled with independence of action, 
have enabled it at all times to stand on its own feet 
and forge ahead in a territory of keen competition. Not 
a little of its success can be traced to this clear-eyed 
sailor upon whom has been placed the responsibility of 
maintaining sales. Not only is he clear-eyed but he 
is keen-minded with the dynamic type of personality. 
His men like him and will raise the dead in an effort 
to make good for him. His competitors are as duly 
respectful of his business vigilance and sagacity as they 
are of him as a man. 


Morris is decidedly a fresh (Turn to page 107) 
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EWS of the 
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Pacific Coast Manufacturers 


Give Jobbers “Raspberry” 


A real surprise was sprung at the 
quarterly meeting of the Pacific Coast 
Electric Supply Jobbers Association 
at its meeting in Del Monte, Calif., on 
September 24 to 26. The 
unknown to 


manufac- 


turers’ group, anybody 


else, succeeded not only in writing a 
play, but after many laborious secret 
rehearsals, presented it with great 
effect at the A stage 
built in the dining room and at nine 


meeting. was 
o'clock the gang was there, 
and thrilled, for there must have been 
a leak somewhere or else none would 


expectant 


have been expectant or thrilled. 


The title of the play was “Job- 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











Special News from the Pacific Coast 


Ben Holst took tickets, 
vended programs, purveyed ice water 
and at times enacted important roles 
in the play. The latter was described 
in the program as a tragedy in one 
act three scenes, written by 
Chance, edited by The Manufactur- 
ers, passed by the National Board of 
Underwriters, and dedicated by 
Manufacturers to the Indispen- 
according to the 


bers—If any.” 


and 


Fire 
The 


sable Jobbers who, 


program, “Can do no Wrong.” 

The players, in order of their ap- 
pearance were: 

Yukon Jake, Stock Man—Harry 
Garbutt. 

I. M. Lightnin, Pick-up Boy—- 
Frank Beck. 

Bull Montana, Office Boy—Sandy. 











ms ROR 


oa eee eer PH 


One of the most effective displays at the third annual radio show in Los Angeles 


was contained in the booth of Listenwalter & Gough. 


This jobber co-operated with 


the Martin Music Co., and Southern California Music Co., two of its largest radio 


dealers, in a three-booth exhibit. 











Nina Knight, Stenographer—Chub- 
by. 


Pee W. Wiggely, Jobber—Miles 
Steel. 

Day Later, Postman — Garnett 
Young. 


Mike Gogett’em, Contractor— Gar- 
nett Young. 
J. Algernon Buttinsky, Hebrew 


Salesman—Ben Holst. 


Johnnie Walker, Bootlegger—Ray 
Murphy. 

Ford C. Dan, Chauffeur — Tom 
Sawyer. 


R. Beresford Fox, World Wide 
Ambassador—Bill Shreve. 


Scenery by No. 6 Local; Costumes 
by Union Iron Works; Millinery by 
Pacific Manufacturing Company: 
Shoes by Salvation Army; Cosmetics 
by Hercules Powder Company; Music 
by Gin’s Little Synthetic Orchestra ; 
Director, Pete Bach; Photographer, 
Eddie Himmel; Chief of Photography 
Staff of the R. Forrest Oakes Produc- 
tions, Ink. 

The play is said to have been at 
once subtle and hard-boiled and to 
have played on the human emotions 
as upon.a gamut. The story itself 
depicted a jobbing establishment. 
which we hope is not too typical. The 
first action took place when a custom 
er arrived seeking to acquire by fair 
means or foul five feet of conduit and 
one socket. Fortunately there was a 
piece of conduit in stock, and Yukon 
Jake, the stock man, essayed to per 
form a surgical operation on the piece 
of conduit with a super-dull hack-saw. 
while Lightnin, the pick-up boy, in 
troduced certain inquiries concerning 
the customer’s credit. The customer. 
proving to have no credit, waxe: 
wrathy when his order was refused 
and proceeded to deliver a homily on 
the subject of service. The rest of th: 
play from this point on may be 
guessed by any jobber. 
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Now In the Percolator 


CLICK---positively on, positively off---with never a danger of burn- 
out because of neglect. Westinghouse design has made the-“on and off” 
automatic. 


And here it is again---in the Westinghouse Automatic Percolator. 


It will accelerate your percolator sales just as the “Click” has brought 
unparalleled sales for the new Westinghouse Automatic Iron. 


Be ready for the new percolator demand---the Westinghouse Auto- 
matic Percolator demand. “Click, it’s on,---Click, it’s off”---while your sales 
go merrily on and on. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department 
Mansfield Works Mansfield, Ohio 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 


Westinghouse 
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Fagan With Electric 
Corporation 

Walter M. Fagan has been ap- 
pointed general sales manager of The 
Electric Corporation of Los Angeles. 
Mr. Fagan, who was born in Califor- 
nia, has a wide acquaintance on the 
Pacific Coast. Among the positions he 
has held is included sales man- 
ager of the Hughes Electric Heating 
Co, and later sales manager of the 
Edison Electric Appliance Co. He 
returned to the coast about a year ago. 

* * * 

News From North Coast 

The North Coast Electrie Co., Seat- 
tle, Wash., has recently opened a 
wholesale radio department, and has 
added J. L. Sether to the sales organ- 
ization as a radio man. Mr. Sether has 
the 
northwest for 


connected with wholesale 


the 


been 
radio business in 
some time. 

Several lines of sets have been pur- 
chased including Priess, Thorola and 
Radiodyne. Quite a few of the sales 
men believe radio will increase their 
sales, so are sporting new cars. Ray 
Sheehan calls on the trade in a Willys- 
Knight sedan. Joe Bush has a new 
Essex coach. 

Fred Phillips who recently signed a 
large contract covering one wife says 
he now gets more orders than ever. 


He also complains that the life of a 
road man is tough. The other boys 
have advised him that after a few 
years of married life, he will appre- 
ciate his road job more. 

* * * 


Jobbers Attend Electragists 
Meeting 

Many jobbers attended the con- 
vention of the Association of Elec- 
tragists, International at West Baden, 
Ind., September 28-25, 1925. Among 
those seen enjoying the manufac- 
turers’ splendid exhibit were the fol- 
lowing: ‘Jim’ Gleason, sales manager, 
Western Electric Co., Chicago; J. A. 
Duncan, sales manager, Illinois Elec- 
tric Co., Chicago; “Perey” Oblinger, 
president, Indianapolis Electric Sup- 
ply Co., Indianapolis; John Olsen, 
general sales manager, Central Elec- 
tric Co., Chicago; “Lew” Hunt 
vice-president and general manager, 
Commercial Electrical Supply Co., 
St. Louis; Frank Hagerman, and 
“Jimmy” Ehrhart, general and city 
sales manager, respectively, of the 
Electric Appliance Co., Chicago; H. 
R. Worthington, president and gen- 
eral manager, Florida Electric Sup- 
ply Co., Jacksonville; “Mike” Ta- 
rodash, president, Hyland Electrical 
Supply Co., Chicago; O. Fred Rost, 
president, Newark Electrical Supply 


Co., Newark, and A. Annixter, sec- 
retary, Englewood Electrical Supply 
Co., Chicago. 


* * * 


Crescent Business Good 


The Crescent Electric Supply Co., 
161 7th St., San Francisco, Calif., 
which covers the northern California 
territory, has just passed its third 
year in business, each year showing a 
nice steady increase. 

A recent addition to the sales force 
is Ray Symanski, fermerly connected 
with a San Francisco Jobber. He will 
cover Oakland territory. 

James J. Hirschfield and H. J. Sny- 
derman, owners of the Crescent Elec- 
tric Supply Co., are very optimistic 
regarding business conditions this 
year, and look forward to a large 
holiday trade. They state that deal- 
ers are ordering goods briskly, espe- 
cially within the past sixty days, which 
is an indication of a big holiday sea- 
son. 

* * 


Denver Western Electric 
Office Moved 
The Western Electric Co., Inc., 
supply department of Denver, Colo., 
was moved on Oct. 26 to 1501—18th 
St., which is the corner of Blake and 
18th. 








The last day of the World Series, The 
game had just begun. Washington has 
scored the historic four runs. Can you 
wonder why this bunch of jobber sales- 
men-—representatives of a Westinghouse, 
East Pittsburgh, jobber organization — 
looked so dejected? But anyway we have 
it on good authority their expressions 
changed as the game advanced. It was 
noon Pacific Standard Time. They all are 
members of the Illinois Electric Co. of 
Los Angeies. Left to right: L. W. Olson, 


R. P. Wakeman, John B. Harvey, L. R. 
Handley, R. A, Bradley, E. B. Pinson, H. 
F. Mulherin, C. P, Soderberg, (seated) 
Scott Betts, Wm. J. Hickey, (seated) J. 
R. Keller, C. B. Hall, president of the com- 
pany. 


In the picture at the top is shown the 
Westinghouse department of the Illinois 
Electric Co., with smiling Andy Orear, 
manager of the department, and two of 
his assistants—all members of the Smiles 








Club. Orear is in the center, L, W. Olson 
on the left, and R. P. Wakeman on the 
right. The cameraman was E. B. Price 
of the motor department who said he was 
too modest to appear in the picture. 
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WAAGE 3-HEAT IRON 


, _ | FastestSelling Because 
De o/ Fastest Ironing 


The Waage 3-Heat is the 
fastest-selling iron on the mar- 
ket. It is the only iron with 3 
distinct heats; HOT—for flat 
work; MEDIUM—for ordinary 
work; LOW—for delicate work. 
It is the iron for those 
who want nothing but the 
best, yet sells at a price 
no higher than that of 


an ordinary iron. Waaze 3-Heat (63A) Weight, 6% Ibs. 
Watts, 170-490-660. List, $6.75 















Percolator (P 9). 
Colonial paneled. List 303 90 
P12, 12-cup, $9.00 


Waffle Iron (W1). 6% Diam. 
List, $9.75 


WAAGE SUN HEAT 


THE REAL HEATER HIT 
OF THE SEASON 


Get Orders Now 
The Waage Sun-Heat. At- 


| 
tractive appearance; sturdy 





construction; efficient perform- 
ance. Lowest price and big- 
gest value of any quality heater 
on the market. Height over- 
all 16144”. Solid polished cop- 


per bowl reflector 13” diam. 


Curling Iron No. 516A. De- 
tachable Plug in Handle. 


No. 38A. List, $3.00 





Percolator 


Puritan “ate. a 30.08" List P rice, $6.00. 


Immediate Delivery 








NEW WAAGE 8 CUP 


PERCOLATOR 


Another fast selling WAAGE prod- 
uct. Like all other WAAGE appliances 
it is “honor built’ upon standards tested 
and approved. It is a big money-maker 
and a dandy Special for live dealers. 
No trouble to sell, try it and see. Heavy 
gauge aluminum, watts 440. Standard C1). or most atl singe 


package. Quantity 12. Percolator (88). 8-cup. heat irons. List, $1 
List, $4.00 





Sun Heat (130). Biggest 
Heater Value on the market. 
18%-in. Bowl. List, $6.00 














WAAGE ELECTRIC CO. 





*‘Replace- 6 Reade St., New York 5100 W. Ravenswood Ave., Chicago 
all’’ Inter- 1622 W. 16th St., Los Angeles, Cal. 
changeable 
ieee eats WAAGE WINNERS 
(30) List, 
$ 1.00 





Triple-Heat 
>» Warming Pad 
(H-P.3). 


Sive: 12x15. 
List, $8.00 















Waage 3-Heat (63A). Weight, 
6% lbs. Watts, 170-490-660. 
List, $6.75 


Traveller’s I 1). One 
“Heat. Weight . rs Ibs. Redio Iron (161). One Heat, with A ae Stand. 
List, to" $3.7 


Weight, 6 lbs. List, 
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Duke Smith Sends More 
Eastern News 
Dear Phil: 

Well, old egg, all you wise-crackers 
in the old gang better watch me close 
when we meet again, as I’m a real 
slicker now and no kidding. The best 
thing is, I can find my way around 
now without a nurse or a diagram. I 
had an awful time for the first two 
weeks, though. I give you my word, 
the first time I went to Brooklyn I 
never would of got back only my hotel 
bill was due and they got worried 
and had the police find me. I almost 
got discouraged once when a fellow 
told me he had worked in Grand Cen- 
tral Station a year and never came 
But | 


stuck and now I’m a confirmed sub- 


out of the same door twice. 


way addict. I’m so good I can sleep 
on the trains like the old timers and 
tell by the sound of the wheels on the 
rails when I’m coming to my station. 

I can tell now whether a girl is 
hungry or if she’s just had her dinner. 
I can get a number on the automatic 
phone in five tries where it used to 
take eleven. I have learned to duck 
the taxis so well I haven’t been 
knocked for 


weeks. 


a loop for two solid 
And physical condition—say, 
my stomach’s as hard as sheet iron 
from busting through those turnstiles 
in the subway! I bet Jack Dempsey 
could plant one on my solar plexus 
and not make no more of a dent than 
if you was to heave an orange against 
ihe side of the U. S. S. California. 


As for getting through crowds, I 
wouldn’t think a thing of crossing 
Harvard’s goal from the 20-yard line. 

Speaking of crowds and traffic, I 
was standing at Forty-third and 
Broadway one noon with “Judge” Bill 
Vogt of Tidewater Electric. We seen 
a guy kissing his wife and little boy 
good-bye, and telling her where his in- 
surance papers was hid, and that if 
anything happened to him she should 
take good care of little Otto. I says I 
guessed this bird was leaving for Eu- 
rope or going up in a plane, but Bill 
says no, he’s only going to try and 
Still and all, nearly 
everyone here is a good driver. It’s 
this way. When you start driving in 
New York City, after three days 
you're either dead or in jail or you're 


cross Broadway. 


an expert. Of course the taxi men are 
the best. They've got it down so fine 
they never knock you in front of an- 
other car or truck. No, sir, when they 
see they have to hit you they give the 
wheel a twist and there you are, on 
the sidewalk, safe if not sound. A 
driver who can’t do this can’t stay in 
New York. 

None of the electrical boys drive 
while calling on the downtown trade. 
If they did they'd have to stop in 
front of the dealer’s place and holler: 
“Lamps! Wire! Pipe!” ete., and the 
dealer would have to hustle out and 
give his order quick, without no argu- 
ment over prices. Besides, after a 
salesman would get stuck three or 
four .times down around Broadway 





PORTLAND 





er, Sons Remeethirees te —+ 


THE FLECTRIC CORPORATION 


Os ANOELES os 


oaTesuree oF 


man we Sermon. 





Here is the exhibit of the Electric Corporation, Los Angeles at the recent radio 


exposition held on the Coast. 
would say. 


A splendid example of jobber co-operation, we 


and Park Place his personality would 
be all gone and he wouldn’t remember 
how many sockets to a standard pack- 
age. 

The cops are nice enough, but any- 
body figuring on driving as he pleases 
might as well carry a check book. 
They mean it, that’s all, and the rea- 
son is that if they ever let down for 
a minute there would be more cars 
stuck between Times Square and Wall 
Street than Ford has turned out in 
For instance, if a 
guy’ should kill his engine (nobody 
ever does, but if he should) they 
wouldn’t pinch him—they’d just shoot 


all these years. 


him and give the car to the Salvation 
Army to haul clothes in. There’s a 
brass plate in the pavement near the 
City Hall in memory of a poor fish 
who stopped dead beside the traffic 
cop and asked him the time. 

Well, Phil, I’ve lots of news I 
couldn’t get last month among the job- 
bers, and more to come later on when 
I reach the rest of the crowd. First 
of all, I realized one old ambition, that 
of meeting the bunch at Western Elec- 
tric down on Hudson street. There’s a 
building for you, boy, it sticks out like 
a sore thumb, and it’s so clean I forgot 
and wiped my feet when I went in. 
W. J. Drury is manager, and in spite 
of conferences, etc., found time to chat 
about the old days when he was with 
the St. Louis house, 1910 it was. I 
was there then, but you were gone. 
Still I know you remember all the 
Western crowd of that day—Tip Pen- 
noyer, Ed Franke, Arnold Tuschmidt, 
Joe Borgell, Charlie Younger, Ray 
Casey, Ray Hites, Bill Weinheimer, 
ete. 

It was Saturday and after I left 
Mr. Drury I was lucky enough to 
catch Sales Manager Jefferson Davis 
just before he went into session with 
all the city salesmen. By Gosh, he 
took me right along and before the 
meeting started we all went out on 
the roof and had a regular circus for 
about twenty minutes. The wind was 
hitting forty per, but I took some pic- 
tures and will send you one. You will 
recognize several of them on account 
of your convention work in New York. 
One I know you will remember is E. 
P. McGrath, formerly with the Mem- 
phis house. Congratulations are in 
order, as he is now sales manager at 
the Brooklyn office. 

Another nice time I had was at the 
Brooklyn branch of Sibley-Pitman. I 
almost lost Jocko, my trained monkey, 
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THE WHEELER “DUREX” REFLECTOR 


A NEW WHEELER CONSTRUCTION 


iy DURABLE 


ECONOMICAL 


EASILY WIRED 
EASILY INSTALLED 





Durex Shallow Dome Type Reflector 


Durex R. L. M. Type Reflector 





k 
Cx 
gt Since its first introduction, the Wheeler Screw Ring Con- 


i struction has been popular—so popular that it is now 
standard. 





Durex Pendant Canopy 


Durex Cast Canopy 


The new Durex Reflector combines all the principles of 
the Wheeler Screw Ring Construction with other original 
features. 


The outstanding feature of the Durex Reflector is the 
short cast iron canopy which exposes the contact screws 
in the base of the socket, so that it is easily and quickly 
wired. 


The saving of time it allows, its convenience, and its re- 
markable efficiency make the Wheeler Durex one of the 
most economical reflectors now produced. 





Durex Cast Durex Stamped 
Outlet Box Canopy Outlet Box Canopy 


This easy-to-wire reflector will appeal to all users of Industrial and Railroad 
Lighting Fixtures. 


Wheeler Reflector Co., 275 Congress St., Boston, Mass. 
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there. Miss Kathleen (Duke) Dugan 
fell in love with his tricks and after 
they had their picture taken together 
I had to promise that darned monk 
the entire peanut crop of the South to 
get him away. Oh, yes, John F. 
(Jack) Parks is back with Sibley-Pit- 
man in Brooklyn, and driving a big 
Stude. Jack is pretty well known in 
that neck of the woods, as he has per- 
colated around there for nine years. 
Dick brother of V. E. 
(Kewpie) Jones, salesman for the F. 
C. Teal Electric Co., Detroit. Dick 
managed to be his genial self in spite 


Jones is a 


of an epidemic of flat tires on his car. 
Charlie Desch and “Hoppie” Hopkins 
are hitting the ball as usual. Rodgers 
Yackel manages the branch. He gets 
away with a lot of tough problems, 
but finds time to make visitors, sales- 
men and customers feel right at home. 
Babcock and Eddie Moore 
hold down the store. I managed to 
get them both in a picture. 

R. L. 


politan Electrical Distributors, says 


George 


Simon, owner of the Metro- 


he had a hot time getting a fancy 
number for his Brooklyn branch at 
163 Atlantic Avenue. Main 1111 is the 
prize, just think of four aces and the 
Joker wild. This branch employs four 
salesmen, has its own truck, and car- 
ries a complete stock. 


Of course you saw that Smith Bros. 
stuff about Parr Electric’s boys last 
month. Well, I never done that, Phil, 
but I got blamed for it, naturally. 
Walter Schmidt got me on the phone 
a few days after the paper reached 
him. He says since that was published 
Parr had received 19 applications for 
jobs from a lot of guys named Smythe 
and six funny telegrams from come- 
dian friends. But what really got his 
goat was a bunch of mail orders for 
cough drops, and he says if I would 
take a couple of hours off and come 
down to 77 Warren street, he would 
take me apart and see what makes me 
go. Well, I made a plea that would 
make Clarence Darrow sound like a 
bum, and after I wasted all that 
breath, Walter says he was only kid- 
ding. 

But that ain’t half of it, Phil. 
Hardly had I got Walter off my back 
than I skipped out to Gertler Electric 
and those birds were not kidding. It 
seems that I got Baxter and Berniger 
mixed up last month and told about 
Baxter being from London, England. 
Well, that would have been Okay, if 
the hounds had left him alone. But, 
no, they had to offer him marmalade 
and call him “‘silly awss’’ and all that, 
the that when I 
walked in next time, both Baxter and 


and upshot was 


Berniger was laying for me. Well, I 
had a nice bed at Harlem Hospital 
and the nurse was good looking, but 
it took the Doc two hours to pick the 
broken porcelain out of my bruised 
and torn hide. 

Just to make up for that Mr. Gert- 
ler got me out there again after I 
could walk and drink, and everything 
was Jake. W. C. Guildford (for the 
love of Mike tell the compositor to be 
sure to get that “d” in the middle) 
was over from the Westchester branch. 
Then there was J. Von der Heyden, 
Steve Rogers and “Big Bill” Williams 
all of the French Battery & Carbon 
Co. Williams holds forth in Boston, 
while Rogers came all the way from 
Atlanta to be in on this. ‘Von’ stays 
in New York City. Now, you can 
write your own ticket, Phil, but I 
haven’t had as good a time since I 
dreamed I was the only man in the 
world. 

After a visit to the Monroe Lamp 
& Equipment Co. I decided there was 
at least one fellow who has it on 
Hardluck Sam. That’s H. J. Hornung, 
sales manager. He was just getting 
back on the job after being laid up 
for six weeks. All he did was turn his 
ankle and break it. But he’s okey now 
and draws a nice welcome at the office. 

Turtle & Hughes have the right 





the camera. 


“Fools rush in where angels fear to tread.” 
long wanted to show the boys what a conference looks like to 
Now, getting into a conference is like drawing 
to a straight—almost impossible in the middle, but not so hard 
at either end. This picture shows A. J. Selzer, (center) man- 


Duke Smith has 





ager of the Manhattan Electrical Supply Co., New York, about 
to discuss divers matters with R. C. (Dick) Boehler (right 
general sales manager, and A. T, Baldwin, radio sales manage* 
Just a nice, easy-going, heart-to-heart talk, that’s all a cor: 
ference is with them, but, oh, how things speed up afterward 
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dustrial Lighting Activity 








Statement of the Plans of the Benjamin Electric Mfg. 


Company to Tie in with the National Industrial 
Lighting Activity as a Cash-in Proposition 


An Open Letter to Jobbers and Jobbers’ Salesmen: 


The rapid development of enthusiastic effort in 
connection with the 1925 and 1926 National Industrial 
Lighting Activity, during recent weeks, with its in- 
dustry-wide possibilities, seems to open opportuni- 
ties for many other organizations and individuals 
over and beyond the excellent work being done by 
the National and Local Lighting Committees. 1m- 
pressed with that conviction, I am presenting some 
thoughts on the subject which I will endeavor to ex- 
press with some understanding and which I hope will 
suggest something of value to the fraternity of Light- 
ing Salesmen. 

Another thing, many important men in connection 
with the National Lighting Activity; central station 
men, electrical supply jobbers, contractors, lighting 
specialists, have been asking us, “What are Ben- 
jamin’s plans—How do they fit into the general 
scheme?” This is an additional reason for going 
right to selling headquarters and making a statement 
of how we think we can help. 

This statement, however, is just a personal ex- 
pression of the nature of our relationships as I un- 
derstand the How and Why of the situation. 

The Benjamin Electric Mfg. Company is very 
generously and very actively supporting the efforts 
of the committee nominated by the Commercial 
Section of the N. E. L. A. to undertake, during the 
fall and winter of 1925 and 1926, an educational cam- 
paign among the industries in behalf of Better Illu- 
mination. The Committee has laid down a plan ac- 
cording to a book which they have issued and the 
Campaign work has started. 

The work includes advertising in the general pub- 
lications reaching industry and in a number of par- 
ticular or class papers edited especially for specific 
industries. They have prepared direct mail literature 
forms, blanks, lectures, etc. to be used by local com- 
mittees and lighting specialists and have also prepared 
a slide film to be used in illustrating such talks on 
Illumination as it may be possible to arrange. 

This Plan is complete, the material is easily avail- 
able and every lighting specialist and lighting sales- 
man in the country should have it. All anyone has 


to do is to write to 29 West 39th Street and the 
Committee will be very glad to have the name of 
anyone interested in Lighting. 

To what point does this very fine campaign carry 
the Lighting industry? Those of us who are selling 
lighting equipment, as well as those of us who are 
installing such equipment, and those who may profit 
by the installation of such equipment in any way, 
whether the selling of electric current or selling any- 
thing else, should stop at this point and analyze the 
campaign. 

The campaign work ends at a certain point; name- 
ly, the general work of the National Committee, plus. 
the more localized effort of the group of men organ- 
ized to do this educational job in a small territory. 
So far the work done has been general and educa- 
tional. Admitting that all of this educational work 
will be extremely effective and that 100% of in- 
dustrial plant managers will have become thoroughly 
sold on the benefits to be derived from better and 
correct illumination, how many of these men will 
voluntarily go to their contractor, go to the lighting 
committee, go to the lighting specialist, fall on their 
necks and demand correct illumination immediately? 

The answer is obvious. The number of self 

starters along this line will be very, very few and 
right at this point is where lighting equipment men 
must pick up the job and carry the purpose of the 
campaign on to the conclusion which it must reach, 
to the results which it must obtain, if it is to be 
called successful. 
_ For this very necessary job of selling, the Ben- 
jamin Company has prepared an accessory plan. 
This plan outlines some direct-by-mail selling work 
which can be undertaken by those who are inter- 
ested in securing the installation of Benjamin or other 
standard equipment; who can work definitely on the 
selling proposition, to see that the Lighting Cam- 
paign, as a whole, is reduced to real orders and that 
it succeeds in greatly increasing the number of mod- 
ern lighting installations. 

The point we want to make with the fighting 

(Turn to next page please) 
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The Benjamin Reflector 








equipment salesmen is that no matter what the effect 
may be of the general lighting campaign, very few 
new lighting installations will be made unless the 
favorable impression produced for better factory 
illumination is followed thru by them, and the incli- 
nation to put in better lighting built up into an in- 
stallation of better lighting. 

The Benjamin Company hopes for a large increase 
in the installation of Benjamin Equipment, but cver 
and above and more than that, it hopes and is work- 
ing for a generous increase in the use of lighting 
equipment made by all of the contributors to this 
National Lighting Campaign. 

To Lighting Specialists and Lighting Equipment 
salesmen everywhere, we would say sincerely and 
emphatically, that if you want the Benjamin Plan for 
a local campaign, send in for it. Send for it whether 
you propose to sell Benjamin Equipment or not. Our 
suggestions may have some weight in carrying out 
the general thought behind the National Committee’s 





work. It may help the work of your local committee. 
If our direct effort helps to sell more lighting equip- 
ment generally, we will feel that we have contributed 
again. If it sells more Benjamin Lighting Equip- 
ment, we will, of course, be glad that we did con- 
tribute. 

Don’t forget that the principle to be applied in this 
campaign work is as follows: 

The National Committee’s advertising and field 
work, plus the local committee’s advertising and 
field work, will sell the general idea of better light- 
ing. But, the job for all of us in the selling field, 
both your men and our men, is to get the name on 
the dotted line. 

We are waiting impatiently to be written to and 
asked for our Plan. 


Yours very truly, 
BENJAMIN ELECTRIC MFG. CO. 
P. A. Powers, Advertising Manager 








CONDUIT WIRE, CONDUIT FITTINGS AND 


OTHER WIRING DEVICES 


SALES OUTLOOK 
BRIGHTENING 


National Business is now ready to en- 





































Some industrial plants are able to op- 
erate most of the day with natural 
light, but four out of five must use 
artificial illumination because of loca- 
tion or type of building. 

Correct lighting is a 
part of plan design upon which 
steady production depends. 
cor- 


vital 


Tests have proved that 
rectly installed lighting equip- 
ment in the average industrial 
plant immediately produces the 
following results: 

1. Increases production. 

2. Reduces spoilage. 

3. Decreases accidents. 

4. Diminishes labor tur n- 
over. 

These four items are a con- 
stant worry to the plant exec- 
utive as well as the officers of 
the company. 

The National Activity in In- 
dustrial Lighting is designed to 
help just such situations. Na- 
tional, Business and Trade 
magazines are carrying the 
story of benefits to be derived 
from good lighting to over a 
million executives each month. 

This publicity is creating a 
great deal of interest—the kind 
of interest that will result in 
the sale of a great deal of elec- 
trical equipment of all kinds. 
It will mean new wiring, con- 
duit, motors, reflectors, lamps, 
and a nice installation job for the elec- 
trical contractor who makes the in- 
stallation. 

As a matter of fact, reflectors and 
lamps are a small part of a lighting in- 
stallation. Where an old job is over- 
hauled and a modern installation put 
in, it means three outlets where but one 
was before. In the finished job, the 
wiring, conduit, conduit fittings, other 
wiring devices and labor figure three 





times as much as the lamps and reflec- 
tors. 

The national activity will open up a 
market for all kinds of electrical equip- 





The Benjamin Plan Book 


_ The Industrial Lighting Plan Book is handsomely bound in a 
rich, warm brown cover and the introduction and explanation 
gives a complete picture of the use of the accessory material. 


ment that is practically a virgin field. 
We will venture to say that there are 
few men in the electrical business to- 
day who can not think of at least a half 
dozen plants that actually need a good 
lighting system installed, or at least 
improved. 

The National Campaign is paving the 
way with good will and educational 
advertising for the Electrical Industry 
to sell equipment. Let’s cash in on it. 


ter upon a moderate period of activity. 
In terms of advertising and selling, this 
means that advertising should gradu- 
ally begin to yield greater returns at 
less cost. Sales should begin 
to increase and sales resistance 
should lessen—(F rom _ Bab- 
son’s Reports.) 

With such information from 
a national authority on busi- 
ness in general we have every 
reason to believe that the In- 
dustrial Lighting Campaign 
will go over big. 


© > © 


The American tourist in 
Scotland was being shown 
around by a guide and was af- 
fecting supreme indifference to 
everything. 

“Loch Lomond? That pud- 
dle?” he exclaimed, with scorn. 
“Why, we have lots better 
ponds than that in the United 
States, and those mountains 
are only called hills back 
home. Scenery? Poof!” 

“Ah, but mon,” retorted 
Sandy, undisturbed. “D’ye see 
those three fine buildings yon? 
They’re distilleries, an’ they’re 
all working.” 


© o © 


An article may have just as 
much merit when kept in a 
dark corner of the store, but no one 
will know it and no one will buy the 
article. 

Light seems like a big expense, but 
a bigger expense is darkness. Every 
customer who enters the store will think 
that dark corners are dirty corners. 
Dirt is associated with darkness in the 
minds of most housekeepers—and with 
a good deal of reason too. 

Let in the light—From “Ravelings.” 
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YOUR LETTERHEAD HERE 


Poor Lighting is the mest wasteful thing in 
ifidustry today. Loases through spoilage of material, 
Lebor hours wasted through illness and from iabor 
turnover - all traceable to the imperfect illumina- 
tion of work - actually exceed the total losses from 
fire! and the worst thing about this terrific 
Teakage is that it cannet, Like fire, be seen, 
smelt, or felt. 


Here is an example of unseen losses which 
recently came to our attention through the Research 
Department of a great lamp manufacturer, A workman 
in am automobile factory, using o14 style lighting 
equipment, was attempting to drill holes in a casting. 
It sas necessary that the holes be drilled ezactly.on 
the patich mark in order for the onsting to fit. The 
place Was presumebly well lighted, yet the spoilage 





Subject—Production Costs 


Enclosure for Letter No. 1 


of this workman averaged 257. 










Yours very truly, 





When the lighting equipment was replaced | 
with a Benjawin Installation, that serkman's spoilage } 
@ropped to around Ys; His eas one of the hundreds | 
of similar cases, That's one of the reasons why we 
know that a plamt properly lighted with Benjamin 
Equipment is free from heavy spoilage locas. 


YOUR SIGNATURE HERE. 








Two of the inside pages, showing a sample letter and mailing piece. 














The Benjamin Plan Book 


This Plan Book is a ready-made, direct-mail campaign, covering an intensive 


follow-up of letters and mailing pieces. It is a sure-fire program for converting the general interest in better lighting, aroused by the National activity, 
into actual cash-in-hand industrial lighting installations. 


CENTRAL STATIONS NOW ACTIVE IN THE 
INDUSTRIAL LIGHTING CAMPAIGN 


Close cooperation between electrical 
supply jobbers and central station men 
is a marked feature of the National 
Industrial Lighting Activity. 

From a number of letters received 
from Geographic Chairman, it is ap- 
parent that jobbers’ salesmen are 


working very closely with the central 
stations. Every list of those actively 
working in local committees show a 


high percentage of jobbers’ salesmen. 


In this connection we would be glad 
to know of any lighting specialists, 
salesmen or contractors who are par- 

















Here is a “D’-Coil seven-tube set, which our good friend, C. B. Kingston, radio editor of the 
Two Heralds, published at Bridgeport and Waterbury, Conn., has developed. The set is equipped 
with Cle-Ra-Tone sockets. Mr. Kingston says that “in all the operation of the set I have found 
these sockets to far surpass any others I have ever used.” 





ticipating. We will be glad to have 
jobbers’ salesmen pass this word to 
their central station friends, so that 
we can send as many individuals as 
possible full information on the indus- 
trial lighting activity and help them 
register a complete success. 


© © 


FIBRE HAND PORT- 
ABLES A SAFETY 
FEATURE 


Two. very interesting points regard- 
ing Fibre Hand Portables, our Cat. 
No. 162, have recently come to light. 

The first deals with the annoyance 
and waste in using improper lamps in 
portables. It appears that in some 
hand portables it is possible to insert 
lamps as large as 150 or 200-watt and 
electricians and other parties using 
such a portable in the large industrial 
plants and railroads make a practice 
of using the large lamps. This is ob- 
jected to by the managers as being 
wasteful, since the cost of the large 
lamps is taken into account as well as 
the amount of current consumed. In 
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The Benjamin Reflector 








our new No. 162 fibre hand portable 
it is impossible to insert a larger lamp 
than the 50-watt mill type size, thus 
the operative is restricted from using 
the larger wattage lamps. 

The other deals with the possible 
risk, when workmen are dangerously 
situated, of shorting and shock when 
defective cord and unguarded lamps 
are used. A short time ago a work- 





Benjamin Fibre Hand Portable 


man standing on an iron platform 
alongside a large tank screwing a 
lamp into a brass socket on a rein- 
forced cord, according to testimony, 
received a shock, and was thrown to 
the ground with fatal results. Al- 
though the company in whose plant 
the accident occurred provided standard 
extension cords, it was found that this 
particular extension cord was kept in 
some workman’s locker, unknown to 
the electrician in charge. The report 
of the city inspector concludes as fol- 
lows: “This accident shows the in- 
advisability of using brass shell sockets 
in portables, the advisability of polar- 
izing and the advisability of strict 
control of portable cords used by 


workmen.” 
® © ® 


WALLED IN 


The night was dark, and the hour 
late, when the lone merrymaker ad- 
vanced unsteadily toward the concrete 
lamp-post. Gingerly touching the rough 
surface he felt about until assured 
of a solid support and then leaned 
back, resting. After a few minutes, de- 
ciding to again pursue his alcoholic 
path, he turned and felt carefully about 
the surface of the post. Round and 
round he walked, never taking his hands 
off the concrete. 

Amazement gave way to despair and 
at last, sinking down on the pavement, 
he gasped: 

“My God, I’m walled in.”—‘“Bottles.” 


@ © 


TIME TO SEE THE P. A’s. 


John Williams, of the Scranton Elec- 
tric Construction Company, finds min- 
ers’ slack time his opportunity. 

John finds purchasing agents are 
easily accessible during their slack 
time and has sold them more equipment 
of all kinds than ever before. The 
purchasing agents have time to inves- 








i] 








tigate the advantages of new equipment 
during their slack season. What is true 
of purchasing agents of the mines is 
true in other industries as well. 

A good lighting or signal system will 
help them increase production and lower 
operating costs. 

We thought we would pass this idea 
along—maybe someone else can cash in 
on it. 

© © 


INSURANCE SALESMANSHIP 


An English paper states that the fol- 
lowing lines were inscribed about the 
year 1777 over the door of one of the 
earliest established insurance offices: 
“Come all you jolly Britons who love 
your blooming wives, 

Insure large sums on your precarious 
lives ; 

So that your widows may be rich when 
you yourselves are rotten 

And they may live in happiness when 
you are quite forgotten.” 

This is clipped from The Spectator, 
but it is too hilariously gruesome for 
present day complacency.—Glen Falls 
Now and Then. 


ee ¢ 

The Savannah Electric Power Com- 
pany, Savannah, Georgia, opened anew 
display room October 5 with a full 
weeks “opening” beginning its cam- 
paign on illumination. 

Electrical equipment of all kinds will 
be shown in this display room. We will 
bet a dollar against the well known 
hole in a doughnut that they cash in 
big on the National Industrial Light- 
ing Activity. Mr. W. B. Flemming is 
in charge of the activity in Savannah. 

© > 

Lighting specialists—we want you to 


have our plan. It ties in directly with 
the National Campaign. 


a 
aa 





An “at home” picture of Merritt L. Tice, 
alias “Tiny”. In explanation of the severe 
aspect of countenance, it is only fair to the 
reader to say that Mr. Tice is not engaged in 
deep thinking, although deep lines on a classic 
profile ordinarily indicate high and _ pure 
thoughts. The real truth is that Mr. Tice is 
very much worried because his pipe is plugged. 
He claims that a chunk of Chicago atmosphere 
got into it while he was visiting that city 
recently on business, as he said, but he got 
away with it because it happens to be the 
headquarters of the Company. Mr. Tice is now 
located more or less permanently in Birming- 
ham, Alabama, where he expects to wear that 
kind of clothes all the year around. 


o © © 
Every mail brings many requests for 
the Benjamin Industrial Lighting Plan 


Have you secured your copy? If 
not, send for it today. 


o © 


The more requests we get for our 
lighting plan the better we will like 


Je ruse Dd ry 
st ; € 





Mr. E. D. Doney, jobber’s salesman down in Charleston-Kanawha County, W. Va., with the 
Triple State Electric Co., Inc., sends us the above photograph of a real hook-up using Benjamin 
Cle-Ra-Tone radio sockets. One of the things we greatly appreciate about being in radio is that 
so many of our good friends, the jobber’s salesmen, when talking about Benjamin radio products, 


say, ‘Now, friend, here’s something I’m using myself.” 
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kind of a place. It fronts on two 
streets, so they can let salesmen in the 
(ront and throw ’em out the back. Also 
the one going out don’t discourage the 
ones coming in. M. B. Turtle likes to 
kid about his name and uses it in com- 
pany advertising. I guess he’s the 
first one to show a turtle running. He 
wave me a turtle in the form of a paper 
weight and it’s so pretty Mackle tried 
to steal it. I’d have more news about 
this company only I took an awful pic- 
ture of the vice-president’s sister, Miss 
Lillie Hughes and didn’t dare go back. 

J. C. Greenberg, sales manager ot 
Peerless Light, was out of town. Leon 
Cohn had his kidding clothes on, 
though. He wanted me to tell you 
fellows that J. C. is getting bald, but 
I got more sense than to go over a 
sales manager’s head. (Deep, eh, 
Phil?) Of course Leon can get by 
with anything like that because he’s a 
friend of Jack Dempsey’s. (Just like 
Oofty Goofty, whose uncle is a cop.) 
Oh, yes, Leon had a bad cold he claims 
he got at the Nela camp. Peerless 
has a real credit man, Harry Weis, a 
certified public accountant. He once 
studied medicine, which of course, 
helps him with dealers whose credit 
is sickly. The company is now distrib- 
utor for G. I, National Mazda lamps 














‘Here is an example of true modesty. 
obinson Farmer arranged for this pho- 
torraph, placed himself in the center and 
thn had some light squirted up through 
th film so as to practically obliterate his 
‘. picture. The other two men are Mr. 
H-nock, range specialist of the Westing- 
lo.se company, San Francisco, and W. I. 
Powell, Fobes Supply Co., San Francisco. 
lis was taken when Farmer took a Far 
st trip and before going to the Florida 
| -etrie Supply Co. 
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“An Echo from West Baden” might be a good caption for this picture taken at 
West Baden, Ind., during the recent convention of the Association of Electragists, 
International, Comfortably encased in the Central Tube Co. exhibit (which remark 
isn’t meant to be a pun), are, from left to right, Oscar Carmen, General Elec. Co., 
Cincinnati, O.; H. R. Worthington, Florida Elec. Supply Co., Jacksonville, Fla.; 
C. H. Wallis, and W. G. Campbell, Central Tube Co., Pittsburgh, Pa. 





in New York, Chicago, St. Louis, and 
San Francisco. 

The Fillicaloo Bird just flew over 
and wig-wagged that Sibley-Pitman 
has opened a Bronx branch at 565 
Cortland Ave. Jack Parks will be 
manager and R. J. Lewis will play 
the outfield. Batter up! 

Henry Michaelson, credit manager 
for Samuel Frost, has published a 
series of collection letters in book 
form, entitled: “Better Collections.” 
] can’t mention the price but it sure ‘is 
a good five dollars’ worth. Mr. Mi- 
chaelson is an old electrical man and 
has been at the credit end for 10 years. 
Credit men speak highly of his book 
of letters, testing to their originality 
and effectiveness. 

John R. Edds, sales manager of 
Noyes Electrical Supply Corp. is al- 
ways busier than a one-armed paper- 
hanger with the itch, but he corralled 
the bunch and we took a picture. After 
they saw a proof, the only friend I had 
left was Bill Knipp—he wasn’t in it. 
S. D. Hausler copped the Day-Fan 
prize in the August section of the Jos- 
BER’s SALESMAN Summer Sales Con- 
test. 

It was so noisy in New York City 
I went over to Newark to hear the 
World’s Series returns. Pretty soft 


for Fred Post’s boys at Newark Elec- 
trical Supply Co. There was a swell 
scoreboard right next door and it was 
coming in on their own set besides. 
While I was there W. A. Kieb walked 
in with an order for enough Benja 
min reflectors to light the Yankee 
Stadium and right behind him trots 
L. R. Van Woert with nine pages ot 
panel-boards. Good hunting! 

Beller Electric has a fine fixture dis- 
play room with a fireplace and easy 
chairs. It’s so comfy I hear they have 
to tell some of the dealers when to go 


home. 
* * * 


Holloway-Bentz Enlarge 
Quarters 

Holloway, Bentz & Co., 89 Reade 
St., New York, has enlarged its quar- 
ters considerably by pushing through 
the rear wall and taking in the first 
floor, cellar and sub-cellar back to 
Chambers St. This will provide space 
a block in length and entrances on 
two streets. 

Another important step taken by 
this company is the segregation of 
the Mazda lamp business, which will 
be kept wholly separate as to records 
and operation. This move is the re- 
sult of the rapid growth of the com- 
pany’s lamp business. 
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Its Features Sell 
This Cord Set 


The features of the Hemco Cord 
Set are conveniences for the house- 
wife. 

The attachment plug has self locat- 
ing slots. A special bridge in the 
Bakelite cap around which the wires 
are snubbed, permits yanking the cap 
from the receptacle without straining 
the cord. 

The cord is the most flexible obtain- 
able—still it gives long service. 

The heater plug is made of special 
heat resisting material of great 
strength. 

The terminals adjust themselves au- 
tomatically for perfect contact’ regard- 
less of the condition or shape of the 
lugs. 

Non-slip finger grips on each side of 
the plug and the smooth, positive ac- 
tion of the contact terminals allow 
quick removal, which reduces burning 
of the terminals when the contact is 
broken. 

The gooseneck shaped grooves for 
the wires serve to relieve strains on 
the cord inside the plug. A _non- 
breakable bushing protects the insula- 
tion on the cord. 
















Georce RicHaros & COMPANY we. 
557-Wesr Monroe STREET- CHICAGO, /LLINOIS. 


| Hemco Profit Builders Now 
| Backed by National Advertising 


The popular line of Hemco products is now 


being nationally advertised in the Saturday Eve- 
ning Post and Liberty. 


Hemco products have won their way so far with- 
out national advertising. Jobbers, dealers and con- 
sumers alike have recognized their inherent qual- 
ity, their usefulness, and have bought them, in 
spite of their higher prices. More than 20,000 
dealers in the U. S. carry them now. 


Every Home Needs Them 


Still almost every home can use several more, espe- 
cially the newer models, and many people need but 
reminding to close the sale—so we are blazing the 
way through the greatest advertising medium in the 
world, the Saturday Evening Post, to help you and your 
dealers increase your sales. 


Some jobber’s salesman will sell Hemco products 
to every electrical supply dealer, who must care for 
the demand created by this national campaign. 
Why not you? Ask him today. 
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Your Dealers Wh 














High quality, good profit, 
quick turnover, national ad- 
vertising and consumer ac- 
ceptance make Hemco prod- 
ucts preferred by electrical 
dealers everywhere 





Some of the half pages to 
be used in the!Saturday Eve- 
ning” Post and Liberty this 
fall and winter. Each of 
them announces the new low 
prices and carry convincing 
arguments for more plural 
plugs in every home. 





V 
George Richards 8 ERYBopy i 











GeorGE RICHARDS & COMPANY pwc. 
557-West MonrRo_E STREET- CH1caco,/LLINOIS. 
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Elliott Electric Has a Fire 

The Elliott Electric Co. of Cleve- 
land was located immediately in tem- 
porary quarters at 504 Perry-Payne 
Bldg. following a fire which Tues- 
day, Oct. 18, razed the entire five- 
story building occupied by the com- 
pany at 814 West Superior Ave. 

The company expected to be in 
new quarters within a 
week after the fire. It was still able 
to supply lamps and motors and was 
doing business the next day despite 


permanent 


the blaze. 

Officials were unable to state the 
exact amount of the loss. Hundreds 
gathered to watch the blaze which 
sprang from an unknown cause. Two 
firemen were injured in a fight to 
quench the fire. 

a ot 


Southern Tier Entertains 
Dealers 

The Southern Tier Electrical Sup- 
ply Co., Binghamton, N. Y., enter- 
tained 100 of its dealers at a sales 
meeting held September 14. A ban- 
quet was given and suitable talks 
made. 

The Southern Tier Electrical Sup- 
ply Co., which is eight years old, is 
said to be the first jobbing house in 
the territory adjacent to Bingham- 
ton. The company is now located in 
a four-story building comprising 
24,000 sq. ft. The building was orig- 
inally a wholesale grocery house and 
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it was found to be wonderfully 
adaptable to an electrical warehouse. 

I. E. Greene is president and gen- 
eral manager of the company. H. A. 
Hurd is secretary-treasurer. Recent 
additions to the organization are 
A. A. Cochran, service manager, for- 
merly of the Mohawk Electrical Sup- 
ply Co., Syracuse. N. Y., and H. A. 
Molyneaux, salesman, previously with 
the Roberts Electric Supply Co., Al- 
bany, N. Y. 

On June 1, the Southern Tier com- 
pany was appointed General Electric 
distributors. 

* * *~ 


Changes Among New York 
State G. E. Distributors 


Information has been received that 
the Syracuse Electric Supply Co., 
Syracuse, N. Y., of which F. B. Scott 
is president, has been made a Gen- 
eral Electric distributor. 

At the same time it has been an- 
nounced that the Robertson-Cataract 
Electric Co., of Buffalo, with branches 
in Rochester, Syracuse and Utica 
is no longer a General Electric dis- 
tributor. 

x Ok Ox 


Roberts Buys Reading Concern 
The H. C. Roberts Electric Supply 
Co., Philadelphia, Pa., has taken over 
the Electrical Supply & Equipment 
Co., Reading, Pa. It will be operated 
under the name of the H. C. Roberts 
Electric Supply Co., Reading, Pa. 
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Missouri River Club Meets 

The Missouri River Club held its 
annual meeting the week of October 
18 at Excelsior Springs, Mo. A 
series of most interesting sessions 
were held, at which papers of con- 
siderable merit were read. C. F. Far- 
ley, vice-president of the Kansas 
City Power & Light Co., Kansas 
City, Mo., discussed the relation of 
the central station to the distributor. 
Mr. Farley’s message was encourag- 
ing to the jobber. 

An enlightening talk was given on 
the cash discount situation. It was 
agreed that too much variety prevails 
in the jobbing industry, the discounts 
ranging from one-half of one percent 
to five percent. A. D. Barber, sales 
manager, Western’ Electric Co., 
Omaha, led the discussion, and it was 
decided to leave this problem in the 
hands of Mr. Barber and G. W. John- 
ston, president and treasurer of the 
Mid-West Electric Co., Omaha, for 
consideration and a later report. 


J. L. Buchanan, president, Wesco 
Supply Co., St. Louis, Mo., and sec 
retary of the Missouri River Club, 
spoke on jobbing subjects in general 
such as, the trend of business, ethics 
of the industry, and economies neces 
sary to operate a jobbing business 
satisfactorily. This last subject 
brought out a great deal of discus- 
sion, Mr. Buchanan pointing out that 
his company had since its start re- 
duced its payroll about 50 per cent 
with no loss in efficiency. The point 
seemed to be that jobbers will con 
tinue to secure their present volume 
of business at the present profit ratio 
and will have to make money on this 
basis. No unusual increases in volume 
may be expected. 

Among the other jobbers present 
were: H. N. Goodell, manager of the 
Western Electric Co., St. Louis, and 
chairman of the Missouri River Club; 
W. P. Hoagland, manager, Western 
Electric Co., Chicago; A. J. Cole, 
vice-president, The McGraw Co.; G. 
A. Seabury, secretary, Mid-West 
Electric Co., Omaha; Carl Fried, 
treasurer, the McGraw Co.; F. 
Bernardin, president, B-R_ Electric 
Co., Kansas City; W. B. DeForest. 
manager, Western Electric Co., K»n- 
sas City; E. F. Hardey, president 
and treasurer, and W. F. Cleveland, 
vice-president, Central States Electric 
Co., Kansas City; W. S. Blue, vice- 
president, Columbian Electrical (o., 
St. Joseph, Mo.; L. E. Reid, pr:si- 
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A Glutton for Punishment 


This famous cord is ideally constructed for a rough-and-tumble life. It 
absorbs abuse. In garages, on construction work, in factories, everywhere on 


portable tools you'll find “U. S."" Royal Portable Cord a ‘Greedy Gut’’ for 


rough treatment. 


Pressure, blows, twisting or kinking hasn't any depreciating effect on the work- 


ing ability of “‘U. S.”’ Royal Portable Cord. 


The secret of the success of this cord is its fine cotton wrap covered copper 
strands, over which is placed a coating of high grade rubber. Conductors 
are twisted together with a filler of long staple cotton, this in turn enclosed in 
a thick casing of a specially compounded tough, non-absorbent gum rubber. 


“U. S."" Reyal Portable Cord is a rough neck cord entirely at home doing 
hard work in the most trying situations. 


Because it’s tough, it’s dependable and because it’s dependable you can sell it. 
Ask for a sample. 





United States Rubber Company 


1790 BROADWAY NEW YORK CITY 

COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 
Atlanta Cleveland Minneapolis Rochester 
Baltimore Columbus New Orleans Salt Lake City 
Birmingham Denver New York San Francisco 
Boston Detroit Omaha Seattle 
Buffalo Houston Philadelphia Spokane 
Chicago Indianapolis Pittsburgh St. Louis 
Cincinnati Kansas City Portland, Ore. Syracuse 


Toledo 


Also Makers of “U. S.’’ Paracore Wires and Cables 
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An active jobber in New York is the 
Nassor-Michaels Electric Supply Co. 
Reading from left to right: David S. 
Michaels; Frances Leider; Florence Nas- 
sor; Naseeb G. Nassor, and A. Gassell. 
Something happened to the rest of the 
picture which included Samuel Michaels, 
Michael King, and Jake Fulton. 





dent, American Electric Co., St. 
Joseph, Mo.; C. E. Browne, presi- 
dent, American Electrical Supply Co., 
Chicago; F. R. Eiseman, secretary- 
treasurer, Revere Electric Co., Chi- 
cago, and S. H. Simonsen, city mana- 
ger, Illinois Electric Co., Chicago. 


* * * 


New Jobber in Akron 


A new jobbing house reported at 
Akron, Ohio, is the Sacks Electrical 
Supply Co. It opened several months 
M. Sacks is president and gen- 
eral manager and C. Sacks is secre- 


ago. 


tary, treasurer and sales manager. 


Changes in Personnel 

R. Plank is managing the advertis- 
ing department of the American Radio 
Mfg. Co., Kansas City, Mo. R. O. 
Smith is purchasing agent. 

S. H. Stark, formerly with the Ful- 
ton Electric Co., Atlanta, Ga., has 
been appointed sales manager of the 
Orlando, Fla., house of the Robertson 
Supply Co., Orlando, Fla. 

S. B. Storer, for many years active 
in the central station industry in New 
York state and an electrical engineer 
of prominence, has been made a direc- 
tor of the A. M. Little Co., Inc., 
Syracuse, N. Y. For many years, Mr. 
Storer was president of the Oswego 
Falls Transmission Co., and also was 
an executive of the Niagara, Lockport 
& Ontario Power Co. Mr. Storer will 
not be active in the affairs of the com- 
pany except in an advisory capacity. 

E. G. Parmalee has been appointed 
sales manager of the Commercial Elec- 
tric Supply Co., Detroit, Mich., re- 
placing G. W. Smiley who resigned. 

N. E. Waterhouse, formerly general 
manager of the Holt Electric Co., 
Jacksonville, Fla., is now service man- 
ager of the Florida Electric Supply 
Co., Jacksonville, Fla. H. G. Mong, 
formerly purchasing agent of the Holt 
Electric Co., is also with the Florida 
Electric Supply Co. 

* * * 


New Service by Southern 
Equipment 
The Southern Equipment Co., San 
Antonio, Tex., has started to issue a 
new monthly price sheet which it 
calls the “‘Electrical Supplier.” 








We wondered what delayed our staff correspondent so long in Syracuse, N. Y., until 
this picture arrived at our desk. Girls of the Robertson-Cataract Electric Co., laugh- 


ing at something pretty darn funny,—can’t be the photographer’s mustache! 


Left to 


right: Lou Patton; Harriet Thomas; Helen Lyons; Christine Mahan; Margaret 
Leavitt; Emma Decker; Mary Carroll; Anne Betsinger; Edna Muir; Leona Nugent; 


Marion Evans; Geraldine Grady, and Caroline Randall. 








About 


Live Ones 
W7 (0) 


J. A. Hunter is a new city salesman 
with the Treadway Electric Co., Little 
Rock, Ark. Mr. Hunter is a graduate 
engineer. 

D. Caffery is a new salesman taken 
on by Beller Electric Supply Co., 
Newark, N. J. 

F. J. Kuhn has taken over the terri- 
tory formerly covered by J. G. Mc- 
Alwee for the Western Electric Co.. 
Baltimore, Md. 

The Crescent Electric Supply Co., 
San Francisco, Calif., has employed 
Ray Symaski to cover Oakland and 
the bay cities. 

Three new salesmen of the Holt 
Electric Co., Jacksonville, Fla., are 
M. C. Huie, H. C. Maxwell, L. E. 
Echols. 

L. M. Johnson, for many years with 
the Mohawk Electrical Supply Co., 
Syracuse, N. Y., and recently sales 
manager of the Robertson-Cataract 
Electric Co., also of Syracuse, has 
joined the organization of A. M. Lit- 
tle Co., Inc., Syracuse, and will cover 
southern and western New York, a 
territory which he has covered for 
many years. 

Robert Searing has been advanced 
from the radio department of the 
Syracuse branch of the Robertson- 
Cataract Electric Co., Utica, N. Y., to 
manager of radio department. Chester 
Anderson and Edward Bermingham 
are new counter men with this com- 
pany at Utica. 

The Carolina States Electric Co., 
Charlotte, N. C., has appointed E. J. 
Gluck as a specialty salesman to travel 
in the interest of the radio department. 
Harry Burgess will travel western 
North Carolina as general supplies 
salesman, 

S. W. Hull will call on the indus- 
trial plants in Jersey City for the 
Garfunkel Bros., Inc., Jersey City, 
N. J. 

Two new men were taken on by tlie 
Wilmington Electrical Specialty Co.. 
Inc., Wilmington, Del. They are R. 
C. MacClure, salesman and Samuel 
Kirk, counter man. 

E. E. Vickers is the new cashier 
and stockkeeper of the Miami branch 
of the Robertson Supply Co., Orlando, 
Fla. 
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P&S Standard Wiring Devices / 
























P&S 540 P&S 9366 s mad 
Shurlok Shurlok, Shurlok 
7 1 e - . IT HA \\ {| Y 
Ca ek P&S shurlok Sockets made in ‘ Keep pl the Latap 
Porcelain, High Heat Composition on! the \Jo 
Shurlok, and Brass Shell Types. 





vil 





CA-S 29 Brass Socket 
P&S 59108 P&S 54 P & S 61988 P G&S 1299 Key must be ordered special 


The Most Popular Sign Receptacles in the World 


P&S All-Porcelain 
Receptacles 


Send for Form 1527 
Fifteen Numbers for All Styles of Outlets 


With All-Porcelain Shade Holder 
With Porcelain Ring for Ball Lamps 



























. Oe 5 OPS see ear een Flush Back and Deep Back 
- as a Suggestion at &S 139% 
ransformer Cutout 
" P & S SOCKETS 
It is the actual excellence in P &S Key Sockets and Chain Pull Sockets---common 
y 
: honesty in their manufacture---that makes them outlast ordinary sockets. 
el 
it. 
rn 
2 High Heat Keys establish a New Standard 
se for Key Sockets. 
he 
ty, 
The Socket that needs no Stop Ball has a 
he \ big advantage. 
R. P ath oe You can SEE these points when you get a sample 
e are Standar 
uel . zi Write us today on your Letterhead 
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# Meccccccoes ae: Pass & Seymour, Inc. 
Solvay Station Syracuse, N. Y. 
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4 Twin Sockets 


A New Product of unusual merit with 
profit possibilities deserving imme- 
diate consideraticn. 


—the only cushioned or spring 
mounted sockets radially sus- 
pended from the center. This 
springy feature enables them to 
act freely to any shock from 
any direction. - 


4 Twin Sockets are supersen- 
sative. Never perfectly still, 
thus absorbing all tube shocks 
and ABSOLUTELY  ELIMI- 
NATING ALL TUBE NOISES. 
The 4 Twin Contacts doubly 
grip each tube prong with two 
firm, clean contacts made of 
solid nickel silver. They are 
not plated and will not corrode. 


Sockets with 4 Twin spring and 
4 Twin contacts, List Price 
$1.00 each. Plain Socket, with 
4 Twin contacts only, List 
Price 60c each. 


4 Twin Sockets present unusu- 
ally attractive sales and profit 
possibilities for the jobber. 
The constant demands upon 
dealers by particular set build- 
ers for parts of exceptional 
merit guarantees you a respon- 
sive market to merchandise of 
this exceptional character. 


To jobbers who are consider- 
ate of the future in their radio 
business, we offer a line of 
profitable radio parts—sockets, 
jacks, switches, etc. 


Write for complete information to 


National Sales Agents 


The Mysone Company, Inc. 


1449 South Michigan Avenue 
CHICAGO, ILL. 


Manufactured by 
Central Radio Corporation, 


Beloit Wisconsin 
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The Reliance Electric Co., Camden, 
N. J., has hired I. H. Gratz and Ken- 
neth Conard. Mr. Gratz will travel 
in a sales capacity while Mr. Conard 
will handle counter sales. 


Paul Lockwood will travel in North 
Dakota for the Duluth Electrical 
Supply Co., Duluth, Minn. 

D. A. Ensign won a silver cup which 
was offered by the Charleston Elec- 
trical Supply Co., Charleston, W. Va., 
for the largest increase in radio sales 
during the first six months of this year 
as compared to the record of the first 
six months of last year in the same 
territory. 

Wm. H. Young has been appointed 
receiving clerk of L. A. Wolley, Inc., 
Buffalo, N. Y. 

Three new salesmen employed by 
the American Radio Mfg. Co., Kansas 
City, Mo., are C. D. Blough, M. L. 
Putman, and Geo. Scoville. 

Harold Taradash, nephew of the 
famous ‘‘Mike” Taradash, has been 
added to the roster of the Hyland 
Electrical Supply Co., Chicago, IIl., 
as a specialist handling Lionel trains, 
on which line this company has just 
been appointed distributors. It is said 
that he has started “like a house afire”’ 
and if he keeps up the pace “Mike” 
will be totally eclipsed. 

W. W. Dancy is now covering the 
northeast Missouri territory and 
Chas. M. Watt the southern Illinois 
territory for the Brown & Hall Sup- 
ply Co., St. Louis. 





WHOLF®ALE ONLY. Im 
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A couple who will be heard from in the 
electrical business or we miss our guess. 
They are R. E. McCormick (left) and 
E, J. Gaulin, who run the store of Electric 
Supply & Equipment Co., Buffalo, N. Y. 









Here’s a warm looking picture for No- 
vember, but a hard working bunch doesn’t 
have time to get cold. Top, left to right: 
A. Vehling; S. Harpe, and A. F. Hill. 
Bottom, left to right: Geo. R. Bates; 
W. Barton, and H. L. Dickinson, store 
manager. These boys are the store sales- 
men for the Indianapolis Electrical Sup- 
ply Co., Indianapolis, Ind. 





Delinquent Accounts on the 
Mend 


The accompanying tabulation shows 
the number of delinquent accounts re- 
ported during August and September 
of this year as compared with August 
and September of last year, to the 
National Electrical Credit Association 
together with the total amounts and 
the average amounts of the delin- 


quencies. 
Branch Number of 

and Accounts Total Average 
Month Reported Amount Amount 
Central Division 
August, 1924.... 985 $109,854.87 $117.49 
August, 1925.... 806 88,238.52 109.47 
September, 1924... 971 106,842.84 110.08 
September, 1925.... 822 102,825:97 124.48 
New York Division 
August, 1924... 801 49,874.00 167.00 - 
August, 1925.... 8306 86,876.00 119.00 
September, 1924... 888 55,652.00 165.00 
September, 1925.... 241 80,150.00 125.00 


Middle and Southern 
Atlantic States Division 


August, 1924.... 244 24,207.92 99.21 
August, 1925.... 224. 19,957.25 89.10 
September, 1924... 248 28,281.73 116.18 
September, 1925... 215 28,689.06 133.44 
New England Division 

August, 1924... 55 9,953.40 180.97 
August, 1925... 74 7,276.53 92.98 
September, 1924... 62 6,385.51 102.88 
September, 1925... 104 4,560.78 48.85 
Pacific Coast Division 

August, 1924... 15 2,564.12 170.54 
August, 1925... 15 1,577.70 105.18 
September, 1924... 25 8,187.67 = 125.50 
September, 1925... 18 1,849.85 74.99 


* & & 


Pettingell-Andrews Opens 
New Building 


The Pettingell-Andrews Co., Bos 
ton, Mass., has announced the opening 
of its new building at 372 Stuart “1. 
Boston, Mass. W. J. Day has been 
appointed sales manager, and J. !1. 
Sullivan service manager. Mr. D.y 


will have charge of city and couni’T 
sales. 










Show It Lighted for Best Attention 
Getting Value. 


HE New Super Adjustable Lamp 

with its beautiful design is most 
attractive when shown lighted. It has 
more quality and real utility than ever 
before offered at such a sale compelling 
low price. With an eye to future re- 
orders, advise your customers to show 
the whole Greist line iighted in window 
displays. Have them also display the 
Super Adjustable with the Juniorlite 
and other popular Greist Lamps, hang- 
ing, standing or clamped in prominent 
places about the store where their many 
uses may be seen. They suggest them- 
selves as charming Christmas gifts. 


$9.50 


In plain Brass, 
Bronze and Ivory. 


Other beautiful 
finishes—one of 
which is_ here 
shown—to retail 
profitably at 


33.00 


Prices higher 
in the West 
and Canada. 


With the Wallace we established the market for 


adjustable clamping lamps and for 15 years have given the dealer 


the closest co-operation. 


ocetil 


Swivel\ ,Action 
1] Full M Circle |} 


Method of clamping 


to back of chair ASS 


+) 


\ 
e 


a _ re 
\ a” 
b , wR 





Salesmen should advise their dealers that we are prepared to ship 
immediately rush orders for any Greist lamps which may be needed 
to replenish stocks depleted by the brisk de- 
mand. 





THE GREIST MFG.CO NEW HAVEN. CONN 





CAT. No. K-1 





They Light the 
way to 


Profits 





CAT. No. LA-1 


Xtra-Taps 
Doubles the capacity of 


the single convenience 
outlet. The smallest most 
gracefully designed item 
for this purpose on the 
Send for FREE 
sample and judge for 
yourself. Ten displayed 
on a handsome easel. 
List price 50c. 





STILL 
PAYS 








CAT. No. B-5 


Double Duty Socket 


Not “just another two-light 
socket”. Smaller, more 
graceful, sturdier. Strong 
interior construction of 
solid brass— not the usual 
flimsy wire connections. 
List price 50c. 


Cartoned cordsets ready to hand 
over the counter impress your 
customers with your“up-to-date- 
ness”. They’re really better made 
than the kind your assistant puts 
up — and you’re entitled to a 
better price— (Cat. No. K-1 with 
Grip 
K-2, with Beaver Switch Plug; 
Cat. No. K-3 with Gripall Heater 
Plug and Beaver 
Switch.) 

List prices $1.40, $1.85, $2.10. 


QUALITY 


Heater Plug; Cat. No. 


eed-thru 





If you’re in business to stay and want to estab- 
lish and maintain your reputation as an electrical 
merchant in your community you cannot afford 
to offer your customers inferior merchandise. 





CAT. No. B-4 


Triple Duty Socket 


With the special center out- 
let for the appliance. Be- 
cause this aie has been 
placed where most conven- 
ient, women show marked 
preference in the face of 
cheap imitations. List 75c. 










The “GRIPALL” Plug 
has long been the 
standard by which 
other good heater 
plugs were measured. 
e have now armored 
the lower end where 
tection is desirable. 
‘op left free of metal 
—cool. FREE sample 
sent to merchant in- 
terested in quality. 
List price 60c. 


Now is the time to stock up and display reliable 
Beaver items in your windows. 





BEAV |e 


625 NORTH 3rd STREET, NEWARK, N. J. 


es 


BEAVER MACHINE & TOOL COMPANY 

































BEAVER 
Switct 
PLUG 


CAT. No. G-1 


In spite of the “switch plug © 
idea” having received a — 
black eye because of some © 
inferior imitations, the 

ularity of the “GRIPALL” © 
Switch Plug has steadily © 
gained. Underwriters’ ap- © 
proved. If you’re still skep- 
tical let us send a sample © 
for you to try out in your 
own home. List price 90c. — 


COMPARE! 








» 
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C. E, Cheesman, president of the Dayton 
Wholesale Electrical Supply Co., Dayton, 
O., and Miss Nelda McCargish, secretary. 
Sorry we missed R. E. Wolfe, vice-presi- 
dent, as he was out chasing business. 


Making Motor Sales a 
Staple Business 


(Continued from page 8) 





stricted, or if the equipment is lo- 
cated in high degrees of temperature, 
the horsepower rating will be reduced 
materially, and the motor likely 
overloaded or burned out. Caution 
your buyer to install standard types 
of motors in locations permitting the 
free circulation of reasonably cool 
air. Standard motors must not be 
installed in locations where water or 
moisture will come in contact with 
the motor in any quantity. Specialiy 
insulated motors can be supplied for 
extreme moisture conditions. Sell 
motors with sufficient power to han- 
dle average maximum loads. 


Watch Starting Conditions 


Single phase and squirrel cage 
polyphase motors are designed to 
come from no speed to full speed in 
the matter of seconds. If the nature 
of load is such that this starting time 
is of long duration or it is impossi- 
ble for the motor to bring the load 
up to full speed immediately, the 
equipment may be injured or burned 
out. For example, in machines hav- 
ing heavy flywheels such as punch 
presses, or wood working machinery 
with heavy drums or numerous cut- 
ting heads and feed rolls, the start- 
ing period is continued several min- 
utes in some cases. Air compressors 
and refrigerating machines starting 
against pressure, offer hard starting 
conditions for standard motors. It 
is quite often necessary to sell high 
‘resistance rotor” squirrel cage mo- 
tors, or wound rotor motors. If prop- 
‘r mechanical considerations are 
siven to the application and an auto 


starter, in the case of motors above 
714 H. P., is selected large enough 
for the starting conditions the squir- 
rel cage motor will work satisfactor- 
ily. If in doubt consult your motor 
specialist. Seventy-five per cent of 
ordinary motor troubles come from 
abnormal starting conditions. 


Know Your Revolttions 


In selling electric motors usually 
the horsepower and type are deter- 
mined, and the speed suitable is 
selected for the job. The voltage and 
frequency are known in advance. Mod- 
ern machinery is so well standardized 
for electric motor drive that the 
maker of the equipment advises the 
motor buyer the speed, horsepower 
required, and the method of drive. 
It is necessary in some cases to test 
a machine to determine the horse- 
power required, and this is a problem 
for the specialist or well informed 
salesman. Motor speeds and the 
selection of correct speeds seems to 
be the most serious problem to the 
average jobber’s salesman. The fel- 
low that knows is often spoken of 
as, “Knowing his revolutions.” 

For those not familiar with the cal- 
culation of motor speeds this data 
will be interesting. The speed of al- 
ternating current induction motors 
is dependent on the frequency 
(cycles) on which it operates and 
the number of poles in the motor. 
To understand a simple explanation 
cf this proposition we start with 
the following facts: Commercial fre- 
quencies are called “Cycles.” If the 
frequency is sixty cycles, it means 
that the system operates at sixty 
cycles per second or thirty-six hun- 
dred cycles per minute. Fifty cycles 
is equivalent to three thousand cycles 
per minute; and twenty-five cycles. 
fifteen hundred cycles per minute. A 
cycle is a complete set of negative 
and positive values of an alternating 
current, or two alternations per cycle 
(the current alternates once from 
positive and once from negative 
value). With two alternations per 
cycle, sixty cycle current has seventy- 
two hundred alternations per min- 
ute. Fifty cycles, six thousand; and 
twenty-five cycle, three thousand al- 
ternations per minute. 

To determine motor speeds for any 
cycle current, divide the number of 
poles of the motor into the alterna- 
tions per minute of the system. For 
example, a four pole motor operating 
on sixty cycles will be 7200 alterna- 
tions divided by 4 which equals 1800 
R. P. M. (no load speed). Due to 


“slip” in the motor the full load speed 
will be about 1760 R. P. M. The 
table below will be convenient for 


reference. 
Approximate full load speeds of 
A. C. motors. 
60 Cycle 50Cycle 
ie «6B. 
2 3540 2870 
} 


25 Cycie 

R. P. M. 
1420 
715 
475 
865 


No. Poles 


4 1760 1450 

1160 950 

8 870 725 

10 690 585 

12 575 480 

14 490 420 

16 435 365 

It is often a help to the salesman 

to have a simple explanation of 

motor speed determination for the 

customer demanding an odd speed. 

To explain that the speed is a math- 

ematical calculation and not an ar- 

bitrary selection which usually cov- 
ers the point. 

(To be concluded in the December 

Issue.) 


Taking Service Bull by 
the Horns 


(Continued from page 13) 





saving time and expense and the tie- 
ing up of “dealer capital.” A labor 
charge of $1.50 per hour will be made 
but there will be no charge for ma- 
terial if the set is actually defective. 
This disposition will be made on all 
material returned under the above 
conditions unless dealer is unwilling to 
absorb nominal expense and signifies 
his desire to have material returned 
at once. to factory, without our pre- 
liminary inspection. 

This policy is submitted to 
dealers in a spirit of whole-hearted 


our 


co-operation and we sincerely trust 
its significance will be recognized. 





| 
H 
U 
1 
] 


This bunch was so busy it took a trick 
to get °em. We just dared ’em all out in 
the alley and explained the photograph 
part. They are all with L. A. Woolley, 
Inc., Buffalo, N. Y. Rear, left to right: 
Ed Forster, shipping clerk; George 
Buechler, store manager, and Merle 
Bedient, counter salesman. Front row: 
George Schlenker, counter salesman; Art 
Bushnell, city deliveries, and Elmer 
Schrimmel, packer. 
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Chattanooga Has Electric Home 

The most important thing in the 
electrical circle in Chattanooga, Tenn., 
lately ‘Model Electric 


Home” put on by the Electric League 


has been a 
of Chattanooga, which comprises the 


central stations, contractor-dealers, 
manufacturers and jobbers of that 
city. 

This is a $16,000 home, designed 
by a prominent local architect who 
was appointed for this duty by the 


full 


operation was received from material 


Architectural Society and co- 
men, including a local cement manu- 


facturer, manufacturer of sanitary 
ware, ete. 

The complete procedure in display- 
the after it fully 
furnished was laid out in detail by a 
representative of the Society for Elec- 


trical Development who was of great 


ing home was 


assistance to the Electric League in 
planning the home. 

The home was built in a rather ex- 
clusive residential suburb, and during 
the week it was open, about 15,000 
people visited it, most of them being 
of the desirable prospect class which 
the League is trying to reach and 
educate. 

* * & 


New Pasadena Lighting System 
Installed 

A new lighting system, just com- 
pleted at Pasadena, Calif., gives to 
East Green St. the distinction of 
being one of the best illuminated 
thoroughfares west of Chicago. The 
new lighting system is a part of gen- 
eral improvements made on the street 
at a total cost of a million dollars. 

The Westinghouse lighting units 
specified are the single unit Arcadian 
typé standards of cast iron painted 


a bronze color. They are sur- 
mounted by octagonal solid bronze 
lanterns with “Bi-Lux” reflectors. 


The standards are 15 ft. 8% ins. in 
height to the light center. A single 
600-candlepower, tip-up, street-series 
lamp is used, the reflectors deflecting 
the light at an angle of 2214 degrees 
from the curb. This deflection gives 
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an illumination intensity of 2,000 
candlepower up and down the street, 
500 candlepower in front of the post, 
and 800 candlepower to the rear, or 
toward the property line, where but 
little illumination is desired. 

The lighting system was designed 
by E. L. Bettanier, one of the elec- 
trical engineers of the Municipal 
Light & Power Co., of Pasadena, 
who was given assistance by C. E. 
Johnson, engineer of the Westing- 
house Co. Standards are placed at 
opposite intervals of 115 ft., and are 
placed at a distance of two feet from 
the curb lines. The width of the 
street from curb to curb is 48 ft., and 
between property lines, 70 ft. There 


MAN IN THE INDUSTRY.” 





are sidewalks on both sides of the 
street. All interesecting street cor- 
ners have a 15-ft. radius. The four 
posts at intersections are set back 15 
ft. from the intersecting streets, mak- 
ing an average spacing of 90 ft. be- 
tween lights at intersections. 

All equipment used in the system 
is of the latest approved type. The 
system is a complete underground 
layout, consisting of the following: 
Primary control circuit, three-con- 
ductor lead encased, 5,000-volt cable, 
connected to a subway-type constant- 
current, regulating-type, street-light- 
ing regulator, equipped with oil- 
fused cutouts. Regulators are placed 
in manholes in the center of the 

















President Coolidge has promised that this Christmas Eve he will again switch on 
the lights of the National Community Christmas Tree, which last year was planted 
upon Sherman Square, adjacent to the White House grounds, as the result of the 
movement originated in 1928 by The Society for Electrical Development. Christmas, 
1925, however, will be the first time that the ceremonies accompanying the lighting 


of the National Christmas Tree will be broadcast by radio. 


This will be done fron 


Station WRC in Washington, and it is expected that, by use of land wires and 
rebroadcasting, these ceremonies will be heard throughout practically the entire 


length and breadth of North America. 


A delegation headed by Hamilton Fish, Jr., member of Congress from New York, 
waited upon President Coolidge on October 14 and at that time the president sig- 


nified his willingness to press the button and again light the National Tree. 
Left to right, they are: 


delegation is shown above: 


This 


Mrs. Cecil Sisson Broy, 


director, community center department, Washington public schools; Miss Evelyn W. 
Smith, donor of the living Christmas Tree; Edwin C. Graham, Capital Electric 
Supply Co., Washington, D. C.; F. M. Feiker, vice-president, The Society for Electrica! 
Development; Herbert A. Wagner, president, Consolidated Gas, Electric Light “ 
Power Co, of Baltimore, Md.; T. H. Ormsbee, The Society for Electrical Development : 
Hamilton Fish, Jr.. Member of Congress.—Photo Copyright, Harris & Ewing. 
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~and Now There Are Iwo 


N November Ist the second of the 

new standard line of National 
MAZDA lamps—the 100-watt size— 
becomes available for distribution. The 
25-watt size was announced July Ist 
and is now generally carried in our 
agents’ stocks. 


Tell your customers of the many out- 
standing advantages of these new inside 
frost lamps. 


Being frosted, they distribute the light far 
better than clear lamps. And they also 
absorb considerably less light than the out- 
side frost lamps. 


Call attention to the fact that the frost is on 
the inside, leaving the outside smooth so it 
can be easily cleaned and will not become 
dirty like the outside frost lamp. 


The prices of these new National Mazpa 
lamps are less than all other types of frosted 
lamps of the same sizes. The 25-watt lamp 
costs but 30¢ and the 100-watt size is 50¢. 





Then too, these new lamps are extremely 
rugged and not easily broken. 


All the new National Mazpa lamps are being 
packed in a new style of wrapper so they 
can be quickly identified and tested with- 
out unwrapping. 


And remember that these new lamps are but 
two of the five new standard line lamps 
which will replace the present forty-five 
different types of bread and butter lamps. 
This will of course greatly simplify the lamp 
stock of every National Mazpa lamp agent. 


€@ NATIONAL @ 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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push. 


pages, 



















Dear J. 


Meanwhile, 
exhaust fans and motors 
are profitable lines to 
If you need 
standard size catalog 
for your loose 
leaf catalog, showing 
latest list prices, 
for them. 


the user. 


St. Louis 


’ 
BuILT TO LAST 





S.3 


Tell your fan cus- 
tomers to wait for 
Emerson fan data before 
"signing up" for 1926. 


Remember the Emerson 
Company sells no appa- 
ratus at retail or to 

This is true 
of motors and ventilat- 
ing equipment as well 

as fan motors. 


The Emerson Electric 
Manufacturing Company 





New York 





All de- 


Emerson 


List prices and dis- 
counts on Emerson fans 
for the 1926 season 
will be ready before 
January lst. 


New styles and types 
have been added to the 
line of fans with the 
5-year guarantee. A 
and forceful advertis- 
ing campaign is now in 
preparation. 
tails will be available 
January lst. 


new 


ask 






Chicago 


conduits have been placed at an av- 
erage depth of 3 ft. below the surface 
of the road, which is paved with 7 in. 


street. Each post is equipped with 
a safety coil and disconnecting pot- 
head, located in the base of the 
| standard. Its function is to trans- 
form at ten-to-one ratio to 220 volts, 
the high-tension current supplied 
through the underground mains, per- 
mitting only relatively low voltages 
'in the posts, thus safeguarding. 
passersby in case of accident from 
being subjected to possible high volt- 
ages. 
of stranded 2,000-volt, lead-covered 


The secondary cable consists 


cable, pulled through the main con- 
duit 
from the primary cable to the lamp 





system and laterals, running 


One of the new Units. 
post bases. 


Added beauty is given to the street 
due to the fact that all utilities are 





of concrete, faced with a 2-in. wear- 
ing surface. 

The total length of the improved 
East Green St. is 7,450 ft., joining 
at its western end the famous Orange 
Grove Avenue Blvd. Cost of lighting 
and equipment and its installation 
was $85,000. 

.) ee 
Industrial Lighting Campaign 
Under Way 

The industrial lighting campaign 
being carried out by the industrial 
lighting committee of the N. E. L. A. 
has all the indications of being an 
unqualified success. 





New lighting on Green St. 


underground. ‘Telephone, electric 
At present the Eastern division is 
leading the activity with the Pacific 
Coast. Great Lakes, Middle Atlantic. 
and East Central not far behind. 


Over 100 cities have ordered mate- 


light and power lines are located in 
services 
Water, 
situated 


the roadway, and _ lateral 


run to the property lines. 
mains are 


gas and sewer 






under the sidewalks on each side of 






the street. The power and lighting rial to carry on the campaign. 









































The Caroline McKinley dancers chose this magnificent setting with the glowing 
white dome of the national capitol in the background to leap and dance in joyou- 














| abandon in welcome to the coming of autumn. “Notice the Lighting Equipment.” 
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And ied rt 


still another sales 
maker for Edison 
MAZDA Lamp Agents 


—two sets of hand- lettered 
show cards, many in five 
colors, to push their 
entire line of merchandise 




















HESE CARDS were de- 

signed by a practical poster 
artist. They are just the kind of 
cards an Agent would have his 
local sign shop make—and pay 
exceedingly well for—if he had 
a local sign shop with the talent 
to make them. 











There are twenty-three cards in 
each set. They form one of the 
most attractive and serviceable 
additions to the sales helps avail- 
able to our Agents. Much of the 
copy was suggested by Agents 
themselves. 






\ Il the light 


$ \\ou use costs 





We can fill all orders immediate- 
ly. Be sure that all your Agents 
know about these cards. Every 
Agent who has used them de- 
clares they are the finest sales 
makers he has had. 


EDISO 


ERAL ELEC 


wf 








tm 


DA LAMPS 


RIC PRODUCT | 








SIN 
























48 


THE JOBBER’SfRJSALESMAN 












“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 












































Oh Boy! 





What An Iron! 
What A Price ! 


Here’s a new iron that will 
make the old order book bulge 
every day in the week—Think of 
it, a standard 6 |b. iron, beauti- 
fully designed, heavily nickel 
plated and carrying a written 
guarantee for one year at the low- 
est list price ever put on a high 
grade electric iron. 


At $4.00 it would be a good 
seller, at $3.75 a sure fine sales 
getter, but at $3.50 list it’s sure 
to prove a knockout. 


Nationally Advertised 


It is designated as our No. 145 
Peerless Electric Iron and is to be 
nationally advertised soon in such 
publications as The Ladies’ Home 
Journal, Good Housekeeping and 
The Saturday Evening Post along 
with our regular line of Security 
Appliances. 


If your house is already a Se- 
curity Distributor, you can. start 
taking orders at once. If not, 
write the boss and tell him you 
need this new iron, for you know 
what a stampede there will be 
when this iron is announced to the 
trade at a list price of 


$3.50 


SECURITY ELECTRIC MFG. CO. 
2635 Canton Street, Chicago 


Security 


HEATING APPLIANCES 


























— 


Bringing the Sales Man- 
| ager Into the Picture 
(Continued from page 6) 


sales managers of various companies 


| could get together and discuss the 


question of sales policy? 
From our observation, we do not see 


| where a great deal of benefit would be 


derived from a matter of this char- 
acter, because conditions of trade are 


| different in different localities, and a | 


rule of promotion of sales applying to 


| one locality would absolutely be use- 
| less in another. 


From a manufacturer’s standpoint, 
this might work out satisfactorily. 
There is no harm in conferences, but 
we are skeptical as to the benefits de- 
rived from matters of this character, 
which take up considerable time, and 
in many cases, with no results. 





Constructive Activity 

Vv. C. BRUCE WETMORE, Pres., 

Wetmore-Savage Electric Sup- 

ply Co., Boston 

I believe your idea of a commercial 
section for our Association would be 
a wonderful thing, and I think it 
would open up avenues for a lot of 
very constructive activity. If there 
is anything I can do to help the mat- 
ter along, do not hesitate to call on 
me. 





Criticized Their Bosses 
F. N. AVERILL, Pres., Fobes Sup- 
ply Co., Portland, Ore. 

I am favorably inclined to the sug- 
gestion. For your information would 
advise that I am chairman of the pro- 
gram committee of the Pacific Divi- 
sion, and at our last meeting at Del 
Monte the program was turned over 
to three jobbers’ sales managers, with 
instructions to criticize their bosses 
and to make recommendations as to 
improvements in the jobbing business. 
Also the open meeting was turned 
over to the manufacturers with sim- 
ilar instructions. I want to tell you 
that we had an extremely successful 
meeting. 


Not in Favor of Commercial 
Section 
G. E. CULLINAN, Gen. Sales Mgr., 
Western Electric Co. 

As to the advisability of the Elec- 
trical Supply Jobbers’ Association de- 
veloping a commercial section similar 
to that of the National Electric Light 
Association, I believe that because of 




















Switch Big 
Profits Your 
Way 


They’re in big, ever-in- 
creasing demand :—time- 
switches for controlling 
window lighting, electric 
signs, burglar alarms, apart- 
ment house hall lights, 
charging storage batteries, 
etc., etc. Especially 


HARTFORD 
TIME 
SWITCHES 


because they are 100% depend- 
able. No matter for what type 
and capacity of service your cus- 
tomers require them, there’s a 
HARTFORD Time Switch to 
meet their needs. 


It is guaranteed. Twenty-five 
years of successful service attest 
to its reliability. It pays for it- 
self many times over every year 
not only by the current it saves 
but also by doing away with the 
decided inconvenience of some- 
one personally having to turn 
the current on or off. 


Jobbers and dealers will find it 
most profitable, because of the 
large percentage of gain, yes, but 
also because of continual repeat 
orders. Write for the facts. 


A. HALL BERRY 
General Sales Agent 
71-73 Murray St., New York 
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WU, 


to all 


yoers Salesm 


OU’VE probably noticed our announcements in the 

various Trade Magazines. Perhaps you’ve nodded 
your head and approved in this vein: “Darn progress- 
ive gang, those Moe-Bridges people. Bet this new holder 
is a good one, too.” Itmay have registered as just another 
very fair commercial holder, but— 


Man, if you could only see it! It’s got more selling 
features, real, honest-to-goodness improvements that 
mean dollars-and-cents to men with establishments to 
light up, than there are quills in a porcupine. You can 
handle the glassware much faster. It’s safe—the glass- 
ware cannot fall. It is better looking (nothing on the 


outside but its own smooth finish.) It gives a perfect — 


light. And it has points for the electrical contractor, 
too—quick accessibility to the wiring and ease of instal- 
lation. The Stemless canopy allows for that. 


Here’s the Confidential Message. We’ve offered to 
send every jobber a FREE SAMPLE. Ask your 
chief if he’s jumped to this opportunity. See to it 
that he does—that you have a chance to look over 


the very best commercial unit on the market—and | 
we don’t hedge on that statement. Ask him NOW! 


MOE-BRIDGES COMPANY 
Factory and Main Offices: MILWAUKEE 


Biankes: NEW YORK - DETROIT - MINNEAPOLIS - SAN FRANCISCO - LOS ANGELES 
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OE?BRIDGE 


pp Residential & Commercial cf, 


”’ Lighting Equipmen+.. 
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the place the electrical jobber plays 
and will continue to play in the dis- 
tribution of electrical appliances it 
would not be worth while to set up a 
commercial section in the association 
similar to the one in the N. E. L. A. 





Suggests Separate Sales Man- 
agers’ Meeting 
E. F. HARDEY, Central States 
Electric Co., Kansas City 
Relative to the advisability of set- 
ting aside one day of the next fall 
jobbers’ meeting to be devoted to the 
problems of the ‘sales manager, 
wish to say that while this scheme no 
doubt would be a good idea yet it is 
a doubt in the writer’s mind as to 
whether or not it would be advisable 
to have such a meeting at the time of 
the jobbers’ meeting for the reason 
that in a great many cases it is im- 
possible for the sales managers as 
well as the executives to be away 
from their business at the same time, 
consequently it is the writer’s opinion 
that it would be more advisable to 
consider having a sales managers’ 
meeting in a centrally located city, 
such as probably St. Louis or Chi- 
cago, and made the meeting say two 
days instead of one. This is merely 
the writer’s idea of your suggestion 
and would be very glad to hear from 
you as to the opinion of the majority 
of the concerns written to. 


Give It a Trial 
W. PROVOST, Pres., 
Electric Co., Pittsburgh 
[ am inclined to believe it would 
be well for the Electrical Supply Job- 
bers Association to set aside a day of 
the fall meeting to be devoted to the 


G. Union 








“ 


Here 


—— all is right with the world.” 
is a copyrighted picture of the atmosphere 
of cheer which pervades the Albany, N. Y., 


office of the Western Electric Co. Left to 
right: John L. Alinder; Leo Canty; Miss 
M. McVeigh; W. Tabner, and J. J. Portley, 
sales manager. But, where is Ruth John- 
son? 
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problems of the sales managers, after 
which time we would be in better posi- 
tion to determine whether or not meet- 
ings of this kind would be a success. 


Educational Work Desirable 
M. McGRAW, Pres., McGraw Co., 
Sioux City, Ia. 

I see no reason why it would not 
be a very good idea for the E. S. J. A. 
to devote more attention to the promo- 
tion of what might be termed a “Com- 
mercial Section” similar to the N. E. 
L. A. 

The N. E. L. A. are a great factor 
in educating their members and their 
members’ organizations. The E. S. J. 
A. of course, have also done consider- 
able along this line but it has not been 
featured as much as it should have 
been. 


Look Out for Trouble 
HENRY L. WALKER, Pres., Henry 
L. Walker Co., Detroit 

For some years past it has been 
against the advice of the counsel of 
the Electrical Supply Jobbers Asso- 
ciation to in any way permit the dis- 
cussion of prices. I have found that 
it is next to impossible for sales man- 
agers and others in the sales depart- 
ment to have a formal or informal dis- 
cussion without almost immediately 
getting on to the matter of prices, 
therefore, I do not believe that you 
could successfully have a day of dis- 
cussion between members of the sales 
departments of the different electrical 
supply jobbers without coming into a 
direct clash with our counsel. 


Proposes Sales Managers’ and 
Advertising Club 
H. C. DOWNING, Pres., The House 
of Downing, Des Moines 

With regard to a sales managers’ 
program and sales managers’ attend- 
ance at national meetings, would say 
that no doubt sales managers and ad- 
vertising club would be a better com- 
bination for the reason that executives 
of the E. S. J. A, are in reality the 
guiding force back of the sales man- 
ager. 

You will recall that there was a 
change of policy relative to extend- 
ing invitations to manufacturers and 
at the present time the invitation is 
only being extended to executives. We 
do not want to get into the same class 
with the Automobile Accessory Job- 
bers Association, where manufactur- 





IN THE INDUSTRY.” 





chasing agent, and Albert Holtz, counter- 
man. Both these men are with the Re Qua 
Electrical Supply Co., Rochester, N. Y. 





ers sent their sales managers and the 
executives did not attend. 


Sales Managers Should Get In- 
spiration First Hand 
P. OBLINGER, Pres., Indian- 
apolis Electric Supply Co., 
Indianapolis 
My opinion as to whether or not it 
would be a good thing for the E. S. 
J. A. to have something in the nature 
of a commercial section in which the 
sales managers of the various jobbing 
houses could take an active part, is 
that I am very much in favor of this, 
and it has been mentioned on several 
occasions at the E, S. J. A. meetings. 
It is entirely too late however, to 
do anything for the next meeting at 
Buffalo, but I feel that this will be 
pretty thoroughly discussed at that 
meeting. . 


R. 


You know the executives attend 
these meetings and get a lot of infor- 
mation that the sales managers should 
have, but it is not an easy matter to 
impart this information with as much 
enthusiasm and pep as it would be 
for them to get it first hand. 


Has Doubts About Attend- 
ance 

R. HERSTEIN, 
Wesco Supply Co., Memphis 

Regarding a sales managers’ day 
at the next meeting of the Electrical 
Supply Jobbers Association, I think 
the idea is an excellent one, but I do 
not believe many of the jobbers would 
feel like having their sales managers 
attend the meeting, principally on ac- 
count of the expense, and largely, also, 
because to get to Buffalo from the 
southern and middle western states 
takes quite a little while and would 
keep the sales manager off the job for 
at least a week. 


G. E. distributors, as vou are pos- 
(Turn to page 107) 


"ss 


Vice-pres., 
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Ww\ HE FOLLOWING PAGES 
| PRESENT AN EXHIBIT OF 
ELECTRICAL PRODUCTS 
ARRANGED FOR THE SEMI- 
ANNUAL CONVENTION OF 
THE ELECTRICAL SUPPLY 
JOBBERS’ ASSOCIATION, 
NOVEMBER 18 TO 20, 1925, 
AT THE HOTELSTATLER, 
BUFFALO, N. Y. 
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ae Pioneer of Safe 
; and Dependable Re- 
newable Fuses—a 
highly meritorious product 
enjoying the highest recogni- 
tion of value and power by 
the electrical industry. 





ECONOMY | 
ronsouble FUSES 
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ECONOMY FUSE and 


CHICAGO 
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LAR) Distinct lm provement 
VON] in Design and Per- 
ee) formance. We rec- 
ognize with gratitude the 
ever increasing number of 
jobbers who have placed 


confidence in this product— 
a Confidence Well Placed. 








—_—— 


| MANUFACTURING CO. 


U. S. A. 
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They’re Brand-New! | 
New Prices—New Types—But the Same X-Ray 
Quality that for 30 years has made genuine X-Ray 
Reflectors the acknowledged leader in display 
lighting and the universal “Standard for Show 


Windows”. _ 
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Reflectors 


Sell these Four New Units! Merchants want and need 
them! The finest quality and greatest efficiency may be 
purchased for less than inferior imitations. 

Write Today for Information About these Fast-Selling Units! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 


31 W. 46th Street HI . 3113 W. Sixth St. 
New York CHICAGO : Los Angeles 
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De Forest 
Radiophone—Type W-6 


“Renaissance”’ 
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Swings open the Door on the 


Biggest Sales Opportunit, 
since the advent of Broadcasting 





The De Forest L S 400 Reproducer 
The latest development of the original 
and basic patents held by DeForest 
on the cone type or open diaphragm 
Reproducer, 





De Forest Tubes. Bearing the trade 
mark of the inventor of the 3-element 
tube upon which present d:.y radio is 
dependent. Isolantite base and other 
improvements, packed in shock-absorb- 
ing, metallic cartons, combine to make 
these the greatest tube values on the 
marker, 
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Type F-5-AW 


Type F-5-M 


i In addition to these new members of the De Forest 





Here you have an opportunity to serve 
both extremes of public demand with these 
unequalled values 


Mes De Forest Type F-5 Broadcast Receiver is well-known, popular 
priced and a speedy seller. The new De Forest Type W-6 and 
W-5 Radiophones are a veritable revelation—the longest stride in 
reception and reproduction yet taken. 

The development of the new circuit is due to the genius of Roy A. 
Weagant, former Chief Engineer with Marconi and now Vice-Presi- 
dent and Chief Engineer of the De Forest organization. Its advent has 
been awaited with interest by radio scientists and musicians. It 
brings you a new musical instrument, reproducing flawlessly the 
great orchestras, bands, and the human voice with a clearness that 
has.never been equalled. 

And it is housed in a cabinet worthy of its superiority, designed by 
Elbert McGran Jackson, renowned sculptor, architect, and painter. 

The demand will be tremendous—get your share—tie up with our 
big national advertising campaigns by displaying these marvelous 
new De Forest instruments and pushing them. 


om Type F-5-AW. A 5 tube set in polished Walnut cabinet without built- \ 
re in loud speaker, but with compartments for “‘A’’ and **B”’ batteries. 

f Retails at $90.00. 1 
Type F-5-M. A 5-tube set in two-tone polished mahogany cabinet with « 
¥ built-in loud speaker. Space for both “‘A’’ and “‘B”’ batteries. Retails ie 
at $110.00. z 
Type W-6-F Radiophone—floor mode!—Retails at $450. 6 tubes, incor- e 
porating special power amplifier with 20 inch double cone reproducer. 4 


By an ingenious device, one knob operates two condensers—single 
dial, dual-control. 
i Type W-€-T (Table Model). Same as W-6-F, except without lower 
cabinet portion. $385.00. 
Type W-5-F (Floor Model), 5 tubes with 12 inch De Forest cone re- 
producer. $235.00. 





family there are two other F-5 miodels, one at $85 and 
another at $90, and the D-17 loop series of three models. 





Western prices slightly higher 


DE FOREST RADIO COMPANY, JERSEY CITY, N.. 
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Illustrations fro 


These typical illustrations from our 32 page, two color catalog No. 25, show 
some of the 200 attractive fixtures that have made the HERWIG line favor- 
ites among electrical contractors everywhere. If you haven’t a copy, we’ll be 
glad to send it. 

A Ficture for Ewery Outdoor Purpose 


HERWIG fixtures are suitable for Apartment Buildings, Bungalows, Coun- 
try Clubs, Churches, Garages, Public Buildings, Residences and Warehouses. 


a LHE HERWIG COMPANY, 
INCREASE YOUR SAI 
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Jur ie 25 Catalog 


Ewery Contractor Is Your Prospect 


HERWIG Fixtures and Lanterns are Nationally Adver- 
tised in Leadmg Trade Papers. Little introduction by 
your salesmen is necessary. Contractors are familiar 


with HERWIG quality. That’s one reason why 50% of 
the leading jobbers sell the HERWIG line. 


1753-1759 SEDGWICK ST., CHICAGO 
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wh sweeping winner 


—now ready for 


Y AST year we announced Wagner fans in a 
[= way — and the flood of sales swept 

way over the high-water mark we had 
ones hoped to reach. With no old models to revise or 
revamp; no tools to scrap nor old traditions to 
hamper us, we were able to build a fan as silent 
as a watch and engineered to the finer standards. 
A regular Rolls-Royce of a fan. Even the pitch of 
the blades is different. 

Wagner fans move a surprising volume of air. 
Tests show that the “long, strong beam of air” 
reaches at least 12 pet cent further than the older 
types of fans. Only a few feet away, you cannot 
hear a Wagner fan running, but it cools a big 








12 inch non-oscillating room quickly. 
for A.C. or D.C 


There will be strong advertising back of 


a 
(i | that ‘ong, SERS 





12 inch oscillating for 
A.C. or D.C. 


{ 


, 
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STATLER, BUFFALO DURING THE E. S. J. A. CONVENTION 


in its first season 


a bigger record 


Wagner fans. There are enough models to satisfy 
the buyers, but not a slow seller in the line. 
Dealers will be supplied with window displays, 
counter folders and sale-making suggestions. 

Every fan is guaranteed, and there are Wagner 
Branches all over the country to support that 
guarantee. 

When you sell Wagner fans you can go back 
and repeat, for the public likes them too. 

Samples will be on display in the Wagner 
parlors at the Hotel Statler in Buffalo during the 
E.$. J. A. convention. A warm invitation is ex- 
tended you to drop around and look them over. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue Saint Louis, Mo. 











16 inch oscillating for 
A.C. or D.C, 


¥ 


' 


56 inchceiling fans for A.C. or D.C. 
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Plan NOW For 1926 
R & M Fan Sales 


Electrical products easily sold are those possessing a national 
reputation for Quality, Service and long life. 





Robbins & Myers Fans have long ago gained this reputation, 
as well as the “‘good will’’ of dealer and consumer. Why ?— 
because they “Stand Up.” 


Dealers in purchasing electrical appliances invariably ask— 
‘How much service will this require after the sale?”” With 
R. & M. Fans the answer is, “‘None’’! 


Taking these points into consideration, isn’t it a logical con- 
clusion that Robbins & Myers Fans would lead to larger 
and more profitable sales. 


| THE ROBBINS & MYERS COMPANY 
| Springfie ld, Ohio Brantford, Ontario 





Buffalo—831 Ellicott Sq. Bldg. New York—30 Church St., Room 420-E 
i Chicago—1825-29 Transportation Bldg. Philadelphia—1418 Walnut St. 
Cincinnati—9-11 E. Third St. San Francisco—701-702 Rialto Bldg. 


Cleveland—1239 West Third Street St. Louis—-1522-23-24 Chemical Bldg. 
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TRADE MARK ) 


JUL 


—means Quality! 


An Up-to-the-minute line of active 
selling quality electrical specialties and 
wiring devices at popular prices. 


Are you passing up the opportunity 
of greater sales and profits? 


7 > 
tU¢ 


‘ue— it includes all lines of our 
manufacture— ‘Best’’ Electrical 
Specialties, “Hylite” Lighting Fixtures 
and Parts, ‘‘Hylite’’ Flashlights, 
“Usalite’’ Flashlights and Xmas Tree 
Outfits and Bestone Radio Sets and 
Parts. 


Henry Hyman & Co., Inc. 


476 Broadway 212 W. Austin Ave. 


Manufacturers 


New York Chicago 


| 
| 
| 
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TO ANY JOBBER OR 
JOBBER’S EXECUTIVE 


Get A Pair Of Our 


Bathroom Brackets 


For Your Own Home 


No Charge 





No. 512-C, With Levolier Socket and 
Convenience Outlet 


There is not a string to this offer—it means exactly what 
it says. 


We want every Jobber and Jobber’s Executive in the Country 
to know and appreciate Franklin Vitrified Pottery Lighting 
Fixtures. We know of no better way than for each one to 
install a pair of these brackets in his own home. 


For this reason, we offer to send, absolutely without charge 
or obligation, two of our bathroom brackets, in white, with 
either pull chain or levolier socket. You may have both plain 
or you may have one plain and one with the new convenience 
outlet. 


By seeing them at close range you will realize what a for- 
ward step Vitrified Pottery Lighting Fixtures are in the lighting 
of the modern home. They are new, attractive and add char- 
acter to the fittings of the finest house or fit in appropriately in 
the more modest dwelling. 


Any and every electrical supply jobber can easily and profit- 
ably stock and push our line whether they have a fixture depart- 
ment or not. And if you already are selling residential lighting 
fixtures Franklin Vitrified Pottery Lighting Fixtures will not 
conflict with any fixture connections you now have. 


Franklin Vitrified Pottery Lighting Fixtures are of such a 
nature that they can be handled with as much dispatch, ease 
and as little expense as a carton of sockets or a coil of wire. No. 510-C, With Pull Chain and 
They are designed and packed with the jobbers’ problems in Convenience Outlet 
mind. No expensive unpacking, repacking and wiring for 
either you or your customers. 





In the short space of a year’s time jobbers everywhere have taken on the Franklin line and we 
have yet to learn of one that regretted it. Convince yourself today. Mail the coupon opposite right 
now with either your business card or letterhead as identification. No obligations nor strings at- 
tached. It’s our pleasure and privilege—we assure you. 


Franklin Vitrified Pottery Lighting Fixtures are advertised to your dealers regularly in the Electra- 
gist, Lighting Fixtures and Lighting and Electrical South. 











—“ 
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FRANKLIN VITRIFIED POTTERY LIGHTING | 


FIXTURES 


PROTECTED BY PATENTS ISSUED AND PENDING 


“NEVER RENEW---YET EVER NEW” | 

















No. 525, Mirror Bracket 


The Modern Home Is Artistically Furnished 


Lighting equipment today is something more than a bracket to hold a bulb. 

It must be beautiful as well as useful and it must harmonize with other furnishings and fittings. 

This newest member of the Franklin Family of Vitrified Pottery Lighting Fixtures meets -all these 
requirements. 

It combines all the beauty and harmony with utility. It furnishes light just where it is wanted, 
yet devoid of all glare. 

Placed above the medicine cabinet in the bathroom it gives a perfect light for shaving, adding com- 
fort to the morning duty. 

It harmonizes with all the other fittings of the room, fits in perfectly with the most luxuriously 
tiled room and with the finest of accessories. Furnished with Convenience Outlet if wanted. 

Franklin Vitrified Pottery Lighting Fixtures have many other qualities that make them an attrac- 
tive line for the jobber. 


They are as easily cleaned as a china plate. 
Moisture Proof Shock Proof Weather Proof 
Decorative Sanitary Ornamental 
They are priced right and the margin to the jobber is very satisfactory. 
A copy of our catalogue and new price list is yours for the asking. 


All fixtures are finished in a brilliant white glaze MAIL THIS COUPON 


and the following beautiful, enduring colored pottery 








glazes: BKRBRBRRRRRRRRRESRERERERESE ESR EERE EEE SE EERE EEESE 
Old Ivory Golden Brown Franklin Pottery, 
Royal Blue Black Moss Green Lansdale, Pa. 


Please send me, for my own use, without obligation on 
my part and without charge, the following: (Order two only.) 


No. 512, Side Wall Bracket, with levolier socket. 


No. 512C, Side Wall Bracket, with levolier socket and 
convenience outlet. 


No. 510, With Pull Chain. 
No. 510C, With Pull Chain and Convenience Outlet. | 


Name of Company 








FRANKLIN POTTERY 


A CORPORATION 


LANSDALE, PENNSYLVANIA 
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NOBRAKuM SIGNS 


Will Light the Way 


To The 


ES A SBT STRESS ELE. EN 


Headquarters of The Jobbers Salesman 


AT THE 


BUFFALO CONVENTION 


JOBBERS & SALESMEN 


Ure BRAK:M N BRAK Mees 


*» OBBERS convening in Buffalo will have the opportunity 








% ; se " ie ’ 
» of seeing this NoBRAKuM sign in operation. Here is 
a sign made of unbreakable glass, designed in standard 


sizes and sold at standard prices with any lettering desired 





included in price. 


You appoint the dealer. We carry the stock and render 
the shipments. Our method of selling is effective. Our 
system of compensating you is unique. Write us for our 
plan. Get a NoBRAKuM and one of McClains ready 
to build sign catalogs—other jobbers are realizing on these 


products—why not you? 


OPALUME SIGN SYSTEM 


INCORPORATED 


BATTLE CREEK - - MICHIGAN 


What Does He Sell ¥ 


LAT LIE ELLE TEM LILO A 
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UNION 


NEW AND IMPROVED 


RENEWABLE FUSES 
. Take One Apart Yourself— 


and then the extreme simplicity 
will be apparent 











AEN LER PTE 





ME a SP TR 


Have you had an opportunity of examining 
the new and improved Union Renewable Fuse 
—of taking it apart, of noting the simple de- 
sign and rugged construction, and of seeing 
how easily it is assembled? 


Then—and only then—can you appreciate 
how Union Renewable Fuses will succeed in 
minimizing the cost of fuse maintenance wher- 
ever they are used. They stay in service in- 
definitely because the substantial construction 
guarantees an exceptionally large number of 
blowouts, and because simple design results in 
few parts, making easy renewal and assembly. 
They are fully approved by the Underwriters, 
and are made in all standard ratings, 65 to 600 
amperes, 250 and 600 volts. 





\ 


Few parts — quality materials a: Leading electrical supply houses have stocked up, 
and highest grade workman- P d h S fi . h h h d d h 
ship — backed by 4 quarter and they are profiting through the great demand that 


century of fuse specialization. 





has been created by the advantageous features of the 
new Union Renewable Fuse and the extensive ad- 
vertising campaign that is being conducted. 


This notched link x 
enables the fusible element CHICAGO FUSE MFG. Co. 
i ps renewed in a few sone. pe 
; and the heavy fibre bar rigidly 
HM holds the knife blades in perma- MANUFACTURERS 
; nent alignment. oF NW, 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


1519 West 15th Street 
CHICAGO, ILL. 
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Fo eer 
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One cxp can be removed en- 
ttrely-—the other is held on 
the knife blade by two nibs. 
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““The Proof 
of the Pudding’’ 


Ask Your Brother Jobber 
Who Is Selling Inland 
Glass About The--- 


Inland Sales Policy 


Our product is sold only through recognized Electrical 


Supply Jobbers and all dealer requests and orders are re- 
ferred to them. 


Inland Service 


We carry a large stock of all catalogue items and our loca- 
tion in Chicago enables us to give quick deliveries to the 
entire Middle West. This enables our Jobbers to carry small 


stocks and order often, thereby increasing their turnover and 
profit. 


Inland Quality 


Every piece of glass is carefully inspected before packing 
and thus we have practically eliminated returns. Our beau- 
tiful new colored catalogue shows the most complete line 
ever produced. A piece of glass for each separate lighting 
need at prices that are right to produce volume for our 


Jobbers. 


Write us for further information 


Inland Glass Company 
Chicago, Illinois 
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NEW—The Twin Eight Coil 





The Sensational 
New Type Tuned 
Radio Frequency 


Transformer 


Here is the coil that every dealer will buy. The 
Bodine Twin Eight gives perfect and undisturbed 
amplification greater than any other coil—more vol- 
ume, clearer tone, complete elimination of all squeals 
and howls. Its self contained field prevents all pos- 
sibility of magnetic interference with adjacent coils, 
condensers, tubes and other parts of the set, thereby 
giving absolute freedom from distortion. Its concen- 
trated field and the close coupling of the 
primary and secondary windings secures 
# tremendously greater amplification and vol- 
ume than is possible with any type of toroi- 
dal, or doughnut coil. No other coil can 
compare with the Bodine Twin Eight for 
perfect tone, maximum amplification, com- 
pactness and ease in assembling the set. 

























Show this remarkable new coil to your 
dealers. They will recognize its advantages 
and stock it immediately. Price, each 
$3.00, set of three matched transformers, 


$9.00. 


For Better Loop Results 


The Bodine: Folding Loop with its 
basket weave method of winding results in 
unusual selectivity and distance, greater volume and 
clearer tone. It is attractively finished in mahogany 
and is wound with green silk wire. Satin silver cali- 
brated dial for logging, concealed hinges, fully col- 
lapsible, folding to fit into a box 314” x 6” x 18”. 
Price $8.50 to $10.00. 








Efficient 

Artistic 
Fully 

Collapsible 





BODINE ELECTRIC COMPANY 


Manufacturers of Fine Electrical Equipment for Twenty Years. 


2244 W. Ohio St. Chicago, Ill. 


(Seen 
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It is so easy, so convincing, to 
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which Dominates the Vacuunv 


Clean 


Jobbers ! 


Make more mon- 


_ey distributing 
‘the OHIO than 


on any other 


cleaner in the 


“quality group! 











eC 





Jndusttyy — 





Jobbers ! 
New low Jobbing — 
prices on the uae ; 
OHIO mean bigs | 
ger profit mar- 






gins. Full details 
gladly furnished. 
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A WORD TO YOU SALESMEN 


Almost all of you men get in touch 
with the Industrial Plant engineers 
directly or through contractors who 
serve them. 

The Industrial Engineer is not look- 
ing for the cheapest thing he can get. 
The Industrial Engineer wants a 
switch that will last and do the 
work intended. He is dead against 
repair work, which costs’ enor- 
mously in time and in lost produc- 
tion. 

The Industrial Engineer, if he once 
knows about the Trumbull “Circle 
T’ Type “A” Switch, will adopt it 
in nine cases out of ten. 

This type “A’’ Switch is a Safety 
Switch in a Safety Box. 

There are plenty of switches on the 
market in a safety box, but there 


10. 


BE. 


are very few strongly made—built 
up switches—that can compare in 
mechanical and electrical strength 
to the “Circle T’’ Type “‘A"’ Switch. 
This “Circle T’’ Type “A’ Switch 
has been the standard for twenty- 
five years. 

Not only is it enduring in quality, 
but it represents a complete line 
for all standard requirements. 
Experience shows that the best In- 
dustrial Plants will in most in- 
stances adopt a line that can sup- 
ply all their requirements. They 
hate to shop around. 

Industrial Plants as a rule “buy 
material and not discounts.” 
Don’t sell discounts, Mr. Jobber's 
Salesman, sell service. 


Thank You 








THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. CHICAGO SAN FRANCISCO 


NEW YORK BOSTON 


PHILADELPHIA JACKSONVILLE 
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Write for your copy of the 
Peirce All-Porcelain Wire- 
holder Bulletin for complete 
information on Peirce All- 
Porcelain Wireholders. 
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All-Porcelain F 
Wireholders 
































This type. of Wireholder has been designed so 
that no metal is exposed after installation. 


The cement used for attaching the screw, carriage 
bolt or toggle bolt to the Insulator develops the 
full strength of the Insulator. The cement is non- 
porous and is not affected by the weather. 


The screws are furnished hot galvanized or brass 
with a standard wood screw thread or a 


DUBLTHRED. They will not rust. 
The Insulators are the highest grade dry process 


porcelain. 
REDUCED PRICES 


On Peirce All-Porcelain Wireholders and Second- 
ary Racks. Never before have you been able to 
make installation of Secondary Lines and Service 
Connections at so low a cost. 


— Ask your Jobber 


Peirce Construction Specialties and Hubbard Pole Line Hardware 
are carried in stock and sold exclusively through the leading 
Electrical Jobbers. 





THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


Porcelain Wireholder com- 
bines a wall bracket, in- 
sulator and screw all in 
To install: a jab—a 
faa) few turns and it is in! 






























Hubbard and COMP. 


PITTS BURGH *” OAKLAND, CAL. = CHICAGO 
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O* May 1, 1925, the Jefferson Glass Com- 
pany, Follansbee, W. Va., announced a 
new jobber policy on illuminating glass- 
ware, table and boudoir lamps and torchéres. 
Now, on the occasion of the Semi-Annual 
Convention of the Electrical Supply Jobbers 
Association at Buffalo, New York, November 
16 to 20, it is fitting that the Jefferson Glass 
Company should express its deepest appreci- 
ation for the loyal co-operation of jobbers and 
jobber’s salesmen in the sale of these products. 
Assurance of the continuation of our strict 
jobber policy is the best indication we can 
offer, of our feeling of appreciation for the co- 
operation we have received from our jobbers. 
Che Jefferson Glass Company 
Follansbee West Virginia 
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Pocket Meters 





v 
See J 


be Servicing 
Equipment” 





How Will You Feel 
The Next Time 
You Face 


Old Man Mc Cutchin? 


Old Man McCutchin might be that 
shrewd dealer who buys your 
goods with one eye on the chiseled 
end of your pencil and the other 
on his watch. Or, it may be the 
merchant who always buys from 
your house because he respects 
your integrity—or it may be the 
new customer of yours—we’ll call 
them all McCutchin. 


You sold him an order of goods on 
your last call—a low priced line. 
You call again. There’s a mean 
look on his countenance. You 
sense the ominous pressure before 
a word.is spoken. 





Such-and-such a product he re- 
ceived from you has caused all 
kinds of trouble. Good customers 
of his dissatisfied. Without tan- 
gible proof of the quality of your 
goods, he bought because he be- 
lieved in you. Now he’s through 
with you. That’s that! 


As Aesop says, there’s a moral to this. 
It pays to sell Sterling Tube and Set 
Servicing accessories equipped with 
Sterling meters and backed by 18 years 
of reliability and good will. Sterling 
products are designed for the layman to 
understand yet fit for laboratory use. 
They may not be as cheap in price as 
some other brands, but they cost less in 
the end because they give real satisfac- 
tion, 


N $e elat 
° 399 for g tubes 
$10.99"! tube, 


and 

also, nag 
tor larg 
For List Price, $30.00 


TUBE REACTIVATOR 


Renews worn out _fila- 
ments of all thoriated 
tubes. Also valuable for 
matching tubes in set. 
The meter tells when re- 
activation is necessary 
and shows amount of im- 
provement of tubes after 
treatment. 


List Price, $12.50 


The Sterling Manufacturing Company 





Cleveland, Ohio 


Dept. F 
Established 1906 
Manufacturers of 








Panel Meters Battery Chargers Tube Testers 
Tube Reactivators Rheostats Transformers Microcondensers 
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The Radium Cure for Groping 


Groping is an affliction of that portion of mankind who stumble in the darkness 
seeking the light. It is complicated by abraded shins, marred furniture, finger-marked 
walls and the abuse of religious language. 


IN THE INDUSTRY.” 











Bryant has discovered a cure. 


Into the heart of the handle of Bryant “Glo-Guide™’ switches Bryant has puta dose 
of radium. Not a big dose of course, but enough to shine in the darkness and guide 
the groper to the switch. And, radium, as you know, shines forever. The cure is 
permanent. The switch is good for twenty-four hours work a day. 























‘The Singing Golf Ball Isrit So Much 





One of our Castles in Spain is a golf ball which sings “Here | am” for five min- 
utes after being belted for a row of Moorish Arches. 

Coming back to terra firma and A. D. 1925 Bryant ‘‘Glo-Guide™ switches shine in 
the dark. They say “Here I am” without waking the baby. Can be seen in the dark 
for fifteen feet. Cure that groping habit and save stubbing the toes. Like to work 
twenty-four hours a day. 


Should She Ask Him In ? 


The house is dark and the family’s asleep. Can she find the switch if she invites 
him in? 

That's the insidious thing about halitosis—an electric switch has no breath. It’s 
hard to find in the dark. 

Therefore Bryant puts radium into the transparent Bakelite handles of “Glo 
Guide”’ switches and makes them luminous. They can be seen fifteen feet in the dark 

Yes, they cost a few cents list more, sixty-five to be exact, but they shine forever, 
which makes a bargain price for a shine. 


Blind Mans Buff 


It's a nice game for an old man in a party of charming young girls. But when the 
object of search is a switch in a dark room with a few odd pieces of playful furniture 
as hazards, the pastime palls. 











We've even known otherwise perfect gentlemen to use profanity on certain occa- i" 
sions. 

How easy when the switch is a Bryant “‘Glo-Guide!"” It shines in the dark and “ey 
the fingers no longer fumble. They go straight to the point and—flip—the light is on. Aas 





One of the Dark Secrets of the Hotel Business 


Why does the hotel have a bell-hop take you to your room? You could carry your 
own bag. You could find the room. You could unlock the door. : 
But you couldn't find the switch. That the reason for the bell-hop; to show you 
the switch. 
Now, if a Bryant “Glo-Guide’’ switch were in the room you could find it. Which 
is why Bryant puts radium in the handle. It shines in the dark. And it is the 
greatest convenience for sixty-five cents list ever built into a tumbler switch. 














Hows this for a Demonstration of Grammar? 


Positive—Electric light is a convenience. 
Comparative—Switches properly placed make electric light more convenient. 
Superlative—Bryant “‘Glo-Guide’’ switches make electric light perfect. 


Darkness is pretty dark. You can’t see anything in the dark unless it’s luminous 
—like radium. So Bryant puts radium into ‘‘Glo-Guide” switch handles so you can 
find them in the dark. The cost is only sixty-five cents list extra per switch and 
they shine like a million dollars. 











Which is good interest on the investment. 


























The new Catalogue 25 ot the Northwestern Electric Equipment Company 
is one of the latest catalogues made on the Donnelley Unit Selection Plan 


Che 
R, RL DONNELLE 


731 PLYMOUTH COC 









> 


—?; 
H 
d 





A Look in the Book 


A Ring on the ’Phone 


and your customer has ordered what he needs— 


e Press 


And he has ordered what you were ready 
to supply him with, if your catalogue has 
been made on the Donnelley Unit Selec- 
tion Plan. 


The catalogues of electrical, mill, plumb- 
ing, and automotive supplies made on the 
Donnelley Unit Selection Plan, are being 
built for jobbers who realize the value of 
increasing their turnover on a carefully 
‘hand picked” stock of the best goods, 
rather than spreading out their business 
over everything that 1s made in the elec- 
trical supply line. 


We shall welcome the opportunity of going 
over the matter with you in terms of your 
individual requirements, without expense 
or obligation. 


SONS COMPANY 


COBCHICAGO, ILLINOIS 
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“GLO-GUIDE” 


The Radium Cure For Groping 


‘‘Glo-Guide”’ is a new idea in flush switches. It shines 
in the dark so you can see it clearly. It is the final link 
between a person in the dark and the method of getting 
the light he seeks. 


For considerably more than a year we have been tell- 
ing architects about “‘Glo-Guide’’ every month. The 
effect of that advertising is beginning to show in rapidly 
increasing sales. The architectural profession is becom- 
ing well sold on the idea of a switch that locates itself. 


The next factor in the process of distribution is the 
contractor-dealer. He is the man to install them, to rec- 
ommend them, to put them into stock to meet demands. 


The jobbers who get behind this advertising and selling 
effort to push ‘‘Glo-Guide” across are the ones who will 
reap the profits on “‘Glo-Guide”’ sales. 





Ask for full information. 





“Glo-Guide” is Made This Way AS 


A. This is a piece of ordinary glass rod zinc sulphide a luminous paint is made. 
rounded at one end. It is 11/32 in. long 


cid SPSS. de iis C. The glass rod is carefully covered 


with this paint. 





B. And this is a block of transparent D. When the radium painted glass rod 
Bakelite such as is used for pipe stems, is put into the transparent Bakelite block 
cigar holders, beads, pendants and other the block becomes luminous. In the dark 
useful things. It is slightly amber in you can see it several feet from any angle. 
enti ery Migr nadie Pan Then the Bakelite block with the ra- Cc - 
sacceggg ig 21/32 in. long and has a 3/16 in. dium painted glass rod is hot-cemented oS 
hole in the center. The hole does not go 


ll th h h with a special grade of sealing wax to the 
ee lever of a regular Bryant tumbler switch. 


Radium is refined from carnotite ore. It becomes the luminous handle of the 


It costs about a hundred thousand dol- switch. 
lars a gram. But a very minute quantity It is not an attachment, it won't come 
throws off visible light rays. So by mix- off and it looks better even than the regu- 


ing a few cents worth of radium with lar black tumbler switch handle. 


















MANUFACTURED ONLY BY 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


NEW YORK CHICAGO SAN FRANCISCO 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 








RA 


“RACO” Bar Hangers 
Patented 3-18-13 








Illustrating the new 


“RACO” HC-S BOX CLEAT and STUD 


The “RACO” Stud and Locknut make for easier 
assembly and full adjustability. 


MR. JOBBER--- 


Prepare to meet the increas. 


for “RACO” Bar Hansé« 


HE complete line of “RACO” Bar Hangers 

and Set-Up Boxes has been popular since its 
introduction, and the demand for these products 
is rapidly increasing. 


Mounts any type of box in buildings already plastered. 1 baer : ae 
This is because practical wiring men have been 


quick to appreciate the advantages of this type of 
HB Straight Bar Hanger construction, to the extent that in some sections Bar 


cece samcmmeamamcees Hangers are specified as Code requirements. 
. ‘ “RACO” Bar Hangers are widely advertised 
Used with shallow ceiling boxes. direct to the consumer, and in the leading trade 
publications. Business in this line is well assured 


HS Shallow Offset Bar Hanger of a steady future growth, and it is a profitable, 
quick moving line. 


SPOS 


Are you getting your share of this business? Our 
nearest representative will be glad to call on you, 
or your inquiry to our general offices will receive 
a prompt reply. 


For 144” outlet box where no cover is used. 


SU-10 Cable Box and Bar Hanger 


NOTICE—*‘RACO” Bar Hangers are covered by U. S. 
Patent No. 1056498, dated March 18, 1913, owned by the 
Roach-Appleton Mfg. Co. All infringements will be vig- 
orously prosecuted. Look for this patent number or date 
which appears on the product of licensed manufacturers. 


ot ben with knock-outs and clamp screws for 


We Make a Complete Line of ‘““RACO” Switch Boxes, Outlet Boxes and Covers 


ROACH-APPLETON MEG. CO. 


GENERAL OFFICES 
3982 BARRY AVE. 


NEW YORK BOSTON CHICAGO PHILADELPHIA LOS ANGELES 
38 Murray St. 42 Binford St. 30 S. Bank St. " 312 Omar Av. 
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F WE were established in the ““Days of ADAM” 

we could say, “PARANITE WIRE and 
CABLE have been distributed through the jobber 
EVER SINCE THE WORLD BEGAN,” but in 
those days there were no jobbers and “we were 
not,’ but we can say, “That EVER SINCE we are 
in business (35 years) our products have been 
sold through the jobber and we intend to continue 
doing so.” 


No need of us telling you PARANITE WIRE and 
CABLE is good, or is better, or how fast it sells. 
It has already been an established fact that “‘If it’s 
PARANITE it’s right,”” and is “MORE THAN 
CODE REQUIRES.” 


We feel we owe to our jobbing friends much 
praise and gratitude for the success PARANITE 
is enjoying today. 


THE INDIANA RUBBER & INSULATED WIRE.CO. 


JONESBORO, INDIANA 


CHICAGO NEW YORK 
Marquette Bldg. THE THOMAS & BETTS CO. 
63 Vesey St. 


KANSAS CITY, MO., WALTER I. FERGUSON & CO. 
208 Baltimore Bldg. 


NTE, it’s right” 
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J Every DIAT: RON ; 








reflects the achievements 
of Walter Armstrong 


RADIO tube is an electric light in an advanced stage. To make a good 
tube a man must have had years of experience in the art of producing 
good lamps. 


INCE 1887 with such pioneers as Swan Lamp, Shelby Lamp, Federal 

Miniature Lamp Division of General Electric and as the head of his 
own lamp works, Walter Armstrong has been responsible for many of 
the outstanding developments in electric lamps, x-ray and radio tubes. 
DIATRON radio tubes are made under his direction and personal supervision 
in a modern plant, built exclusively for their manufacture. 


E don’t sell tone. We don’t sell volume. We do sell a product made 

by an unusually capable organization, backed up by 38 years of un- 
paralleled experience. This product brings 100% GOOD WILL to the dealer. 
It brings you 85% repeat business from your dealers. It has merchandising 
policies back of it that have been proven to be sound, substantial and ever- 
lasting. 


F you travel salesmen, catalog radio merchandise, discount your bills ten 

days from date of invoice, and effectively use selling material furnished 

by the manufacturer, we have a substantial proposition guaranteeing maxi- 
mum profits that will be accumulative year after year. 


| DIATRON 


; 


| Special Feature 


| This illustrates the grid 
‘and filament with the = | 
| plate removed. The fila- | 
ment is so supported 
that filament and grid 
must move together and 
cannot short circuit if 
| the tube is jarred to dn 
extent that would change 
the position of either ele- 
ment. Every turn 

the grid is electrically 
welded. Patents ap- “ae? 
plied for. 





























Nos. 201A and 240 No. 199 with No. 199 with 
Regular Base large base 


DIATRON No. 240 is the only tube manufactured for the Radio Frequency 


side of Neutrodyne and Tuned Radio Frequency Sets made before January 
1, 1925. 


CR ET ' 14 ' . “i 
rN BE, a valuable booklet “Worth While Facts 


, when requested on your letterhead. 


Diamond Vacuum Products Co. 


4053 Diversey Avenue 
CHICAGO, ILLINOIS Gis 


mee 
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K REG. U.S. PAT. OFF 


Qs terpie CG BECTRICAL 


CONVENIENCE FITTINGS 


REYNO|ITE 





COMBINATION 
TAPS 


SAY TO YOUR 
DEALERS 


SAY TO YOUR 
DEALERS 


REYNOJ|ITE 


] ign quick-selling and profit-making 
qualities, these beautiful ReyNo.itEe 
Masterpiece products have set a new 
standard in the electrical goods: field. 

Never before has there been seen 
such obvious superiority in every de- 
tail of design, construction, finish and 
material. 

Wherever shown, they have in- 
stantly been acclaimed by dealers and 
consumers alike—“Just what was 
wanted!” 

That is where the profits, are, Mr. 
Dealer! You don’t have to sell these 
new and superior devices —just show 
them and they sell themselves, with a 





Masterpiece Line. 


overhead and tied up capital. 





SCREW or PIN 
TYPE 


REYNOJITE 


oo attractive Combination 
Taps are typical of the practical 
utility, superior quality, and merchan- 
dising features of the REYNOLITE 


Being instantly convertible from 
Edison screw to pin type, or vice versa, 
by means of the special body adapter, 
the dealer meets all demands without 
duplication of stock—~thus saving 


Small and neat in design, all contacts 
molded in place, their rich red-brown 
finish is unaffected by heat, moisture or 
atmospheric conditions—cannot tar- 
nish. This new material— REyYNOLITE 












































merry accompaniment on your cash —is of the highest tensile strength 
register. and dielectric properties. 
Compare! Don’t wait—see for your- Compare them with any others — 
self! RNA “ Instantly bar none! 
FACTORIES: JACKSON, MICH. LON \ > convertible REYNOJITEDIVISIC N 
CHICAGO OFFICE: < ; : ss sleidc nite 
750 MARQUETTE BLDG. Ne JACKSON. MICH. 
” 4 7 
REVNOLITE a REYNOLITE 
FLUSH PLATES [F 
if 
e -@ ° / 
Taal 
lionnr | s 666 
)yoou 29° 
Q “Without a Fault” The Heater Cord Set DELUXE 1 























UTILITY —— COMFORT — SAFETY 
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The Way To BIGGER PROFIT 


Faries complete line of attractive adjustable . 
lamps, desk portables, shades and brackets 
are leading the way to BIGGER PROFITS 
for jobbers everywhere. 






No. 1062A 
Adjustable 
Bracket 
Adjustable to 
practically any 

position. 
















No. 36 Half Shade 


Faries Metal Shades have the 
snap clamp lock holder. 
Easily and quickly attached. 





No. 78A 
Now is the time to sell Faries 
adjustable brackets and _ indus- 
trial lighting equipment. 








No. 27 Shade 


There is always a heavy de- 

mand for Faries Metal Shades 

and Reflectors for industrial 
lighting 












No. 14 


Adjustable Bracket. 






No. 3884 

THE NEW FARIES RADIO LAMP 
A Safe, Sure Winner 

Every Radio Dealer a prospect 






eaenee 





If you are not a FARIES dis- 
tributor write for our propo- 
sition. FARIES FIXTURES 
are leaders in the field and 
appreciated by the better class 
of trade, which means less sales 
resistance, MORE SALES— 
BIGGER PROFITS for both 
the jobber and jobber’s sales- 
men. Write today for details. 
Our reply will be prompt. 















Send For Catalogs 
and Prices. 


SS =. + > 


se’ 
No. 3255A 


With Adjustable and Detachable 
No. 3232 Green Glass Shade 


No. 153A 





We have just received from the printers an insert page for our supplementary catalog No. 31. 
This illustrates our new line of Boudoir lamps, our Radio lamp and other popular numbers 
in color. Sheets punched to fit standard salesman’s binder. Write for your requirements. 


FARIES MANUFACTURING COMPANY 


DECATUR, ILL., U. S. A. 








November, 1925 THE JOBBER'’SfA)SALESMAN 


“FOUNDED ON THE BELIEF THAT THE 


85 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


ORA 


There Is No Cock-Eyed Cora 
--It Is All Tested For Balance 












4 


, 4 

The Most Satisfactory Glass to Sell i 

Is Cora-Cased Commercial Glassware. Each 4 
shape skillfully designed by our Engineers to 

give maximum illuminating efficiency. Each 3 
piece tested for balance and density. No 

matter what sort of competition you face, & 
Cora-Cased and our single ply Nuite Glass enable & 


you to get a little more than your share of the 
business at a little better profit than you've been 


8 Consolidated Lamp & Glass Co. = 
%, Coraopolis, Pa. 
see 


Was». -- 


























86 





THE JOBBER’SIJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 























For Light 
Portables 


A New Arrow Socket of the tum- 
bler type made in both electrolier 
and candle styles. 


They are unique in their ease of 
operation. Just a slight touch on 
the tumbler handle operates the mec- 
hanism. By actual test it takes but 


the effort required to operate a 
Push Thru Socket. 




















" . List | Std. | . is , Rating Pkg. | Car- 
Cat. No. Price | Pkg. | Tumble Type Sockets =... Volts | Wgt.| ton 
EZ '$0.26 | 250 |Electrolier B-ass Shell Socket Body. ..........cccccccccsceee 660 | 250 | 30 | 25 
8010 (EZ801) | .36] 250 |Electrolier Brass Shell Socket with 14” Cap................. 660 | 250 | 41 | 25 
*4040 | .50 | 100 | Candle Socket with Finished Tubing, 4%”’ overall...| 250 | 250 o2 | 10 
*4041 | .50 | 100 |Candle Socket with Full Length Tubing, 4” overall..| 250 | 250 28 | 10 








*These candle sockets take a standard 4 inch tube and can ke 
furnished in white or cream. No. 4041 is designed for flat candle 
cups as the mechanism and hickey are fully covered by the tube. 
Either socket can be supplied less the outside tube at an allowance 

of 5 cents. 


Send for New ARROW Catalog No. 21 


For complete Listing of these and many other 
New Devices—Just Issued 





THE ARROW ELECTRiC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The complete line of Wiring Devices 
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ALL-AMERICAN | 


Challenges 
Comparison on the 
Basis of the Six Vital 

Principles of 


Solid Value in Radio 


Receivers 





1 Quality of Tone 


The Model R_ Receiver is 


equipped with Rauland-Lyric 
laboratory-grade transformers 
—designed especially for music 
lovers, and the choice of music 
critics. 


2 Ease in Tuning 


“FOUNDED ON THE BELIEF THAT THE 






Two dials (360° type, markings 


all visible while tuning) con- | 


trol the ALL-AMERICAN 


Straight -Line-F requency a 
TUNING, reaching all broad- | 
cast wave channels and elimi- 7 


nating allcrowding of low-wave 
stations. Touching the dial 
does not affect the tuning. 


3 Quietness 


ALL-AMERICAN Toroids 
practically eliminate the stray 7 


noises which ordinary coils pick 
up. Rauland-Lyric tone ampli- 
fication results in a remarkable 
quietness. 


4 Selectivity 


Extremesharpnessoftuninghas © 





been achieved solely through © 


improved condenser and in- 7 
ductance design, without im- 77 


pairing tone quality. 


5 Sensitiveness to 
Distant Signals 


The ALL-AMERICAN Tuned- 
Radio-Frequency system re- 
sults in a sensitiveness which 
challenges comparison with any 
other set made, irrespective of 
the number of tubes. 


6 Appearance and 
Serviceability 


The beautiful two-tone walnut 
cabinet, with inlaid designs, 
has ample space within it for 
all batteries or for a “‘B’’ sock- 
et-power if preferred. 








ne 
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Pioneerg§ in the Radio Industry 
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Built and wired complete in the new ALL-AMERICAN factory, the 
Model R embodies many notable improvements developed in the 
ALL-AMERICAN Laboratories. It is offered at a moderate price, 
but with the emphasis upon its superlative quality, deliberately 
inviting your frank investigation. 


Beauty and Permanence 
Radio Built for the Years to Come 





Model R Receiver 
Complete without tubes 


‘90 
“What Can You Get by Paying More?” 


Look over the features that 
A.t-AmEeRICAN Offers at $90 List. How 
many dealers do you know who can, by 
centering their efforts on this one sure 
seller, roll up a volume that will sur- 
prise them? Only a limited number of 
dealers can be supplied for the holiday 
trade this year. Get your orders in early. 


The Model R set is sold only to 
At-AmericaNn Authorized Jobbers, at 
a discount enabling them to give to 
every dealer the maximum safe margin. 
It is being advertised in all the leading 
radio magazines, on double spreads and 
color and cover positions. 


ALL-AMERICAN RADIO CORP. 
E. N. Rauland, President 
4201 Belmont Avenue 


i 
& 


Gif, pS Are _ Vic 
a StangeoX ang uPly ioe UNsol4 ad 
°Y dispiartcareghaced jOVEd fron? 
Chicago : Y featy Asp. Stock ; 
Te Pleng; in 
2 qd hojj- 
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OWNING AND OPERATING STATION WENR—266 MeTersS » 


MERICAN 
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For More Than 
16 Years--- 


The “RELIANCE” Automatic Time Switch has proven itself to be absolutely 
reliable and dependable. 

Its simplicity of construction, the extreme high quality materials used and the ac- 
curacy of manufacture are responsible for the tremendous success it is enjoying 
today. 

Made in 12 different sizes for 10, 20, 30, and 50 amperes. Runs a full week 


with one winding, fully guaranteed for one year, replacement of any defective 
part made without charge. 


Price $28.00 to $36.00 list. 


SIMPLE THIS CUT SHOWS 
ACCURATE THE OPEN FACE 
SUBSTANTIAL STYLE WITH GLASS 
ECONOMICAL FOR INDOOR IN- 


SAVES CURRENT STALLATION 





In addition to being constructed of the very best materials only skilled workmen 
who have been with us for years devote their efforts to its manufacture. De- - 
signed especially to meet the demand for an 8 day ON and Oe F Switch. Bears the 
approval of the NATIONAL BOARD OF FIRE 
UNDERWRITERS. 






A most satisfactory 8 day switch made in two sizes, 10 cai 


and 20 amperes, selling for $19.50 and $23.00. 


Jobbers will be interested in our proposition. We ap- 
preciate your inquiries and assure you of our hearty 
co-operation. 


RELIANCE AUTOMATIC LIGHTING CO. 


1911 MEAD STREET 
RACINE, WISC. 
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Year after year HEMINGRAY GLASS 
INSULATORS maintain the leadership 
in SALES. 


Their efficiency has been established 
over many years of long and sturdy 
service. 


They combine the qualities of durability, 
uniformity and low cost. 


Known universally to the trade, they 
have little sales resistance. 









































Reasons WHY'|!--- 


Particularly suitable for all low and 


medium voltage lines ranging from 2300 
to 15,000 volts. 


And they are immediately available for 
prompt shipment. 


Surely a summary of the importance of 
these facts will convince you without 
doubt the salability and profits that can 
be derived in carrying Hemingray Insul- 
ators. 





If you have not had an opportunity to become acquainted 
with our Jobber’s policy, write us. It will be appreciated. 


EMINGRA 














GLASS COMPANY 





MUNCIE, 





INDIANA 
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SUPER RADIATOR 
ELEMENT 
It’s larger size with heavier 
and longer resistance wire 
assures long service. Best 


for most any Electric Heater 
Sold on two year guarantee. 


No. 31. 110 V. 660 Watts, 13” Copper Reflector 


) ——— ee 
wom gure ‘““HOT’’Sellers 














. Here is a Heating Pad 
% above par, furnished with 
% a ten foot cord, 3 degrees 


The NORTHERN Radiant Heater with 13” pure 
copper reflector, NEW type, especially designed, 
substantially constructed throughout is the big- 
gest heater value ever offered to jobbers. 
No trouble to book orders NOW as every 
dealer is acquainted with the NORTH- 


of heat, two piece plug, 
and covered with soft 
eiderdown. It is said 
“SN oft he ra” 
Heating Pads 

last longer be- 

& cause they 


%, 
~ are made 
*, right. 





10x12 in 
\ sai ERN QUALITY and has a demand 
% A wonderful value for for them. This heater assures you 
‘\ those who, desire a and the dealer a quick turn- 
% s t - : 
Sa, gic heat, tt is the same over that will show results 
wye, > high standard as No. on the PROFIT side of 


8& but smaller in size. 


the column. LOW 
PRICE, EXCEP- 
TIONAL QUAL- 


S Ed ' E ; . 42, 


““Northern”’ appliances 


have long been leaders in ITY — MORE 
their field. Dealers who appre- ‘ S Sse 


ciate High Quality, Good Values, 
and Fair Profits, want “Northern” 
appliances. They truly offer less 
sales resistance to Jobbers and Jobbers’ 
Salesmen than most competitive lines. 


PROFITS. 






THE MIDGET TOY ELECTRIC IRON 


Here’s a dandy fast seller and a LIVE one for 
Christmas. Dealers want practical toys of this 
sort, because they sell fast. Write for our prop- 
osition on this ‘‘Winner.”’ 


ee 









If you are not a ‘‘Northern’’ Jobber take 
time to write us. Give us an opportunity to pre- 
sent our proposition. 


“NORTHERN” SOLDERING IRON 


= 


Made in two sizes, No. 9, 12 in. long, % in. tip, 70 
watts, 105-120 volts, especially designed for Radio. 
No. 3, 12 in. long, % in. tip, 100 watts, 105-120 volts, 
same as No. 9 but larger, both “‘cracker-jack” sellers. 


“NORTHERN” Curling Iron 


No Curling Iron on the market is enjoying 

such a splendid reputation for service, 

made in six different styles and the 
most demanded iron of the day. 


Notthen Lfectric Company 


2837 N. WESTERN AVE. 
CHICAGO, ILL. 
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Standard Radio 





No “scrap of paper” is needed to strengthen the 
bonds between Federal and its trade 


If you ask an old Federal customer 
why he doesn’t insist on a signed 
contract heis likely to answer, ‘“From 
Federal? Why, no one needs a con- 
tract from that house. Their word 
is the best guaranty I know of.”’ 

And that faith—built upon years 
and years of honorable business 
methods—is the most priceless asset 
this firm possesses. 

A contract never kept a customer 
with you. Acontract fulfilled under 
pressure never can be profitable. 
Therefore we do not have any. Fed- 
eral’s word is Federal’s bond. And 
Federal never forfeitsits bond. Thatis 
why weareproud to have the implicit 
faith of the finest class of wholesalers 
and retailers in the radio industry. 


The new, simplified Federal line is 
off to a glorious start. Ortho-sonic 
meets the growing demand of the 
public for lifelike tone production. 
Our powerful national advertising is 
putting the message over. Sales plans 
—sales helps—are at your command. 


The Federal proposition gives you 
a nationally advertised line that is 
widely and favorably known—a name 
that will bring you prestige and 
profit—a discount proposition that 
allows you to make money—and an 
agreement based only upon mutual 
satisfaction. 


If you haven’t read the details of 
this unusual proposition, write us. 
We will promptly send you a copy. 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


: 6 ‘ 5 
"Sige . . p Ss 2 
ortho-sonic 


\ 


“Rivaled only by Reality” 


rN 
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PROGRESS 


A short four year period finds the ALBERT 
WAHLE COMPANY leaders in the field of 
jobber-dealer distribution of residential light- 
ing fixtures. 





Our policy of distribution, one hundred per- 
cent through Recognized Electrical Supply 
Jobbers, knows no vacillation. 


Wahle distributors are equipped not only 
to merchandise lighting fixtures of the highest 
quality but to perform that function on a Com- 
petitive Basis. 


Build for the future with Wahle. 


Albert Wahle Company 


(INCORPORATED) 
224 Fifth Ave.,. NEW YORK 
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Best for the Buyer 
Best for the “Seller’’ 








Fibroc- 
Bakelite 


—a better ma- 
terial for thou- 
sands of uses. 


FIBROC is laminated 
BAKELITE—a material 
possessing remarkably 
high dielectric and me- 
chanical strength and 
many other’ exclusive 
features. In addition to 
its many uses in the field 
of radio, FIBROC is used 
in the applications listed 
below—and in hundreds 
of others. 


- Wheels Brush Holders 
Pulleys Circuit 
Gears Breakers 
Washers Cable Cleats 
Switchboards 1 
Bushings Coil Cups 
Discs Rocker Arms 


“Build on FIBROC” 





FIBROC 


BAKELITE 


PANELS 


The buyer of a FIBROC-BAKELITE 
PANEL gets the finest panel known to 
radio—one that combines mechanical and 
dielectric strength with greater beauty, 
ease of working and absolute freedom 
from warping, cracking, chipping or 
feathering. 


The dealer who sells FIBROC-BAKE- 
LITE PANELS not only makes a substan- 
tial profit on every sale but builds future 
business through satisfied customers. 


We don’t expect the jobber to push 
FIBROC PANELS for his health. A lib- 
eral policy assures the jobber a financial 
return well worth his selling effort. And 
the product itself assures freedom from 
the ‘‘grief’’ arising from unsatisfactory 
merchandise. 


May we send you complete information 


about FIBROC and its sales possibilities >? 


FIBROC INSULATION Co. 
1021 Lincoln Avenue 


VALPARAISO, INDIANA 
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Oversize 1-5 H.P. motor— 
AIR COOLED. 


Non-cramping Pistol Grip 
handle with convenient push 
button switch. 


Full 14-inch Streamlined alu- 
minum nozzle. 


Long nozzle points to get 
into corners and out-of-the- 
way places. 


Special adjustment on rear 
roller to raise or lower nozzle 
for different rug nap thick- 
nesses. 


Finest aluminum castings. 


Double, detachable, self- 
cleaning brush. 


All plugs and fittings are 
standard and are approved 
by the Underwriters’ Lab- 
oratories. 


- Retails Now for $3902 


eo 
‘J/) 


Attach lentrts S4 G. 


mnntbbiccs VACUUM CLEANER 
EK TIME 10 ) GET ¢ ,0ING STRONG { ON 
THE VACUUM CLEANER TRADE 


The Christmas rush will soon be in full swing and the 
market for vacuum cleaners looks better today than it has 
for the past year. 


The JEWEL Electric Vacuum Cleaner is a 
strictly high-grade machine in every respect 
as its features listed herewith will show. It has 
extra cleaning power and handsome appear- 
ance, and there are 15 years of manufactur- 
ing experience back of it. 


The selling policy under which the JEWEL 
is distributed is distinctly favorable to the job- 
Ser. In fact the JEWEL is designed primarily 

for the jobbing trade. It is not han- 
dled under its own name or any 
other name by direct-to-consumer 
mail order houses, and in all our ad- 
vertising to the electrical, hardware, 
department store and other retailers 
we make a specific request that their 


JEWELS be bought from their jobber. 


In the next issue of your cata- 
logue do not fail to include the 
JEWEL. Let us prepare layouts 
for you and supply you with cuts 
and copy for any amount of 
space you may allot to us. 


Our suggestion is to send at 
once for a sample cleaner. It 
will speak for itself. We invite 
comparisons with any _ other 
make; so write, wire or phone 
NOW and get lined up for the 

Christmas _ business 
which is close at 


hand. 


( : O "i Long Distance 
Telephone 


625 Fulton Street, Chicago, IIl. Monroe 6606 
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A simple statement of a | 
technical subject that will help you i 
in selling transformers Hi] 


HE audio frequency transformers in any radio perform 

a most important duty. They aid in increasing the vol- 
ume of. sound in building it up to the desired strength. 
BUT— 
When sound is increased, the tendency is toward distortion. 
That’s where the difference comes in transformers. Inefficient 
transformers will give distorted reception, just as a defective 
mirror will show a distorted image. 


No radio, remember, can be better than its transformers. That’s 
why your dealers can serve their customers better and increase 
sales by selling Jefferson Radio Transformers. A safe guide, 
known to thousands of radio fans, is the Jefferson trade-mark. 


Jefferson Transformers are made by transformer specialists- 
the world’s largest manufacturers of small transformers. There 
is a very definite reason why they are preferred by experienced 
set builders. The reason is unmistakably apparent in the clear, 
sweet, lifelike amplification which Jefferson Transformers give. 
Nationally advertised in the Saturday Evening Post and 14 
other important publications. 


JEFFERSON ELECTRIC MFG. CO. 


501 South Green Street, Chicago, III. 


Makers of Jefferson Radio, Bell Ringing and 
Toy Transformers; Jefferson Spark Coils for 
Automobile, Stationary and Marine Engines; 
Jefterson Oil Burner Ignition Transformers. 
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There is a Jefferson Trans- 
former for every radio need. 





JEFFERSON 
Tube Rejuvenator 
Tell your dealers to pre- 
pare for a fine Christ- 
(mas business on_ this 
popular radio necessity. 
We're packing the Jef- 
ferson Tube Rejuvena- 
tor in an attractive holly 
container and featuring 
it in the Saturday Eve- 
ning Post as the ideal 
radio gift. The Jeffer- 
son Rejuvenator, for 
home use, keeps tubes at 
full efficiency and greatly 
improves radio recep- 
tion. Every owner of a 
tube set wants one. Re- 
tails at $7.50; brings the 
dealer a splendid profit. 
Packed four to a carton 
containing a_ sales-mak- 
ing Christmas window 
poster. 
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We can’t build them fast 
and build them right 


We admit it. And when we hear of the vast 
number of radio sets turned out annually by this concern and 
that concern we marvel, because— 


Even a cheap set is an extremely sensitive mechanism, the 
making of which involves a certain amount of time and care. 
The better the set, the more time, the more care. 


Think, then, of what is required to produce tone 
quality, volume, and selectivity comparable to the new Howard 
“Six”! To obtain such marvelous results, delicate adjustments, 
careful testing, and minute inspection are absolutely essential. 
This work—as fine and accurate as that of the watchmaker— 
can be entrusted only to highly-paid craftsmen who are con- 
scientious as well as skillful. 


No wonder the number of sets we can produce 
according to Howard standards of quality is limited. Each set 
is treated as a special piece of construction requiring individual 
care and attention. We won’t skimp on time—we won’t hurry 
them through. A set is approved only when it performs per- 
fectly under all sorts of conditions. 


This explains why the Howard costs more than 
any other set—also why we have never been able to build them 
fast enough to quite meet the demand. Think what this 
means to you—no over-production—no dumping of Howard 
receivers when the season begins to wane. Our reputation 
is above reproach. 


Write us, 469 E. Ohio Street, for details of our jobbing 
proposition. There is still some good territory open. 


radio 
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“A Greater Pride Hath No 
Man—Than Knowledge Of His 
Industry” * « * * * * * © # * « 
And So Let Us Suggest A 
Year’s Subscription To 
The JOBBER’S SALESMAN 
As A Christmas Gift To Those 
Of Your Friends Who Are 
Wholly or Partially Connected 
With The Electrical Jobbing 
Industry. A Gift That 
Will Be Much Appreciated. 


$1.00 for one year. $2.00 for three years. 
MAIL THE COUPON BELOW. 














THE JOBBER’S SALESMAN 
53 W. JACKSON BLVD. 
CHICAGO, ILL. 


GENTLEMEN: 





Enclosed please find $......... 








subscription to be sent to 
| | _ RERRRaenere 
ADDRESS ....... 
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Years 
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Armored Cable 
TFHlexible Steel Conduit 
Non-Metallic Conduit 
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The evidence 
of Propp 
helps for 
thesJobber 


Ps 








a 


No.44 


No.22 


§o.35 

















and the Propp 


Guarantee Bond 


. Every dealer and jobber selling 
ea ; PROPP Products is backed up by 
eee ' ; ; PROPP’S Guarantee Bond—if you 

oc want a copy of this Bond ask for it and 
we'll send it by return mail. 


3 
@\= 


THE M. PROPP COMPANY 


MANUFACTURERS 
524-528 Broadway, New York, N. Y. 
TRADE SUPPLIED BY ALL GOOD JOBBERS 























100 THE JOBBER’S)SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











Central Black #4 Central White’ 


CONDUIT 


LEC TRICAL SUPPLY 
JOBBERS 

A SSOCIA T ION 

Si EM 1 * ANNUAL 
ND VENT TION 

“B Uf FFALO 

NOVEMBER IG ~ 20 


ra, *> 
192: 


N< 


AW) er ie : 





“CENTRAL BLACK” “CENTRAL WHITE” 
Enameled Galvanized 





You are going to the convention to renew old, to make 
new friendships—and to interchange ideas. 


The “Central” Conduit Sales Idea from the beginning has 
been a 100 per cent Jobber Policy. 


We will continue to make Quality Conduit worthy of your 
sales efforts—continue to give the cooperation that makes 
sales easier, profits greater. 


me **Ué trai representatives will 
at the convention to greet you—to 
give new sales ideas—to get ideas of 
how fra ‘an serve you bette1 


pu 
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How are your sales 


ORE than 3,000,000 Cutler- Hammer 70-50 switches 
are now in use on electrical appliances, making them 
safer to use and more convenient for the housewife. 


The C-H 70-50 switch is placed on the cord within easy 
reach of the hand—ever ready and convenient to turn “on”’ 
or “off.” 

It prevents burning the fingers, and has decreased em- 
barrassing table accidents caused by pulling out a tight 
connector plug. 





It reduces fires from overheated appliances, which are 
often left turned on because of the inconvenience of reach- 
ing the light socket switch. 






There isn’t a woman who doesn’t instantly grasp the 
desirability of the C-H 70-50 switch. 






Suggest that your dealers showa 70-50 switch to every 
appliance purchaser. You'll both benefit by the ex¢ra sales. 






Christmas brings a wonderful opportunity for electrical appli- 
ances and C-H 70-50 savitches. Help your dealers prepare for 
it now. Take their orders now to insure prompt delivery, help 







them to trim their stores and windows, and suggest a campaign 





to sell the public on the useful electrical gift for Christmas. . 


THE CUTLER-HAMMER MFG. CO. 
Works: MILWAUKEE and NEW YORK 













IN THE INDUSTRY.” 








Some women prefer the at- 
tachment plug and switch 
combined. The C-H 70- 
51 switch-plug is designed 
to permit the breaking of 
the circuit without detach- 
ing the cord. The connec- 
torhas untversalterminals 
and fits all heating appli- 
ances. The casing 1s made 
of Thermoplax heat-proof 
insulating material and is 
shaped so it does not in- 
terfere with the guards 
placed onsome appliances. 
Light and dark buttons 
are self indicating. The 
switch mechanism is the 
same as that used in 70- 
50 switches. It is fastened 
to one half of casing for 
easy wiring. No loose 


parts to drop out. 


KER-HAMMER 
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\.. INSULATED 
\ WIRE 
CONNECTOR 


\ (PATENTED) 


Here are the wires and connector ready \\, 
to make connection. 















“With the MARR, 
you cannot MAR” 


6 6 B \ hose sp — “oe a _ oy ome 
AA screw tightened to ho! ° 

est \ wor 
Because \. q 


Better’ \. 


AY 


No product ever offered bet- \ 
ter sales possibilities than the \ = of wines, Dat, bane Saee pushed 
“MARR” INSULATED WIRE ein nis anes 4 

CONNECTOR. 


THE “MARR” connector is a real labor “Y 
and time saver. It eliminates the use of 
tape, solder, paste or torch in making con- 
nections. 


THE “MARR” Connector will cut down to 20 sec- \\ 
onds the job of connecting from 2 to 8 No. 18 stranded 
wire or their equivalent. \ 


~N 
* . ‘ . 
~*~ 





Insulating fibre cap is next placed on 


“THERE IS A DEMAND” INN \ the" connecter. 


There is a harvest of business, right now awaiting JOBBERS § \ 
who will cash in on the demand for a connector of the ““MARR"”’ \ 
\ 


type and. quality. \ 


The “MARR” connector is approved by the National Board of Under- \ 


writers. 


Send for samples and prices. We'll tell you all about the MARR INSU- 
LATED WIRE CONNECTOR. 






The finished ee and complete—« 
100% connec 


| — 
THE RATTAN MANUFACTURING COMPANY = 
UT . 


NEW HAVEN P. O. BOX 1745-J CONNECTIC 
General Sales Office 














We ee 









Hatheway & Company, Inc., 18 Hudson St., New York City 
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BE 


THE 
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Jobbers Prefer the 


Hotpoint Servant Line 


CAUSE Yotpitl. 


has an organization of merchandising salesmen who call on all classes 
of trade—electrical dealers, department and hardware stores, electric 
light companies, etc. They sell merchandising plans and secure 
orders—which are placed through Hotpoint Jobbers. 


believes and preaches to the electric light companies that the Jobber 
is an important part of the industry and can more economically 
serve them. 


allows Jobber prices only to those concerns which have been accepted 
as Hotpoint Distributors and which function as Distributors — not 
to large retailers or to volume purchasers. 


has met Jobber requirements 
—by furnishing standard E. S. J. A. size catalogs, 
—by packing Hotpoint products in convenient standard packages, 
—by adopting dealer net prices. 


helps Jobbers sell Hotpoint products 
—with an active field sales organization, 
—with years of national consumer advertising, 
—with dealer sales helps that sell, 
—with trade journal advertising. 


is the most complete line of electrical heating devices on the market, 
and is built to the highest engineering standards. 


EDISON ELECTRIC APPLIANCE CO., Inc. 
5612 West Taylor Street : Chicago, Illinois 


BOSTON - NEW YORK -: CLEVELAND - CHICAGO - ST. LOUIS + ATLANTA - SALT LAKE CITY 
ONTARIO, CALIF. - LOS ANGELES - SAN FRANCISCO - PORTLAND - SEATTLE 


Factories: Chicago, Illinois, and Ontario, California 
In C da: C dian General Electric Company, Ltd., Toronto 
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SWITCH BOX 
SUPPORTING STRIPS 


sage 


JSNT it a fact that whatever you are selling the buyer invariably 
asks ‘‘What are the advantages?’’ In Kruse Switch Box strips 
there are so many advantages, contractors take to them imme- 
diately. 

We know contractors who have been using Kruse strips for 
years to say it would cost them much more to be without them. 

They offer a new and better way to install switch boxes, they 
are inexpensive and the time consumed in making installations 
will save enough to pay for labor charges many times over. 


‘7-1 ALL 


Out ITLET BOX HANGER 


a 








Patented 











KRUSE 
Trade Mark 193160 



















b hers simple device may be used with equal results on 
old or new work, with either conduit loom or ar- 
mored cables. Made in two sections for easy installation 


on all work. Contractors have been sold on FITZ-M- 
ALL with much enthusiasm. 


For GREATER PROFITS—and BIGGER SALES, 


these two nationally known products offer an unques- 
tionable opportunity. 


Samples will be sent on request. 


FITZ-M-ALL 
Trade Mark 193347 


MID-WEST METAL PRODUCTS CO. 


MUNCIE - INDIANA 
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Jobbers 1 


Liberal discounts 








Immediate’ shipment 


Proposition 


Pompeian Bronze. Height of stand, 


a 
% 
15 inches; diameter of shade, 7 inches. f lf-~ 


You sell it to DEALERS! 


$40 


IN DOZEN LOTS 





At higher prices 
in smaller quan- 
tities. Write for 
jobbers dis- 
counts. 














ALADDIN” is Headquarters for 
“Quality Lamps at a Price” 


Price, style and quality sell lamps. You’ll find all three in every Aladdin 
design. Get a sample of the Aladdin desk lamp shown here and see for 
yourself. Money-back guarantee. You take no chance. 


Here is a good holiday number at a price which will enable you to under- 
sell all competition—and make real profits. There are dozens of others 
—aAladdin portables, bridge and floor lamps—all the same fine quality— 
all wonderful values at prices which can’t fail to interest you. Geta 
copy of our four color catalogue and discount sheet and learn why 
Aladdin is becoming known as “Headquarters for Quality Lamps at a 
Price.” 


Aladdin Manufacturing Company 


Department No. 11 
Muncie 2: 23 Indiana 


“ALADDIN” 


No. 74 ‘“DESKFLEX” in three finishes: 
Green; Statuary Bronze and 





Qualttyl amps 


ATA PRICE 
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nother Thordarson 
Triumph!—The 
utoformer 







. Thordarson Autoformer 

i built in ee 
with instructions and diagrams 
furnished with each instrument, 


oformer Amplification 
mazes Vast Crowds 





Send for our new 
interesting bulle- 
tins on Autoform- 
er amplification. 
They contain 
hook-ups and com- 
plete directions. 


IN THE INDUSTRY.” 











Used at Radio World’s Fair, New York City, to Amplify 
Programs and Announcements Broadcast by Loud 
Speakers Throughout the Great Halls 


Tens of thousands of radio enthusiasts 
were completely won to Autoformer 
amplification during the Radio 
World’s Fair in New York. The 
Thordarson Booth was besieged by 
fans, amazed and delighted over this 
- latest Thordarson achievement. It was 
hailed on all sides as the outstanding 
development of the year in amplifica- 
tion. “What is it?” “How may I use 
it with my set?” Such 
questions were continu- 
ally repeated. 


Our answer was this: As 
the world’s oldest and 
largest exclusive makers 
of transformers, we have 
led for years in broaden- 
ing their amplifying 
range. In the Autoformer 














we have finally developed an all-fre- 
quency amplifier—a new instrument 
capable of fully amplifying all notes 
audible to the human ear. Thus the 
deepest notes of the grand organ, bass 
viol, tuba, English horn, etc., at last 
are brought out as clearly as those in 
the middle and upper registers of the 
musical scale. Improved long distance 
reception and better volume control 
are further advantages, 


Autoformer amplifica- 
tion is expressly for those 
whoseek the finest repro- 
duction of programs to 
be had. May be used 
with any set in place of 
present amplifying trans- 
former hook-up. Auto- 
formers are $5 each. 


All Frequency Amplifier 





Thordarson Super Audio 
Frequency Transformers 
are tobe had in either the 
sub-panel or top mount- 
ing type. Sub-panel trpe 
permits neater assembly, 
shorter leads and con- 
cealed wiring—as in fac- 
tory sets. Three ratios: 
2-1, $5; 344-1, $4; 6-1, $4.50. 


ATLA Oyal ¥ Ce YT 
+ ee Fre Ve! 3 





Other Thordarson Transformers 


Thordarson Power Ampli- @aN 
fying Transformers, $13 
the pair. Thordarson In- f 
terstage Power Amplify- [i 
ing Transformers, $8. All 
Thordarson products are 
unconditionally guaran- 


teed. 
Sold through the leading 
jobbers. 















PR ee 


dyne 
ADLER~ROYAL 








LEICH 
a 
Also choice 
NE MacMillan 


Expedition 






many ot. 


use Thordarson Super Amplifyi 
Transformers. Leains set plitying 
use more Thordarsons than all com- 
petitive transformers combined. 
. 
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(Continued from page 50) 
sibly aware, have their sales manag- 
ers at the Island meeting every July. 
| should imagine that for jobbers 
located in the east, the idea would 
contain a strong appeal, and I know 
that, personally, I would welcome the 
opportunity of attending such a meet- 


ing. 


Endorses The Plan 

H. R. WEISIGER, Vice-pres., South- 

ern Electric Co., Richmond, Va. 

With regard to having the Electri- 
cal Supply Jobbers Association set 
aside a day of their fall meeting to 
be devoted to the sales managers of the 
different organizations holding mem- 
bership in the association, I certainly 
do think the idea is a good one, for 
my observation during attendance at 
meetings has been that there are a 
great many things that come out at 
the meetings which would be of great 
interest to sales managers. One of the 
best meetings I ever attended was 
that of a meeting of the sales man- 
agers of the distributors of the Gen- 
eral Electric Co. held about two 
years ago. Matters of much import- 
ance were thrashed out at that meet- 
ing, and inquiry developed that those 
who were in attendance had been 
much interested and felt well repaid 
for having attended. You can count 
me as heartily endorsing your plan. 


Strong for the Idea 
W. M. PERRY, Pres., Perry-Mann 
Electric Co., Columbia, S. C. 
[ think we should have at least one 











‘his is Mervin Hirschfeld of the Hirsch- 
fel’ Electrical Supply Co., New York. He 
is the author of the “Shorty Circuit” 
stories, two of which have appeared in 
Th: Jopper’s Satesman. He also writes 
advertising copy for manufacturers, turn- 
ing out some neat circulars and pamphlets. 





day set aside for the commercial prob- 
lems of the sales manager, and we will 
do everything possible to help you put 
this movement across. 


Excellent Idea 
H. R. CARROLL, Pres., Carroll Elec- 
tric Co., Washington, D. C. 

“T am sorry that I cannot go into 
the matter in detail, but I am very 
much impressed by your suggestion, 
and believe it would be an excellent 
thing to have our several sales man- 
attend the jobbers’ meeting, 
either each meeting, or once a year. 


agers 


Has Possibilities 

McKEW PARR, Pres., Parr Electric 

Co., New York 
There appears to be some possibili- 
ties in this plan and we think rather 
well of it but in.so far as we are con- 
cerned it would not be practicable for 
us to have a representative attend and 
therefore, we hesitate to render any 

expression on the subject. 


Heartily in Favor 
L. F. PHILO, Asst. Gen. Mgr., Tel- 
Electric Co., Houston 
We are heartily in favor of the 
plan proposed, and it has our un- 
qualified support. 


Men Views, Seal Know 


(Continued from page 21) 

water type. Aside from the usual 
traveling that one in his position 
would be called upon to do he has 
stuck pretty closely to the shores of 
the Lakes. As a consequence he ex- 
pressed himself as sure that there was 
nothing about him or his career that 
could possibly be made into a story. 

Morris is an admirer of the trained 
mind. His daughter, Mary 
Francis, was graduated last June 
from Chevy Chase in Washington. 
Just as he believes that it is eminent- 
ly worth while for a young lady to 
have a college training so does he 
believe that the salesman and depart- 
ment man so equipped has the best 
opportunity to rise to higher posi- 


one 


tions. College trained men are nu- 
merous in his organization. College 
men, he believes, will generally 


gravitate toward the positions of de- 
partment manager, although they 
also make good salesmen, other 
things being equal. For the man who 
sticks at straight sales work he finds 
that perhaps the best equipped man 








This car and its owner, J. H. Braselton, 
of Wesco Supply Co., New Orleans, La., 
look so neat it is hard to believe that they 
both went through a wooden billboard, but 
that’s exactly what happened. All Harry 
lost was his hair. 





is the one who has had construction 
experience. 

If Frank Morris owns a high hat 
at all, which is a debatable question, 
it is not in evidence around the place 
where he does business. Any manu- 
facturer’s salesman or anyone else for 
that matter can see him at any time, 
the only restriction being that you 
don't go in until the preceding fel- 
low is out. There is no buzzing and 
telephoning. His office is on the sec- 
ond floor and there is clear glass in 
the door. Visitors drape themselves 
over the balcony rail and peer in, 
knowing at all times just where they 
are at as far as the possibilities of 
a wait are concerned. 


Since the sales manager is largely 
the governing factor in buying for 
a jobbing establishment, manufac- 
turers’ representatives come to his 
office more often, perhaps, than to 
any other in the place. If the sales 
manager is a square shooter, does 
not high hat them, and gives them a 
fair chance to sell him, they like him 
clear through whether he accepts 
their proposition or not. Morris is 
of this type and the good will that 
he creates becomes effective through- 
out his sales organization. Fortunate 
is the jobber’s salesman who has a 
sales manager who paves the way 
for him in the good graces of the 
manufacturers’ representatives. 


* *« X* 


French Lick Convention 
Popular 


Nearly seven hundred men repre- 
senting the central stations, manufac- 
turers and jobbers attended the meet- 
ing of the Great Lakes Division, N. E. 
L. A., held recently at French Lick 
Springs, Ind. 

Interesting papers on the problems 
and progress of the industry were read. 
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Some Frenchman to Win 


American Home 


Arthur Williams, vice-president of 
the New York Edison Co., has an- 
nounced that construction is 
under way on a model American home 
which, after a month’s exhibition in 
Brooklyn, will be shipped across the 
Atlantic fully equipped with early 
American furnishings and every avail- 
able modern labor-saving device for 
exhibition in the center of the Ameri- 
can section of the International Ex- 
hibition in the Grand Palais at Paris. 
Following this exhibition the house 
will be presented as America’s gift to 
the citizen of France who has been 
judged by a French committee to have 
rendered the greatest service to hu- 
manity in recent years. The house 
will be erected for the third and last 
time on a site chosen by the person to 
whom it is awarded. 


now 


“There has been a remarkable de- 
velopment,” said Mr, Williams, “to 
which great emphasis has been given 
since the war, in the application of 
power for the lightening of home du- 
ties. That application has been going 
on by leaps and bounds, so that today 
laborious effort, exhausting human la- 
bor, can be and has been to a large ex- 
tent eliminated from the home. In my 
judgment, that brings with it the 
promise of far reaching and most 
desirable social and economic changes 
in our home life. Modern power in 
the home is transforming the home 
worker from the drudge of the past 
to the household engineer; it is giving 
her more time, opportunity and en- 
couragement to think and plan rather 
than merely labor, and time to enter 
more actively in the wider walks of 
life outside of the home. The French 
awake to the new 
spirit that is entering the American 


Government is 











A newcomer in the electric appliance field is the electric lawn mower, which is 


claimed to be as easily operated as a vacuum cleaner. 


It is made by the Coldwell 


Lawn Mower Co. of Newburgh, N. Y., and is operated by a General Electric motor 
located above the cutter, which it drives, through reduction gearing by means of a 
chain and sprocket. An 80-ft. supply cable, with plug for attachment to a light socket, 
is automatically paid out and taken up by a reel. Proper tension is maintained either 


going away from or toward the source of power. 


turns the power on and off. 
as the cutter, is electrically propelled. 


A tumbler switch in the handle 


A 20-inch swath is cut and the machine itself, as well 









Here is a new one—the electrically oper- 
ated barbecuing machine, latest thing in 
appliances. It is made by the Buckeye 
Prima Co. of Sydney, O. The entire unit 
weighs only 75 lbs., and being mounted on 
a convenient pedestal, it can be picked up 
and carried into storage or into a place 
of safe keeping for over night. 

How’ll you have yours—rare? 





home and it is: actively engaged now 

in the introduction of this new idea 

into the homes of that great republic.” 
: * * * 


Process For Hardening Lead 
Found 


According to an announcement 
made by the Hawthorne plant of the 
Western Electric Co., a process for 
hardening and tempering lead has 
now been discovered. R. S. Dean 
and W. E. Hudson are the metalur- 
gical engineers who have done wiiat 
generations of scientists before them 
could not. 

This discovery will improve, among 
other things, coating for telephone 
cable and increase the life of the 
cable. 
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Success of 


New BEE-VA 


Evidenced by remarkable 
Sales Records 


Overwhelming public approval—a sales suc- 
cess surpassing anything in our 16 years of 
electric cleaner making—such have been the 
sensational results of our recent announce- 
ment of a new and still better Bee-Vac. 

The new Bee-Vac is another step forward 
in outstanding electric cleaner value. It 
offers more beauty, new and finer perform- 
ance, mew convenience of operation. In 
every one of these features we believe it rises 
above comparison with competition. 

The new Bee-Vac has 20% more suction 
than any other cleaner and 300% more suction 
than some well-known makes. Its double 
swing-back brush loosens clinging material 
and a powerful Birco motor pulls a hurri- 
cane blast of air straight through the rug, 


BIRTMAN ELECTRIC COMPANY - - - 


getting all deeply embedded grit and dirt. 

Its lustrous outer bag adds exceptional 
beauty. Its chemically treated new inner bag 
prevents escape of dust and germs. A new 
compression spring bag clamp gives greater 
convenience. And new refinements give its 
Birco motor even stronger suction power, 
smoother action and longer life. 

Behind this greater Bee-Vac value is a new 
factory, which permits added efficiency in 
manufacturing. Back of itare our well-known 
economies in selling, whicheliminate the big 
commissions usually paid to factory can- 
vassers. Bee-Vac national advertising reaches 
eight million women monthly and increases 
sales and profits for you. Correspondence in- 
vited from interested dealers. 


+ Dept. G-170 4140 Fullerton Avenue, Chicago 


BEE -VAC 


Electric Cleaner 
. THOROUGH . SAFE 











energy-saving tilted 
handle. Retail price, 


BEE-VAC 
Electric Iron 


Sells easily because of its 


95.75 

















The 
Self Selling 
BEE-VAC 

2 A 





BEE-VAC Features 


Greater beauty—New purple bag is made 
of a handsome, lustrous material. 
New double bag—Even better protection 
against the escape of dust and germs. 
Improved bag clamp—Compression spring 
clamp—easier to attach and detach; 
neater in appearance. 

Motor refinements—More power for even 
greater suction. 

Attachment prices lowered—Now retail at 


$7.50, instead of $9.50. 
BEE-VAC retail $92. $44.5 0 
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INTERIOR CONDUIT 


May look good and be good—on the other 
hand may look good and be very inferior. 


DON’T BE DECEIVED 


The eye is not always to be trusted, as 
proof. Which line is 
longer, A or B? Measure the lines and 
be sure. Can one say his eye is depend- 


able? 
A 
a < 


witness this 





<> 

AND SO WITH’ ELECTRICAL CONDUIT. 
DON'T BE DECEIVED BY ITS APPEARANCE; 
MEASURE ITS QUALITY BY ANY SUITABLE 
TEST. WE SUBMIT OUR CONDUITS FOR 
YOUR CAREFUL EXAMINATION—THEY 
HAVE SUPERIOR MERIT AND STAND RIGHT 
UP AT THE TOP. WE WOULD BE GLAD TO 
MAIL YOU SAMPLES. NOTE OUR BRANDS 
AND SPECIFY THEM BY NAME IN YOUR 
WORK AND ON YOUR ORDERS. 


“ELECTRODUCT” 


Enameled Rigid Steel Conduit 


“XDUCT” 


Galvanized Rigid Steel Conduit 


“LOOMFLEX” 


Non-Metallic Flexible Conduit 


Manufactured Solely By 


AMERICAN CIRCULAR 
LOOM CO. 


90 WEST ST., NEW YORK 


Sy ' <0, Boston Atlanta Ry <o, 
< 3% Pittsburgh Portland = 3 
= 2 : = 8 
a S Chicago Los Angeles &% ; 














| 
| 
| 
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Homing Instinct 
No matter how far or devious the 


road traveled, when a good horse gets 
headed toward the feed box he breaks 





into a lively canter, knowing that oats 
and shelter are ahead of him, 

As homing instinct guides the 
horse, so should business instinct head 
the merchant into dealing in products 
of recognized quality and with fur- 
nishers of known reliability —Wesco 
“Red Shield.” 


* * * 


Beers in New Building 
The E. K. Beers Electric Co., 
Bloomsburg, Pa., has moved into its 
new quarters at 141-143 W. Main 


| St. The new building which is three 


stories contains 9,000 square feet of 
floor space. The main floor comprises 
the offices back of which is a stock 
room of supplies. Still farther back 
are the packing and shipping rooms. 

The basement houses the conduit 
fittings, wire and lamps. The second 
floor front is devoted to a display 
room, back of which is the stock room 
for standard package material, On 
the second floor also is located the pri- 
vate office of Mr. Beers. The third 
floor embraces the file rooms and ad- 
vertising matter. A warehouse in the 
rear is used for storing conduit and 
also for a garage. 


Elmer R. Beers, the president of 
the company, has been in the electri 
cal business 23 years, and his experi 
ence in the industry includes ever: 
thing from workman to executive. 


* * * 


Detroit Issues Catalog 

The Detroit Electric Co., Detroit 
Mich., radio jobber, has just issued 
its catalog, number 18. This is ° 
fifty-page book, complete with dealer : 
discount sheet. This company is 0} 
erating wholesale branches at Gran‘! 
Rapids, Kalamazoo, Lansing and Sa; 
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A Code Wire That 


No one appreciates the good 
qualities of Rome code wire 
quite as much as the con- 
tractor. The smooth “roller” 
finish, the tight, non-slip- 
ping braid, and the free 
stripping rubber insulation, 


ROME WIRE 


is Easy to Handle 


all help to make his work 
easier. 


Made in our own mills, from 
wire bar to finished wire, it 
is another example of the 
uniformly high quality of 
every Rome Wire. 


COMPANY 


Mills & Executive Offices: ROME, N. Y. 
Diamond Branch: Buffalo, N. Y. 


Chicago 
New York Boston 
50 Church Street Little Building aS or 
Detroit Cleveland len inate 


25 Parsons Street 


1200 West 9th Street 


J. G. Pomeroy, Inc., 
336 Azusa Street 


San Francisco: J. G. Pomeroy, Inc., 51 Federal St. 





ROME 


WIRE 
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The Advent of Policy—A 
Bit of History 

Under the above title, a very in- 
teresting communication was_ sent 
out recently by Alex. Eisemann, who 
is president of the Freed-Eisemann 
Radio Corp. It contains so much 
sound sense in relation to the great 
problem in radio—Distribution— 
that it is reproduced here with slight 
revision. 

Almost five years ago when broad- 
casting was little more than an in- 
teresting experiment, those who set 
out in the uncharted sea of radio 
merchandising found no guide what- 
soever as to how or through whom 
radio should be merchandised. 


Some of the questions that arose 
were—shall radio be sold by mail di- 
rect to the public—or direct to deal- 
ers—or through distributors to 
dealers? 

Should wholesalers be given exclu- 
sive territory. How will the appara- 
tus be kept out of the hands of the 
undesirable dealer? 

Having decided that the wholesale 
distributor-dealer system was the 
most economical, which type of whole- 
saler shall be used for wide dealer 
distribution—the electrical jobber, the 
hardware jobber, the musical instru- 
ment jobber, the sporting goods 
jobber or the scientific instrument 
jobber? 

In those days it was soon found 
that a categorical choice among these 
classes of wholesalers was impossi- 
ble. Many did not know what a radio 
receiver was or what it was supposed 
to do. 

It became necessary to forget 
what business the jobber was in and 
select those, irrespective of class, who 
had some enthusiasm for radio. 

Having a hardware jobber in one 
section, and a phonograph jobber in 
another, etc., it was soon found that 
the situation sorely needed a well 
crystallized factory policy as_ to 
which dealers should handle the ap- 
paratus. In those troublesome days, 
one jobber might have a fine high- 





class set of dealers and lo and be- 
hold! Some other jobber, a thou- 
sand miles away, would sell the same 
sets by mail to little garages, barber 
shops, pawn shops and _ curbstone 
brokers who resold the sets at any 
price whatsoever, to the discomfiture 
of the real dealers who were doing a 
good job. 

Now all this is changed. Out of 
this chaos has emerged a strict, high- 
ly crystallized policy. As I view it, 
the should be along these 
lines: 

In the first place, each jobber is 
assigned a definite number of coun- 
ties. If he sells outside of his ter- 
ritory, the profit on such a sale be- 
longs to the distributor whose terri- 
tory he has invaded. 

The policy also makes it a matter 
of strict refusal to sell direct to the 
national buying offices, such as the 
New York purchasing houses who 
buy for hundreds of department 
stores all over the country. 

Thus, each distributor’s territory 
is free from outside interference and 


policy 
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he can be held responsible for the 
quota of sales to be derived from the 
counties allotted to him. 

Further than that, each distributor 
should be told how many dealers are 
wanted in each town. The distrib- 
utor gives his dealers the factory 
dealer franchise contract which, when 
signed, is returned to the factory for 
approval. If the number of dealers 
in any section is already filled, and 
additional contracts are refused. The 
dealer contract department should 
carefully check each application and 
watch that a territorial franchise 
given to one dealer does not inter- 
fere with some other contract from 
the same section. 

It is only by treating the dealer 
contracts with the utmost seriousness 
that these contracts can be made val- 
uable franchises which the dealer will 
work hard to retain. 

If contracts are placed in a hit or 
miss fashion, such as giving three 
“exclusive” contracts to three dealers 
in the same small section, such con- 
tracts become mere meaningless scraps 











Doesn’t this make you hear the call of the old woods? 
have heard it for years and years. 
Canadian wilderness do not cut themselves off from civilization any more. 
these men had a 200-mile canoe trip before arriving in the haunts of the bull moos: 
their radio set put them next door to civilization—Underwood & Underwood, 


Along about now you 


Nowadays, however, big game hunters in th 


Althoug! 
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Radiola 20, with 5 
Radiotrons, list $115 





Radiola 25, with 6 
Radiotrons, list $165 





MADE 


VERY dealer knows now what the 
1926 demand will be. Since the first 
announcement of the 1926 RCA line, in- 
terest and demand have been too great 
to meet by straining every effort of pro- 
duction. The new RCA line fills, today, 
the demands of tomorrow—with: 


A uni-controlled five-tube set 
that out-does all previous tuned 
radio frequency sets; 


A six-tube Super-Heterodyne and 
an eight-tube Super-Heterodyne 
that can either be used with dry 
batteries or adapted for A.C. 
drive; 


A de luxe Radiola, with power 
speaker and complete A.C. drive 
—no batteries at all; 


Radiotrons and loudspeakers to 
bring up-to-date the sets you sold 
last year, and to make the new 
sets greater in performance. 


RCA-Radiola 


RADIOTRONS 


BY THE MAKERS 


aos 


OF 
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Plan now for 


riSIMas and 1926 





RCA Loudspeaker, 
Model 100, list $35 





RCA Loudspeaker, 
Model 102, list $140 





RCA Duo-Rectron, 
list $65 





RCA Loudspeaker, 
Model 104, list $245 
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RADIO CORPORATION OF AMERICA-NEW YORK:CHICAGO*SAN FRANCISCO* 
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The Peer of 


Neutrodyne Receivers 


PAYS THE SELLER 
PLEASES THE BUYER 








Designed to dominate the field in quality. Backed 
by a Sales and Service Campaign that protects you 
against any depreciation in your investment. 


‘Eagle Life’’ sent on request. A helpful, interest- 
ing and amusing monthly. Get on the mailing list. 


EAGLE RADIO COMPANY 


17 Boyden Place 

















£4G my stat et 
LER ComP! 
GE RADIO CON 


Newark, FE New Jersey 
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E. C. Jones, radio expert with the Elec- 
trical Supply Co,, New Orleans, La. They 
say E. C. has to sleep at a neighbor’s house 
to keep from answering questions all night. 








of paper, which the dealer soon 
learns to relegate to the limbo of the 
scrap basket. 





The factory must learn that a deal- 
er contract is an important document, 
not to be lightly given, but once giv- 
en, it must be respected. 








A franchise contract really means 
something to the dealer if he is satis- 
fied as to the following: 





1. That the factory has so ar 
























CONCERT 
UNIT 





THE HEART OF THE SPEAKER 


The large size of this Unit gives great range with tone of most pleasing 
quality which combined with the special amplifying properties of the 
Burns horn produces remarkable results. Horn is of a distinctive design 
a pyralin flare in several handsome finishes—pleases the eye as well as 
the ear. 


No. 205B—With black flare..........00000000000000.... $22.50 
No. 205D—Mahogany tinted flare.................... 25.00 
No. 205P—Mother-of-pearl flare _................... 30.00 
No. 100 —Medium phonograph unit............ 10.00 
No. 120 —Concert phonograph unit.............. 12.00 


GET OUR TRADE PROPOSITION NOW 


CHICAGO — U.S.A. 








ranged the territories of each whole 
sale distributor that no distributor 
will dare to sell elsewhere. 


2. That the factory’s distributor 
in any territory will not deliver sets 
to anyone except a regularly author- 
ized dealer who holds a_ contract 
signed by us. 

3. That authorized dealerships 
are given only to regular radio mer 
chants who sell along ethical lines. 

4. That the factory regards its 
dealer contract as a _ real binding 
franchise agreement and not as a 
mere selling diploma. 

5. That the distributor, under the 
| supervision of the factory, will resist 
the temptation of appointing new 
dealers after the dealer quota for any 
city or town has been filled. 

6. That the factory will cance! 
immediately any dealer’s contract 
when that dealer is found to be us 
ing unethical selling methods,—and 
that such contract will be cancelled 
no matter how big the store is nor 
how high the credit rating may be 

7. That having limited its dealc’ 
contracts, the factory will keep i's 
authorized dealers supplied with ° 
| continual stream of dealer helps 
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| EVEREADY 


| Radio Batteries 
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EVEREADY HOUR 
EVERY TUESDAY at 9 P. M. 
Eastern Standard Time 


For real radio enjoyment, tell 
your customers to tune in the 
**Eveready Group.’’ Broadcast 
through— 


WEAF New York 
WJAR Providence 
WEE! Boston 
WTAG Worcester 
WFi Philadelphia 
WGR Buffalo 
WCAE Pittsburgh 
WSAI Cincinnati 
ww Detroit 


Minneapolis 
wcco { St. Paul 
woc Davenport 
KSD St. Louis 











“Tey are 


SAys the J. H. McGrath Co., 
Hastings, Neb.: “We carry a 
complete line of Eveready 
Batteries and find that they 
meet the most exacting re- 
quirements; are the easiest to 
sell because they are nationally 
known and advertised and 
have consumer acceptance. 
They are repeaters because 
they are satisfactory. We lose 
no sales with our stock of 
Eveready Batteries.” 


EVEREADY 


repeaters’ 


There are thousands of 
dealers who are as happy as 
Mr. McGrath, and for the 
same reasons. The salesmen 
who supply these dealers with 
Evereadys are happy too; it 
paid them as it will pay you 
to sell the trade on Eveready 
Radio Batteries. 

Manufactured and guaranteed by 
NATIONAL CARBON ComPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas 


Kansas City Pittsburgh 


Canadian National Carbon Co., Ltd., Toronto, Onta 





Radio Batteries 


-they last longer 
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New Radio Products, Illustrated 

















Three new radio products of the 
American Bosch Magneto Corp. 
Springfield, Mass. Upper left shows 
the “Ambotone” reproducer with a 
wooden conoid. ‘The entire cone 
diaphragm is of wood, finished in 
mahogany with a parquetry inlay 
touch. Base and metal parts are 
finished in art bronze. The Bosch 
junior reproducer shown above is 
similar to the bigger “Ambotone” 
except that its reproducing cone is 
directly attached to wood. Lower 
left shows the “Amborolo” six tube 
receiver, There are no outside dials, 
two indicators only appearing 
through two windows in a bronze 
plate. It has two stages of cascaded 
radio frequency and three stages of 
audio amplification, 









The Allen-Bradley Co., of Milwau- 
kee, Wis., has developed a resistance 
coupled amplifier to amplify all tones 


proportionately without distortion. 
The Bradley amplifier, as it is called, 
is compactly designed and small in 
size. All wiring, resistors, and con- 
densers are contained in a highly pol- 
ished bakelite base. Only the tube 
sockets and terminals extend above 
the base. 


The resistors used in the Bradley 
amplifier are Bradley-units (moulded 
resistors). All joints inside are sol- 
dered to assure perfect contact. The 
tube sockets are designed to hold the 
new UX tubes as well as tubes of the 
UV 201-A type. Only the UV-199 


tubes require an adaptor. Tube con- 
tacts are silver plated, and so de- 
signed that positive contact is as- 
sured. 





The “Symphonic” speaker is a prod- 
uct of the Manhattan Electrical Sup- 
ply Co., Inc.. New York. It consists 
of a carved cabinet which contains 
four horns of different sizes to give 
correct amplification. The reproduc- 
tion is non-directional and has a con- 
cert modulator adjustment. 











Complete aerial kit manufactured 
by Swan-Haverstick, Inc., Trenton, 
N. J. It contains aerial and lead-in 
wires, lightning arrester, lead-in strip, 
four nail knobs, ground clamp, two 
insulators, and two screw eyes. 








Above is shown the Wirt radio wall 
insulator which is manufactured by 
the Wirt Co., Philadelphia, Pa. It is 
made of brown glazed porcelain with 
bracket provided for rigid fastening. 
The insulator insures ample insulation 
for the lead-in wire. Heavy brass 
screws are furnished for mounting. 








The new “Twin Eight”tuned radio 
frequency transformer has been per- 
fected by the Bodine Electric Co., 
2244 W. Ohio St., Chicago. This coil 
apparently gets rid of the disadvan- 
tages of the solenoid and _ toroidal 
coils. Like the toroidal coil, its mag- 
netic field is self-contained, but in the 
“Twin Eight” the primary and sec- 
ondary windings are very close to- 
gether thereby securing greater vol- 
ume. This concentrated magnetic 
field prevents all possibility of inter- 
ference with adjacent coils, conden- 
sers, tubes. Clearer reception with 
greater volume and improved selec- 
tivity are all claimed for the “Twin 
eight.” 











The Belden Mfg. Co., 2300 S, West- 
ern Ave., Chicago, has placed a bat- 
tery cable on the market that is very 
similar to the Belden radio battery 
cord. It is supplied in 100-foot 
lengths on spools, or 200-foot lengths 
in coils. The cable consists of 2 No. 
16 B. & S. stranded and 3 No. 20 B. 
&. S. stranded copper conductors, 
each rubber covered and insulated 
with individually colored cotton braid, 
coded in accordance with the stand- 
ard of the A. M. E. S, The entire 
unit is then encased in a heavy, 
black, glazed cotton braid cover. 
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Balkite Radio Power Units 
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They provide unfailing, uniform 


current for both circuits 


CIRCUIT 


Balkite Battery Charger 


This popular battery charger is en- 
tirely noiseless and can be used 
while the radio set is in operation. 
If your battery should be low you 
merely turn on the charger and 
operate the set. Charging rate 2.5 
amperes. Operates from 110-120 
AC 60 cycle current. Special model 
for 50 cycles. Also for 25-40 cycles 
with 1.5 ampere charging rate. 


Price $19.50 West of Rockies, $20 
In Canada, $27.50 





Balkite Trickle Charger 


Charges both 4 and 6 volt radio 
“A” batteries at about .5 amperes. 
Usable in 3 ways: (1) Asa regular 
charger with a low capacity storage 
battery for sets now using dry cells. 
(2) With storage battery sets of 
few tubes. Furnishes more current 
than used by 6 dry cell or 2 storage 
battery tubes, so that if used dur- 
ing operation it need be used at no 
other time. (3) As a “trickle” or 
continuous charger for storage bat- 
tery sets of as many as 8 dry cellor 
storage battery tubes. Sizes 54 in. 
long, 2% in. wide, 5in. high. Oper- 
ates from 110-120 AC 60 cycle cur- 
rent. Special model for 50 cycles. 

Low capacity batteries especially 
adapted for use with this charger 
with sets now using dry cells are be- 
ing offered by practically all leading 
battery manufacturers this fall. 

Reputable manufacturers are 
also offering this fall for use with 
this charger special switches which 
turn on Balkite “B” and turn off 
the charger when you turn on your 
set. This makes the current supply 
for both “A” and “B” circuits 
automatic in operation. 


Price $10 West of Rockies, $10.50 
In Canada, $15 


¢ BALKITE BATTERY CHARGER - 





Balkite Radio Power Units improve and simplify radio 
reception. With their use the radio current supply is 
unfailing and always exactly what is required for each 
circuit. They reduce the amount of attention required 
by the set. : 


The Balkite Battery Charger is entirely noiseless an 
can be used while the set is in operation. 


The Balkite Trickle Charger is especially adapted to 
sets of small “A” current requirements —any dry cell 
set, and storage battery sets of few tubes. It enables 
owners of sets now using dry cells to make a most 
economical installation. 


Balkite “B” II is also well-known. It was the outstand- 
ing development in radio last year. It eliminates “B” 
batteries and supplies plate current from the light socket. 
It fits any set. 


The new Balkite “B” at $35 is especially designed to 
serve sets of 6 tubes and less. With such sets it will 
perform exactly as does Balkite “B” II with sets of larger 
“B” current requirements. 


Noiseless—No bulbs—Permanent 


All Balkite Radio Power Units are based on the same 
principle. All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out of order. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to wear out or replace. They require no 
other attention than the infrequent addition of water. 
They do not interfere with your set or your neighbor’s, 
Their current consumption is remarkably low. They 
require no changes or additions to your set. 


An “A” battery, a Balkite Charger and a Balkite “B” 
constitute a complete, trouble-free radio power equip- 
ment, one that is economical, unfailing in operation, 
and eliminates the possibility of run-down batteries. 


Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


FAN STEEL 


Balkite 


Radio Power Units 


BALKITE TRICKLE CHARGER 


CIACUIT 





U. S. Patent 
May 27, 1924 





Balkite ““B”’ 
Eliminates “‘B” batteries. Supplies 
plate current from the light socket. 

rates with either storage bat- 
tery or dry cell tubes. Keeps “B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 
plate current supply is never low. 
Requires no changes or additions 
to your set. No bulbs— nothing to 
wear out or replace. Requires no 
attention other than adding water 
twice a year. 

A new model, designed to serve 
sets requiring not more than 20 
milliamperes at 90 volts—practi- 
cally all sets of 5 tubes or less, and 
most 6 tube sets. Size 84 in. long, 
8 in. high, 34 in. wide. Occupies 
about same space as 45 volt dry 
“B” battery. Operates from 110- 


120 AC 60 cycle current. Special 
model for 50 cycles. 
Price $35 
In Canada, $49.50 





Balkite “B”’ II 


The most outstanding develop- 
ment in radio last season. Same as 
the new Balkite “B’’ but will fit any 
set including those of 8 tubes or 
more. Current capacity 40 milli- 
amperes at 90 volts. Size 9 in. high, 
6% in. wide, 7‘; in. deep. Operates 
from 110-120 AC 60 cycle current. 
Special model for 50 cycles. 
Price $55 
In Canada, $75 


Se 
The Unipower, manufactured 
by the Gould Storage Battery 
Company, is equipped witha spe- 
cial Balkite Radio Power Unit. 


* BALKITE“B” + BALKITE “B” Il ) 
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New Radio Products, Illustrated 
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The new Kolster 
eight tube set is a 
product of the Fed- 
eral Telegraph Co., 
Woolworth Building, 
Now York. It is a 
single control unit 
and the new Kolster 
split-circuit is used in 
it. This circuit pro- 
vides adjustment of 
coupling to the exact 
degree required for 
each wave length, it is 
said. It has four 
stages of audio ampli- 
* fication and_ three 
| stages of tuned radio 
frequency. <A_per- 
- pendicular scale cal- 
_brated into wave 
> length divisions elim- 
inates tuning dials, 
The Kolster Six dif- 
fers from the eight 
© tube set in that it has 
© « dual control. 
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A new transmitting tube—the “H” 
tube, said to be in design the most 
radical departure from any tube ever 
placed on the market, is the latest 
achievement of the DeForest Radio 
Co. engineers. In construction the “H” 
tube has its leads placed like the four 
points of a cross, one out from either 
side,—and éne from top and also bot- 
tom. This makes possible the use of 
extremely high voltage with no chance 
of flash over. The tube’s efficiency is 


thereby increased and danger of break- 
downs eliminated. 











The Waage B 
eliminator is a 
product of A. H. 
Waage, 6 Reade 
St.. New York 
A RIA type 
tube is used; old 
tubes that don’t 
work in a set but 
still light will 
work fine in the 
eliminator. D.C. 
needs no tube. 











The Robbins & Myers Co., Spring- 
field, O., has just introduced a new 
radio reproducer. This reproducer is 
unique in the fact that by means of a 
horn cut-off and headset connection 
built into the base, group entertain- 
ment is had with the horn, or individ- 
ual recention is obtained with the 
headsets. 








The “Hemco” radio tube vitalizer has 


heen placed on the market recently by 
George Richards & Co., Chicago. This 
new tube vitalizer is based on the dis- 


‘covery that with proper electrical treat- 


ment a fresh supply of thorium can be 
brought from the inside of the filament 
to the surface. 





The Eagle Radio Co., Newark, 
N. J., has brought out an = im- 
proved Model F neutrodyne receiver. 
The black bakelite vanel is finished 
with gold trimmings and _ lettering. 
The battery switch and phone jack 
are also of gold. ‘The set is designed 
to operate with five 201 A or 301 A 
tubes, or with four 201 A or 301 A 
tubes and one power tube. Other 
points of improvement are, first its 
radio frequency coils, second its vol- 
ume control. 

The wire on both primary and sec- 
ond is space wound on very thin cylin- 
ders of celulose acetate. 

Instead of a switch which changes 
from first stage to second stage, the 
Eagle model F resistance is across 
the secondary of the second audio 
frequency transformer. This permits 
a gradual regulation of volume. Pic- 
ture shows Console type C-1 with 
model F neutrodyne. 
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An Important Accessory ee 
that sells fast at a good profit 
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HE Bradley-Amplifier is not a “radio part”. It is 

an essential, fast-selling radio accessory that appeals 
equally to the owner of a factory-built set and to the 
man who has built his own receiver. This is a “resist- 
ance-coupled” year! There is a marked tendency to , 
use resistance-coupling in place of transformer coupling 
for audio-amplification. 


Can be installed within radio cabinet. 
UX as well as old tubes can be used. 


Capitalize on the trend of the times and make the maxi- 
mum profit by boosting the Bradley-Amplifier, the most 
compact resistance-coupled amplifier in the radio field. 
It is widely advertised and backed by an established 


manufacturer of high-grade radio devices. 





All resistors, condensers, and wiring, 


are concealed within Bakelite base. 





Investigate, today. Recommend the 








OO 


Bradleyunit resistor is made of solid 
molded material which does not 
change with age. All units are soldered. 
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g 
KESTEI 


Rosin Core 


RadioS OLDE! 


is Safe and Simple 


Lo Sell 


USE IT'S 


a toUse 


THAT’ S the beauty about Kester 
Radio Solder—it’s easy to sell 
because it is ready for use. It 
*“Reauires Only Heat.”’ 

Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 

No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 

For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


Sure 
@ 


APPROVED BY 
RADIO ENGINEERS 


CHIC AGO SOLDER COMPANY 





THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST 


{ window trims, etc.,—during the sea- 
| son. 

8. That the dealer has confidence 
in the contract only if he knows that 
the factory maintains a staff of men 
who travel around the country in- 
vestigating whether the dealer con- 
tract is properly placed in the hands 
of good merchants, and that even 
though an unethical dealer may be a 
friend of the jobber’s salesman, that 
such types of dealers will not have 
the contract approved by the fac- 
tory. 

9. That the factory pays the bulk 
of the cost of such help as direct 
mail campaigns to the dealer’s pros- 
pects. That all the addressing, im- 
printing, stamping, etc., of such mail 
campaigns, for which the dealer has 
no facilities, will be done by the fac- 
tory in the dealer’s behalf. 

10. In short, that the factory pol- 
such that the authorized 
dealer has good reason to feel that 
he is a member of the manufacturer's 
business family, tied to the factory by 
the knowledge that the factory 
means, not merely to sell the dealer, 
but to see that the dealer makes money 
on the goods he has bought. 

When these 10 requisities are filled, 
a dealer’s franchise really 


icy is 


means 
something. 

Having given the jobber his terri- 
torial franchise, and the dealer a like 
franchise, the factory must scrupu- 
decline business 


lously from large 


mail-order houses. 











Moreover, the distributor must be 
strictly prohibited from selling at a 
discount or otherwise to the purchas- 
ing departments of large industrial 
plants. That, in fact, the distributor 
will deliver only to contract dealers. 


Fancy the disappointment of a 








Harold G. 
radio department, Wetmore-Savage Elec- 
tric Supply Co., Boston, Mass., and E. W. 


Campbell (left), 


manager 


Littlefield, sales manager of the automo- 
tive department of the same company. 
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The much advanced designs and un- 
usual features of BLANDIN RADIO 
CABINETS at once arrest attention. 


They possess all the marks of fine 
exclusive cabinet making and our low 
cost and 100% jobbing policy make an 
attractive proposition for live jobbers. 


When you offer BLANDIN CABI- 
NETS you have something different, 


something much better and easy to sell, 
which means greater business for you 
and your dealer customers. 


We are certain our jobbers policy will 
be of extreme interest to vou and will 
gladly send complete det ails upon re- 
quest. 


ang ay 
“gay 


(Patents Pending) 
Blandin Console 
75 E 





This beautiful Blandin Console is finished in a 
hand rubbed lacquer-Mahogany—in English 
Brown. It will take any panel up to 7” high 
“bea “Cc” 
It is so con- 


with room for “A” storage battery, 


batteries and battery charger. 


structed as to make it possible to mount the 
panel in either a vertical or slanting position. 











Duplex 
The New Blandin Duplex show: 
here takes panel 7x18, 7x21, 7x24 
7x26. Grooved for #” panel. Pane! 
may be mounted either vertical « 
Ample room for dry batteries. Hand 
finished—hand rubbed lacquer. 


slanting. 
somely 


Blandin Phonograph Co., Inc. 
1000 16th Street 
Racine, Wisconsin 
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See us at 
CHICAGO 
RADIO SHOW 
Nov. 17-22 







Majestic 
A&B 


Current Supply 


Eliminates Both “A” and“B” Batteries Model WG-10 


Ebony finish. Retails for 


A really perfected current supply 
unit—made completely in our own fac- $ : > 50 
tory. Our guarantee is a Manufactur- 1 ~ 
er’s guarantee of his own work. That, 
to you, as a dealer is worth money. 











No more does your customer have 
the annoyance of batteries and their ills, 


@ ® 
chargers, hydrometers, etc. All this is May estic 


eliminated. 


With the Majestic just plug into R e Pp Cro du CeT 


your house current supply and turn the 
switch. That’s the whole story. Volume and Tone 


Retail Price d th REAS N. i 
Without Tubes see ’ a * 


$ 50 The Majestic Reproducer is manu- 
« 
—_= factured—not assembled. Every part 


is made under our own roof by our own 





skilled craftsmen. The result is volume 
and tone unexcelled in the industry. 


Follow the reasons: 


1 Genuine Roxalin horn hydraulically pressed. 


Bases beautifully finished in crystalline lac- 
quer. 





3 Exclusive “constant tension”’ diaphragm. 


4 Adjustable lever volume control. 


Snwtias nib ce. ketone yan citeeniate ate «ernie 
iS) 


5 Elimination of all harsh sounds. 














Manufactured by 


GRIGSBY --- GRUNOW --- HINDS CO. 
4546 Armitage Avenue, Chicago, Illinois 


In Canada: Benjamin Electric Mfg. Co., of Canada, Ltd., Toronto. 
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AERIAL KITS 

















Profit Producers 
Time Savers 


For the Jobber 


offered in four standard styles or 
packed special to order—write for 
quotation. 


Swan-Haverstick, Inc. 
143 EAST STATE ST. 


Trenton New Jersey 


REPRESENTED BY 
A. I. CLIFFORD CO. S. H. STOVER & CO. 
Odd Fellow’s Bldg. Century Bldg. 
Indianapolis, Ind. Pittsburgh, Pa. 
SAGE & HEARL POPKIN BROS. 
208 N. Canal St. Madison Theatre Bldg. 
Chicago, Ill. Detroit, Mich. 








J. P. LANE 
Chemical Bldg. 
St. Louis, Mo. 

J. J. SMITH 
216 E. Lexington St. 
Baltimore, Md. 


. F. MEYN 
406 Mutual Bldg. 
Kansas City, Mo. 
BARNES & CO. 
245 8. E. Lake Drive 
Atlanta, Ga. 





Open to Appoint Revcresentatives in Unoccupied 
Territory. 

















4 Foot 1109 
8Foot $125 








Combinin: 
Cante ane Seldering Logs 
Lite Brother to the 


muinepiue 





Mowano 6 JONES 616 5 CANAL $e emcacoone 
A NNOUNCING a new 
and very practical bat- 
tery connector, the Jones Cabe- 
lug consisting of a five wire 
coded cable, anchored to an in- 
sulated block, cable ends pro- 
jecting from the block serving 
as terminals for the set leads. 
The block is permanently 
mounted on the panel, or sub- 
panel, allowing the set builder 
to complete his wiring arrange- 
ment, and leaving nothing to 
connect but the battery leads. 
No binding posts required. 











Howard B. Jones 
618 S. Canal St., Chicago 











‘only to find later that the prospect | 


dealer who has made two or three | 
demonstrations of a receiver to a pros- | 
pect, and virtually sold him the set, | 


| 
has bought a set of the same make 


at a discount from his barber or his 


department of his own company. 


ganization is to prevent any act which 


will cause the dealer to doubt that | 
the factory’s product is worth its full 


retail price. 


Out of the nebulous radio cosmos, | 
The manu- | 


little worlds are forming. 
facturer may be likened to the sun 
from which the distributor and dealer 
iderive their light, heat and _ profits. 
|A paternalistic situation in which the 
‘policy of the manufacturer must be 
'so rigid, so inviolate and so carefully 
| and sincerely conceived that both 


\distributor and dealer may learn to | 


|lean on that policy with the assurance 
|that it comprises a system that fol- 
lows each receiver from the factory, 
right through to the consumer, pro- 
|tecting the profits of both the dis- 
itributor and the dealer. 

* * * 


Jobbers Visit Chicago Show 


Among the jobbers’ representatives 
| visiting the National Radio Exposition 
‘in Chicago last month were Fred 
'Kroschel and “Bill” Dansboe of the 
| Southwest General Electric Co., who 


_went all the way from Texas to be 
|among those present. 





| 
| 


Sidney Neu, manager of the radio | 


department of Julius Andrae & Sons 
'Co., Milwaukee, Wis., was also seen 
roaming around giving the show the 


“once over.” 
* * * 


' Jones-Beach Takes Kolster Line 
| Jones-Beach & Co., of Philadelphia, 
|have recently taken on the exclusive 
| distribution of the Kolster radio line, 
‘manufactured by the Federal Tele- 

graph Co., Woolworth Bldg., New 
| York, and will have the territory of 


| Pennsylvania and part of New Jersey. 
* * * 


_ Wilmington Installs Test Set 
The Wilmington Electrical Special- 
ty Co., Inc., Wilmington, Del., has in- 
| stalled wave meter and buzzer sets to 
‘energize radio sets when it is desired 
to make tests while no stations are 
| broadcasting. 





garage man or from the purchasing 





No factory can hope to have a} 
loyal dealer family unless it has so} 
\set up its merchandising system so as | 
to prevent such practices. The only | 
way to hold a loyal dealer system or- | 


QUALITY 


—the key to permanent and profitable patronage 


APEX Vernier Dials 


RADIO purchases are now conducted on a 
progressive basis. 


Buyers are constantly 
searching for improved equipment. Quality 
receives greatest consideration. Display of 
meritorious apparatusinsures development 
of profitable trade. Apex Vernier Dials stand 
for the greatest attainable valuein dialcon- 
struction and actual delivery of satisfactory 
service. They eliminateundesirableelements 
and present outstanding improvement in 
desirable features. Make tuning positive— 
bringin greater number of distant stations 
—simplify logging and greatly enhance the 
beauty of anyset. Ratiol2to1. Adaptable 
to any \-inch shaft. Clockwise and 
counter clockwise. 
Royal Brass Fin. 4-in., $1.50 list. 3%4-in., $1.25 list. 
Satin Silver Fin. 4-in., $1.75 list. 3/%-in., $1.50 list, 
De Luxe Gold Plated (24K) Finish 7 
4-in., $2.50 list 3Y%-in., $1.85 list 
APEX RHEOSTAT DIALS 

are companion pieces to APEX Vernier Dials— 
adding an atmosphere of luxury and improving 
the utility value of any set. Size, 2-in. Fits 
any %-in. shaft. Royal Brass Finish, 60c list. 
Satin Silver Finish, 70c list. De Luxe Gold 
(24K) Finish, 800 list. 


For particulars relative to un- 
usually attractive proposition 
to dealers, write 
APEX ELECTRIC 

MFG. C 


1410 W. 59th St., Chicago Qualiv Radic Apparat 


Dept. 1129 





















4 Collapsible 
Loop Aerials 





Nationally advertised in lead- 
ing radio and general maga- 
zines and sold only through 
the legitimate jobbing trade. 
Write for catalog. 


Lincoln Radio Corporation 
224 No. Wells St. Chicago 





| 


| 














November, 1925 


THE JOBBER’S 


= 


M|SALESMAN 








“FOUNDED ON 










A marvelous, new aerial that is guaran- 
teed to give greater distance, easier tun- 
ing, more perfect selectivity. Consists of 
pure copper ribbon, heavily enameled, 
wound around sturdy, weather-proof rope. 
Try this new aerial for better reception. 


Ott. .........gnee Wen. 
ee See 3.85 150 ft. ..... 





a \ 
Qs 
i 
ra ¥ 


Fits into sash as pictured. 
Made of pure copper rib- 
bon—% inch wide, heavi- 
ly enameled by special 
process. Triply insulated 
with waterproofed fabric. 
Thousands of users rec- 


\\" 


ommend them for satisfactory service. 


| 
| 





Each 35c. 
Acorn Master Switch 


(Unenameled—25c). 


Instantly connects your battery to 
charger or battery to receiver. 


Single socket type $5.00. 


Double socket type (for use with B-elim- 
inator) $6.25. 


Send for circulars on Acorn Products. 
Write for 


Jobbers discounts 


Acorn Radio Prod. Co. 


720 W. Madison St. 
CHICAGO 


Dealers 


THE BELIEF THAT THE 








A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 


country consider THE 
JOBBER’S SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
littleironman! Subscribe 
today and recommend 
THE JOBBER’S SALESMAN 


to your friends. 














SALESMAN OF THE 


| The Woman in Radio 


Recently an article appeared in one 


a radio receiver because she judges 
entirely by the outward appearance 
rather than by its performance. The 
young man who wrote the article 
must have lived on an isolated island 
somewhere or he never would have 
made such a statement. A trip to two 
or three radio sales rooms will show 
him that the woman, while she may 
not buy a set that doesn’t harmonize 
with her house furnishings, 


tone qualities. Many of the radio 
dealers have exchanged sets three or 
four times because the lady of the 
house objected to the squeals, howls 
or lack of pure tone reproduction. 
When she finds the set that gives the 
service which she knows it should, she 
will soon arrange it to conform with 
the furnishings of her home. 


Women are quick to see the un- 
limited possibilities of radio. When 
broadcasting became popular there 
was a great deal said against the 


contending that her voice hadn’t suf- 
ficient carrying qualities 


day many of the biggest stations have 
women giving out the programs. 
Radio was still very young when a 
woman in New York took the agency 
for its sale and established a splendid 
service department for her clients. 
One woman connected with a Jersey 
firm just returned from a coast to 
‘coast trip during which she sold 
| radio parts, and another woman lit- 
‘erally went in the air, in a Curtiss 
plane in the interest of radio. 








| 





/ern women something more than just 
la mediocre opportunity. To the live- 
'wire woman radio offers unlimited 
possibilities in its hundreds of de- 


partments. 


* * * 
New Home for Southern 
Electric 
A handsome new building now 
houses the Southern Electric Co., 


_Richmond, Va. It is in keeping with 
‘the time and electrical progress of 
the south. The company’s working fa- 
cilities have been greatly increased 
and the building has been especially 
planned to give quick service in the 
jobbing business. It is located at 
| Fourth and Canal Sts. 





of the papers in which it said that 
a woman should not be the chooser of 


won't 
even look at one which hasn’t good 


woman as announcer or entertainer, 


and her 
throat couldn’t stand the strain. To- 


As a) 


matter of fact, radio offers the mod- | 
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B 
Eliminators 


Assured Success 
With New Type 
Tubes 


and 


[orca 


Transformers 





Designed especi- 
ally for operation 
with the new 
Filament and 
Non - Filament 
Tubes, Dongan 
Transformers and 
Chokes are most 
essential parts of 
the remarkable 
new B-Eliminat- 
ors. These new 
Eliminators are 
thoroughly en- 
dorsed by Cocka- 
day and other 
authorities. 


and Chokes 





Transformers 
No. 509 Full wave for Raytheon Tubes. 
No. 537 Full wave for R.C.A. UX213 Tubes. 
No. 537 Full wave for Cunningham CX313 
Tubes. 
No. 538 Half wave for R.C.A. UX216-B Tubes. 
No. 538 Half wave for Cunningham CX316-B 
Tubes. 


20 henry. 
30 henry. 
50 henry. 


DONGAN ELECTRIC 
MANUFACTURING CO. 
2993 Franklin Street Detroit, Mich. 
Transformers of Merit for 15 Years. 














| 








STRAIGHT LINE 


PROUOFOO 


CONDENSERS 


Jobber Salesmen will find these condensers 


worth handling for two reasons. First, they 
are manufactured under the supervision of 
the inventor, a recognized authority on 
radio engineering. Each unit is laboratory 
tested and represents up-to-the-minute con- 
denser efficiency. Second, they are sold only 
through legitimate jobber channels. 


Write today for complete information on 
these and other Proudfoot Radio Products— 
Train Gear Dials and Matched Coils. They 
are all live numbers and good “order 
starters.” 


CRUVER MANUFACTURING CO. 
2456 W. Jackson Blvd. Chicago, IIl. 
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When Architects Specify 


However rigidly architects may lay down specifications 
for electrical switch equipment, Square D is certain to 
satisfy every possible requirement in any industry. For 
Square D is designed to go wherever current goes— 
built to meet the most exacting conditions in every 
field it serves. To this fact Square D, “the pioneer 
safety switch’, owes its established leadership, now 
based on more than 3,000,000 satisfactory installations. 


See Saturday Evening Post of November 7 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. (83) 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


BRANCH OFFICES 


Boston Minneapolis 
New York Syracuse 
Pittsburgh St. Louis 
Philadelphia Atlanta 
Cincinnati Milwaukee 


BRANCH OFFICES 


Cleveland Kansas City 
San Francisco Chicago 
Los Angeles Baltimore 
New Orleans Buffalo 
Indianapolis) Columbus 


UARE D 


Safety Switch 














The Bottle Neck in the 
Electragist Trade Policy 


(Continued from page 10) 


siderably above the average. But, 
let us also bear in mind that your 
membership represents approximately 
only 10% of the total number of con- 
tractors and dealers actually doing or 
attempting to do business in the 
United States. 

I am sure that the trade policy 
which you have pronounced is meant, 
| not merely for your membership, but 
| is meant for your branch of the in- 
| dustry as a whole. Therefore, in 
| order that we may get a picture of 





what would happen if this trade policy 

were put in effect today, we should 

consider total figures for the entire 
| country, including all contractors and 
dealers on the one hand, and figures 
including all the jobbing houses on 
the other. 


According to the most recent avail 
able statistics, there are approxi- 
mately 3500 manufacturers of various 
electrical products. There are ap- 
proximately 680 jobbers. There are 
24,300 contractors and _ contractor- 
dealers. That means in numbers your 
trade group is quite amply equipped. 
But unfortunately numbers alone do 
not count. : 

Let us be liberal and grant that 
each of these contractors or dealers 
represents a working capital of 
$1000.00. This gives us a total ot 
$24,300,000, as representing the work 
ing capital of the contractor-dealer 
branch of the industry. This figure 
is, of course, approximate. More ac- 
curate figures are available for the 
jobbing branch and show an invested 
capital of about one hundred million. 


If, then, we were to decide that 
your established trade policy is to be 
enforced at once, we would face the 
practically impossible situation 0! 
having to find some way by which tl 
jobbing branch with an invested capi 
tal of approximately one hundred mil 
lion is to exist and thrive on what 
ever business can be developed by th 
contractor and dealer branch with ai 
invested capital of slightly ove: 
twenty-four million, 


Let us consider the problem fron 
another standpoint. Manufacturers 
of all classes of electrical materia 
produced in the year on which I hav: 
statistics, a total of 833 million dol 





lars worth of goods. Jobbers during 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER .. . M6&inulons. 












Main photograph shows high 
tension joints on primary side 
of three 150 KVA Transform- 
ers. Outside installation exposed 
to weather. 








Applying Tape on main feeder 
from transformers to switchboard. 











Applying Tape on High Tension 


Joint. 















Applying Rubber Tape and Fric- 
tion Tape on High Tension joint. 





Protection—Insulation—Durability 
For Small or Big Installations 


For inside or outside—whatever the volt- | reaches standards far higher than those set 
age — Firestone Friction Tape brings you by government specifications or by the 
the certainty of sure protection, perfect leading manufacturers of electrical equip- 
insulation and long, weather-proof life. ment. Sold in convenient display cartons. 


For prices, discounts and specifica- 
tions, write to the Home Office at Akron 
or to the nearest Firestone Branch. 


Rigid laboratory tests insure that in 
tensile strength, dielectric quality, ad- 
hesion and durability, every inch 





of Qualily 


irestone 


FRICTION TAPE 
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HATUUAOUNUOALAESU CEST CAGE Eee 


ULC 





Boost Your Sales with ABolites 


(Porcelain-Enameled Steel Reflectors) 






ABOLITE 
UNITS 


SHALLOW DOME 
A B NECK 











TYPE DF TYPE DV TYPE DW 
One-Piece Formed This Shallow Dome AB- One-Piece Venti- 
Neck Type. Non-In- olite Reflector Unit gives lated Type. Non-In- 
terchangeable. wide light distribution for terchangeable. 
outside illumination. Made 
also in— 
TYPE DSC TYPE DS TYPE DH 
Combination Stand- For Brass and Weather- F or Commercial 
ard Outlet Box Cover proof Sockets. Inter- Brass Shade - Holder. 


and ABolite Shade- changeable A B Neck fits Fits all ABolite Two- 

Holder. Fits all A B all ABolite Two-Piece Type Piece A B_ Neck 

Neck Reflectors. Reflectors. Reflectors. 
—AND, FOR SCREW-NECK REFLECTORS— 





As 8 


TYPE DT TYPE DEC TYPE DCT 
Shallow-Dome Same Type D Re- T D Reflect 
Screw-Neck (Type flector used with Outlet walk’ te ectdiiamaiian 
D) Reflector used with Box Cover _  Shade- With Standard Outlet- 
Threaded Drawn Cop- Holder with Keyless Box Cover and Keyless 


per Holder. Sign Receptacle. Receptacle. 


ITH the 9 ABolite Holder Types shown 
here, it’s easy to fill your customers’ 


Shallow-Dome needs PROMPTLY. That 
pleases THEM. 


The Two-Piece interchangeable ABolite fea- 


ture keeps your stock moving FAST and 
PROFITABLY. And that pleases YOU. 


Ask us for Catalog 178-A—T oday 


A B PRODUCTS DIVISION 
THE NATIONAL SCREW & MFG. CO. 
2440 East 75th Street 
CLEVELAND, OHIO 
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the same period did a business of ap- 
proximately 573 million dollars. 


Under your pronounced trade policy 
the flow of goods to the consumer 
should be through the contractors and 
dealers. There are 24,300. We have 
conceded them a working capital of 24 
million dollars. Even if they turned 
their working capital six times a year 
they can take care of only 144 mil- 
lion dollars worth of business. Then, 
we must remember that approximately 
one half of the business volume of the 
contractor represents labor, so actu- 
ally on the basis of a $1000 cap- 
ital and six times per year turnover, 
contractors can handle about 72 mil- 
lion dollars in merchandise. 


With these figures before us, let us 
see what the result will be if we carry 
out your trade policy. The base of 
this chart represents the vast army 
of consumers which it is estimated ac- 
counts for a total of 59 billion K. W. 
hrs. this year. Serving them is the 
contractor-dealer branch with 72 mil- 
lion capacity. Next come the jobbers 
with 578 million capacity. Next come 
the manufacturers with 833 million 
capacity. 

You must grant me that unless we 
could find some way of overcoming 
all this precarious and unbalanced 
condition, the entire industry would 
topple over in the same way in which 
an inverted pyramid would fall from 
sheer lack of support. The fact that 
disaster has not come and that the 
public and the consumer have been 
served in some way or other is due en- 
tirely to the direct communication 
which necessity established between 
manufacturers and jobbers on one 
side and the consuming public on the 
other, 


However, granting that the chan- 
nels of distribution as outlined in your 
pronounced trade policy are logical 
when we apply them to the conditions 
in the industry as found today and as 
reflected in this chart, it must be read- 
ily admitted that we would be attempt- 
ing the impossible if we tried to force 
833 million dollars worth of goods 
per annum through outlets with 72 
million dollar per annum capacity. 

We all know that in the past the 
greater number of contractors and 
dealers have not been able to function 
properly. I have endeavored to show 
you some of the basic reasons for their 
failure to function satisfactorily. The 
manufacturer and the jobber, in obe 
dience to the first law of nature, self 
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The most extensive line of 9 


floor boxes available 
































oO , D 
HE R & S line of floor boxes and 
receptacles covers every phase of 
electragists’ needs. This line is sup- 
plied in a wide range of types and 
sizes, either adjustable or non-adjust- 
able, at prices which make them suit- 
able for all kinds of installations. 
These products are so designed and 
made that, once installed, they will 
aa ~e require no further attention. Boxes Rig 
(Shallow Type) are of galvanized cast iron, floor on 
eee . i 5 ; ? Adjustable Floor Box 
Adjustable Floor Box plates of heavy brass, with gaskets ’ 
to make them watertight. 
ss Plaid eal : Russell & Stoll 
Bulletin 52 describes the various ; 
types of R & S floor outlets. Write Service 
for it today. Special equipment for 
' : conditions which are not 
| We will also send on request Bulle- met with readily availa- 
tin 53 describing the many types and ble material can be had 
capacities of R & S wall ie “a through Russell & Stoll 
apacities o wall receptacles. Service. This Service 
u also includes assistance 
with any unusual prob- 
lems concerning recepta- 
i gy cles and similar devices. 
a Rae Fi ye) Let our experts help you 
djustable Floor Outlet with YOUR problems. 
<— 266 
No. 2580 
Non-Adjustable 
<—1921 FLOOR BOX 
High grade, inexpensive 
floor box for use in wood 
1922—> floors. Easily installed and 
can be firmly secured. Box 
is of galvanized cast iron; 
261 floor plate is heavy brass— 


Combination 
as Illustrated 


Catalog No. 3000 


Height, 6 inches over-all. 
Furnished complete or in 
part. Moulded composi- 
tion receptacle for tandem 
or parallel b'ade plugs. 
Standard finish, brush 
brass. Heavy brass re- 
ceptaclé housing. Brass 
extension, 1% inch, standard 
pipe size. Lock flange of 
heavy brass. 































gaskets make it watertight. 
Furnished with or without 
receptacles and plugs, pro- 
viding for uniformity in 
either high or low tension 
installations. 





Combination 
as Illustrated 


Catalog No. 2630 


Height, 6 inches over-all. 
Designed especially for tele- 
phone or annunciator work. 
Moulded composition bush- 
ing, brass extension, '% 
inch, standard pipe size and 
heavy brass lock flange. 


Standard finish, brush brass. RUSSELL & STOLL COMPANY 


No. 1942 has % inch 


Send for Supplement to 
Bulletin No. 52 


standard pipe size exten- 53 Rose Street, New York, N. Y. 
sion and calls for corre- e etipercre D Buffel 

: . 2620. hicago Clevelan etroi uffalo 
sponding flange No Philadelphia Birmingham Boston Los Angeles 


Portland, Ore. San Francisco 
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Your dealers will 
appreciate this advice 


Every retailer should realize that articles alone 
attract little attention. 

It’s the display material that tells the story about 
the articles and sells the goods. 

Display material is especially resultful for the 
retailer when it tells the story of articles that are 
nationally advertised, because such articles are already 
half sold to the men and women who read the adver- 
tisements in the magazines, and the same story told by 
the display material at the store completes the sale. 

Buss Lights are advertised to millions of people—to 
over half the men and women buyers in every town you 
make. They are advertised in such publications as the 
Butterick Fashion Quarterlies (the national style book 
of the Designer and Delineator Patterns) and the Sat- 
urday Evening Post. 

To back up this, we have prepared some exceptional- 
ly fine display material which, when used properly by 
the dealer, will send his sales a-soaring. 

If the dealer simply sticks a Buss Light in his window, 
he will not sell it. But if he uses the display material in 
connection with Buss Lights, he will make real sales and 
net himself a real profit. 

Tell the dealer to send for the Display Set—it’s FREE. 


BUSSMANN MANUFACTURING CO. » St. Louis. 





The Handiest Light tn the World, 
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If the motorcycle in the picture mean: 
anything, S. V. Alltmont, manager of th« 
electrical department of Brown-Cam)) 
Hardware Co., Des Moines, Ia., must hav: 
been caught showing his usual burst ot 
speed going after business. 





preservation, have had to maintain 
direct contact with the consumer, and 
through that direct contact have man 
aged to survive in business. But, ha, 
it occurred to you that those consumer 
sales, have to a considerable extent 


| enabled the jobber to absorb the tre 


mendous losses which the failures of 
the contractor and dealer group im 


_ posed upon him. 


I believe that there is no thinking 
jobber who would not like to see your 


| proclaimed trade policy 100% in oper 

















ation and recognized by 100% of his 
competitors. However, where the in 
herent instinct for  self-preservation 
cannot be disregarded, no matter how 
much a jobber desires to co-operate 
with you 100% in your pronounced 
trade policy, he can only co-operate 
to the degree in which you and mem 
bers of your trade group can uphold 
your end of the bargain. 


The jobber has a huge investment 
in capital on which he has a right to 
at least earn interest. He has large 
organizations to maintain. If you as 
contractors and dealers expect your 
local jobber to abandon certain direct 
consumer business, you must at thie 
same time be prepared to give that 
jobber your business in exchange for 
the loss. 


Your problem and our problem then 
is, to increase your capacity for ser 
vices so that this narrow column, 
which at present acts like the neck 
of a bottle and obstructs the free 
flow of merchandise in accordance wit! 
your trade policy, will gradually be 
widened. 

Realizing that it is the jobber and 
his organization which alone has con- 
stant and direct contact with the con- 
tractor and dealer group, the Electr: 
cal Supply Jobbers’ Association has 
for several years endeavored to find 
some way by which real co-operati\¢ 
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Why We Put Roller Bearings In Duraduct 





You know what a difference there is be- 
tween hauling a load along a flat surface and 
rolling it over roller bearings. It’s the same 
way fishing wire through loom. Ordinary 
loom has a flat surface in the tube. When you 
fish a wire through it the friction causes the 
waxed braid on the wire to slip back, bunch up 
and clog the tube. But DURADUCT is dif- 
ferent! Its wireway is just one continuous 
chain of roller bearings. That is why DURA- 
DUCT is faster fishing. Wire just hits the 
high spots on the roller bearing wireway. 
There’s no trouble fishing long lengths 
through DURADUCT. Fifty feet fishes as 


easily as five. 


DURADUCT 


Reg. U. S. Pat. Off. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 








For better wiring use all the 
DURABILT products: 


DURADUCT for speed, 
DURAFLEX for safety, 
DURACORD for long life, and 
DURAWIRE for neat work. 
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Jim Betts 
says: 


Look at the effect you'll get 
using my flashing plugs for 
Xmas Trees, Exit Lights, Car- 
nivals, Church Fairs; and as a 
Watchman, “Flash-O-Lite” 
can’t be beat to keep Night 
Prowlers away. 





No tinkering or adjusting. The 
timing is set at my factory and 
“thar she stays.’”? Can’t be 
short-circuited. Made for AC 
and DC, and for all voltages. 
. . « « Well, Son, is there any- 
thing else you can think of that 
you require in a first-rate Flash- 
ing Plug? 





hit 


|LASWO-CITE 


INCORPORATED v 











Ten of my plugs in a special 
counter-display “Checker - 
Betts” carton. I’ve done my 
best to make the layout at- 
tractive and I’ve tried to sug- 
gest ways you can use my plugs 
around the shop to center at- 
traction on some special offer 


you are making. 


1393 Sedgwick Ave. 


NEW YORK CITY 








effort between jobbers and his con- 
tractor and dealer customers, can pro- 
duce the desired results, namely, 
greater numbers of good electrical 
dealers and contractors. 


Accordingly, the jobbers’ associa- 
tion has approved a plan and appro- 
priated the necessary funds with which 
to create a special course of educa- 
tion of jobbers salesmen. 


The course will qualify salesmen 
who take it to act as real advisers to 
contractors and dealers in connection 
with almost any of the problems which 
confront an electrical contractor and 
dealer from time to time. The job- 
bers salesman who completes the pro- 
posed course will become an construc- 
tive force amongst his contractor and 
dealer customers and should become 
a valuable asset as a business builder, 
both for the house which employs him, 
as well as the contractor and dealer 
whom he helps. 

You can see from this, that before 
your association went on record with 
its resolution pronouncing a trade pol- 
icy, the jobbers’ association already 
was earnestly endeavoring to find 
ways and means towards accomplish- 
ing what your association in its trade 
policy has expressed as the ideal proc- 
ess of distribution. 


Your association is now on record 
accepting the jobber as its only logi- 
cal supplier of merchandise. Follow- 
ing this up, your association can, I be- 
lieve, do a great work if it will under- 
take a campaign of propaganda de- 
signed to make contractors and deal- 
ers everywhere realize that the job- 
ber is, after all, his best friend and 
the one from whom he should be most 
willing to accept suggestions. On 
the other hand, it is the jobber who 
will, to a steadily increasing degree, 
depend upon contractors and dealers 
for his volume of business, and it is 
therefore only natural that he should 
want to improve his opportunities 
wherever possible. 

In communities or districts where 
you have active local organizations, 
meetings between the jobber and the 
contractor groups might be arranged 
for the purpose of determining just 
what steps are to be taken toward in- 
creasing the efficiency of the local con- 
tractor-dealer groups. 

Last, but not least, let all of us re- 
member, that the simplest and most 
certain road to success is observance 
of the golden rule: “Do unto others as 








you would have others do unto you.” 





‘STI 


AS coy OC 


Illuminating Facts 
of Sterling Value 


1 STERLING STIPPLE Reflectors elim- 
* inate shadows—increase lighting effi- 
ciency. 


New shapes and sizes of Reflectors 
meet every display lighting need. 


Each Reflector finished with three 
applications of pure grain silver, re- 
inforced with a coat of pure copper. 


The Indian Brown baked _ velvet 
enamel finish harmonizes with pop- 
ular wood and metal colors. 


Adjustable Reflector Holders furnished 
with all STERLING Show Window 
Reflectors. 


Each Reflector packed in individual 
carton to facilitate handling, lessen 
breakage. 


Reflectors fully guaranteed not to 
check, peel, or tarnish. 


STERLING Adjustable Reflector 
Holders fit all standard brass and 
porcelain sockets and receptacles. 


Printed details for installation fur- 
nished with each Reflector. 


Easy to sell, because of greater serv- 
10. ice and satisfaction. 


eC Pn om nn F WN 


Reflector & Illuminating Co. 


Manufacturers & Engineers 
565 W. Washington Blvd., Chicago, U. S. A. 
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bronze or ivory finishes. 


socket and 8 feet of cord. 
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Store Sells Gross of Dim-a-Lamps 


in Four Days! 
A Profit of Over $250.00 






(Patented) 


Brush brass, 
With 
Dim - A - Lite 








clamp. 
lamp. 


This attractive display free to all merchandisers of Dim-A-Lamps. 


Tell your customers about this profit- 
able fixture. 


There never was an electric fixture that 
had more talking points than the Dim- 
A-Lamp. The most attractive clamp 
lamp imaginable, beautifully finished, 
sturdy, it clamps or hangs anywhere. And 
you can turn the light up or down just as 
you would a gas lamp! 


Convenient in the bath-room or guest 
room. Indispensable in the sick-room or 


nursery. Controlled light at the touch of 
a finger—from a dim glow to brilliant 
light by merely pulling a chain. 


Here’s a lamp that sells on_ sight. 
Backed by national advertising of course. 
Every lamp guaranteed to work, to last, 
and to save current. 


And now it sells for the attractive price 
of $3.75! If you are not selling Dim-A- 
Lamps, you are missing lamp sales. 


Philadelphia, Pa. WirtTQCGompany 5221 Greene St., 











PHILADELPHIA _ PENNSYLVANIA. 

















Same as No. 45 except that it 
has a_ pedestal 
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Safety Issues Stock 

The Safety Cable Co. (now known 
as the Safety Insulated Wire & Cable 
Co., the corporate name of which is 
to be changed to Safety Cable Co.) is 
to acquire at least two-thirds of the 
preferred stock and two-thirds of the 
common stock of the Phillips Wire 
Co., and issue 125,000 shares of cap- 
ital stock. The management of the 
two companies will be under the direc- 
tion of the executives of the Safety 
Cable Co. 

* * * ' 
Correction in Regard to Trum- 
bull Notice 

In the October issue of Tue Jos- 
BER’s SALESMAN there appeared on 
page 108 an article concerning the 
organization of the Trumbull-Van- 
derpoel Co., of Bantam, Conn., in 
it was stated that this com- 
pany was incorporated in 1912 by 
George R. Trumbull, John H. Trum- 
bull, Henry Trumbull and Floyd L. 


Vanderpoel. 


which 


This was an error com- 


ing about through interpretation of 
a newspaper article and is in no sense 


true, since neither John H. Trum- 
bull nor Henry Trumbull ever had 
eny connection with the Trumbull- 
Vanderpoel Co. in any way, shape, 
or manner, financially or otherwise, 
at its inception or at any time since. 
Our apology is therefore due, not 
only to both of these gentlemen, but 
also to the Trumbull-Vanderpoel 
Co., which was not responsible for 
the notice. 
: 2 
Two New Appointments at 
Federal Radio 

The Federal Radio Corp., Division 
of Federal Telephone and Telegraph 
Co., Buffalo, N. Y., announces the ap- 
pointment of Lester E. Noble as vice- 
president and general manager. Mr. 
Noble has been with the organization 
for some time, and has made a very 
rapid rise with the Federal company. 

Announcement is also made of the 
appointment of A. C. Stearns, Jr., as 
advertising mahager. Mr. Stearns is 
a recent arrival in the Federal organ- 
ization, having come from the Globe 


Electric Co., Milwaukee, Wis. 





a 





Merrill Completes Coast Trip 

A. S. Merrill, general sales man- 
ager of the Appleton Electric Co., 
Chicago, Ill., has just returned from 
a trip to the Pacific Coast where he 
called on the branch offices in Los 
Angeles and San Francisco and also 
opened another office for the Pacific 
Northwest at 71 Colombia St., Seat- 
tle, Wash. This office will be under 
the direction of C. H. Shoemaker. Mr. 
Merrill reports all branch offices do- 
ing very good business and looks for- 
ward to increased business during the 
coming year. 


* * * 
Meade Brunet Married 
Meade’ Brunet, assistant sales 


manager in charge of merchandising 
of the Radio Corp, of America was 
recently married to Miss Edythe Red- 
man of New York, at Brucehaven 
Palmer Hill, Stamford, Conn. Many 
prominent people were present. The 
bride and groom sailed the next 
morning on the S. S. Caronia for a 
brief honeymoon in Europe. Their 
many friends wish them happiness. 





dinner was opened with an address of welcome by Hiram L. 
Lanphear, general manager. 





Over 300 metropolitan dealers attended the “pep” dinner given 
October 2 by The De Forest Radio Co., and its five metropolitan 
distributors at the Waldorf-Astoria Hotel, New York. 


Additional talks were given by 


*“* 


The 





Samuel H. Darby, general counsel for the company; Robert E. 
Rinehart, vice-president of the William H. Rankin Co.; Roy C. 
Weagant, vice-president and chief engineer of the De Forest Co., 
and others involved in the manufacturing, distribution, and ad- 
vertising of this product. 
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At Bantam, Conn., on July 27, 1925, the Trumbull-Vanderpoel Electric Mfg. Co., 
held the annual meeting of its eastern sales representatives, at which time the past 


year’s business was discussed and looked back upon with much satisfaction. 
for the coming year were outlined in detail. 


Plans 
Everyone trom the field was enthusiastic 


concerning conditions and Trumbull-Vanderpoel switch sales will no doubt increase 


tremendously with this live, peppy gang on the job. 
its new show, room at 244 N. 10th St., Philadelphia, Pa. 


This company recently opened 
The local manager is 


L. B. Underwood, who is a regular fellow, and he invites everyone to run in and 


look him and his layout over. 





Fifty Years of Service for 

Holtzer-Cabot 

On August 1, 1925, Charles Wil- 
liam Holtzer, founder of the Holtzer- 
Cabot Electric Co. of Boston, was 
presented with a commemorative 
shield by the employees of the com- 
pany on the occasion of the 50th an- 
niversary of the establishment of the 
business. In further commemoration 
of the event a brochure has been pre- 
pared, beautifully printed, giving a 
historical sketch of the company and 
its activities from 1875 to date. It 


also contains portraits of Mr. Holtzer, 
the executive and factory manage- 
ment committee, sales force, pictures 
of factory 
groups and athletic and musical or- 
ganizations. 


interiors, departmental 


There is also a roll of 


all the and women who have 


served for more than 10 years. 
. 2S 


Corby Makes a Report 
J. S. Corby, who now bears the title 
of assistant general manager, Mid- 


men 


land Lamp Division, National Lamp 
Works of the General Electric Co. 
(we asked Sid if he could get all this 
on one card—Ed. note), but who is 
more generally known to many job- 
bers’ salesmen as Sid Corby of Bryan 


Marsh, tells us that the fall lighting | 


campaign is going over with a bang 
and big orders for lamps are flowing 
Sid also 
mentioned a fact that may be of inter- 
est to many of the old timers in the 


into his jobbers as a result. 








game, that Ernie Haughton’s daughter | 


has just been married. 














“Pour full the tide of eloquence along.” 


Here are the representatives from all 


branch offices in the United States and Canada, of Edwards & Co., Inc., New York, 


getting an “earful” at the annual sales conference. 
good and optimism high for the coming season. 


All sections reported prospects 
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“American Brann” 
WEATHERPROOF Wike AND CABLES 
HAS NO EQUAL 
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EXPERIENCE 


Many years of experience in 
making insulated wire and cable 
enable us, without fear of con- 
tradiction to claim our products 
to be of the highest QUALITY 
and most DEPENDABLE. 


AMERICAN BRAND weather 


E and our 
BRAND MAGNET WIRE have 
— their stability wherever 
used. 


Send for a sample of each, test 
them, and convince yourself of 
what we say as s 
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C. A. Rice Promoted 

C. A. Rice has been appointed as- 
sistant general sales manager of the 
De Forest Radio Co., Jersey City, 
N. J. Mr. Rice was formerly district 
sales manager of the western depart- 
ment, and previously to that position 
was manager of the radio department 
of the Electric Appliance Co., Chi- 
cago. 

* * # 
New Bakelite Molding Com- 
pany Formed 

Of interest to all users of parts 
made of molded Bakelite is the en- 
trance of the Imperial Molded Prod- 
ucts Corp., 2925. W. Harrison St., 
Chicago, into this field. 

The corporation, just formed, is 
controlled and financed by officers of 
the Imperial Brass Mfg. Co. 

A large modern factory has been 
taken over by the new corporation and 
equipped with new machinery for the 
production of molded Bakelite parts 


by high pressure steam. Production 
will start at once. 
The officers of the company are 


Paul Tietz, president; Jas. T. Green- 
lee, secretary, and Frank MeNellis, 


treasurer. 


Philadelphia Company In- 
creases Plant 

A new five-story concrete addition 
to its manufacturing plant at Ontario 
and C Sts., was occupied recently by 
the Philadelphia Storage Battery 
Company, Philadelphia, Pa., makers 
of ‘‘Phileo Diamond-Grid”’ batteries. 

The new building which contains ap- 
proximately 45,000 square feet of 
floor space, was rushed to completion 
in order to provide manufacturing 
space for a new product—*Philco” 
radio “A” and “B” socket powers. 

Production on these new _ socket 
powers, which change alternating cur- 
rent into direct current necessary for 
radio, was started early in September. 
Despite the handicap of congested 
floor space, the factory was able to 
produce 1,000 of the new socket pow- 
ers a day. 

With the increased manufacturing 
facilities now available, according to 
an officer of the company, it will be 
possible to still further increase this 
output in a few weeks, as well as en- 
able the factory to catch up on its 
orders for radio and automobile start- 
ing, lighting and ignition batteries. 

The fourth floor of the new build- 


ing houses the general offices of the 
company. The basement contains 
recreation rooms and a restaurant for 
the employees. 

September, according to this of- 
ficer, was the largest month in the 
history of the Philadelphia Storage 
Battery Co. 


* * * 


Acme Announces Factory 
Representatives 

The following factory representa- 
tives for the Acme radio battery 
chargers have been appointed by the 
Acme Electric & Mfg. Co., Cleveland: 

Factory Sales Co., 5713 Euclid 
Ave., Cleveland, O. 

Cleverly and Cross, 321 Broadway, 
New York. 

Dungan-Sternfield Radio Sales Co., 
25 N. Dearborn St., Chicago. 

H. J. Arens & Co., 405 Guaranty 
Bldg., Indianapolis, Ind. 

Biltmore Radio Co., Boston, Mass. 

N. F. Andruss, 426 Larkin St., at 
Golden Gate Ave., San _ Francisco, 
Calif. 

Barnes & Co., 21-25 W. 
St., Atlanta, Ga. 

Wagener Battery & Supply Co., 
153 Main Ave., St. Paul, Minn. 


Peachtree 








Taken at the Hotel Pennsylvania, New York, N. Y., on Satur- 
day, September 19, during a sales meeting on percolators, held 
by the Westinzhouse Electric & Mfg. Co, 


The manufacturer 





ager, Asbury Park branch; 82—D. Higbie. 
Co., New York, N. 





= 


11—P. R. Krich, secretary; 15—C. Weyant; 28—J, Rale, man 


Times Appliance 
Y. No. 4~—E. B. Ingraham, secretary; 








and jobbers were represented as follows: Alpha Electric Co., 
Inc. No. 1—W. W. Williamson, general manager; 2—Fred 
Martin; 3—T. O’Brien; 5—Chas. Collins; 18—F. H. Taub; 19— 
Wm. Nisbitt; 21—H. J. McMahon; 283—H. S. Wilson, sales man- 
ager; 36—-E, A. Sweeney, appliance manager; 37—R. M. Wise; 
38—H. Sherman; _39—Steve Halstead, and 40—C. Loscalzo, 
Krich Light & Electric Co., Newark, N. J. No. 7—H. Marks; 
8—M. H. Krich, general manager; 9—A. Dubrow; 10—J. Kelly; 





183—_E. S. Stroub, Jr.; 14—A. W. Borne; 16—J E. Larkins; 
24_-B. W. Sawhill; 27—H. Loveland; 29—G. Tuetenberg; 
81—_W. H. Keeney; 41—F. W. Miller, and 48—G. T. Mowbray. 
Westinghouse Electric & Mfg. Co. No. 6—G. T. Dunklin; 
12-_-James Hill; 17—M. C. Turpin; 20—G. R. Smith; 22—H. H. 
Leland; 25—B. L. Bishop; 26—H. H. Grandin; 30—H. S. Strat- 
ton; 84—_J. W. Sheer; 35—O. H. McGilvray; 42—R. H. Illing- 
worth, and 44—J. F. O’Donnell. Electrical Eng. Sup. Co., Pater- 
son, N. J. No. 883—Mr. Campbell. 
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HUBBELL 
TWIN TE-TAP 
“Two Outlets from 
One”’ 
No. 7035 





HUBBELL 
TRIPLEX TE-CAP 
“Three Outlets from 

One”’ 
No. 6290 





HUBBELL TE-CAP 
“Cord Cap and Outlet 
Combined’”’ 

No. 6772 





HUBBELL 
TRIPLEX TABLE. 
TAP 


“Brings Electricity to 
the Table’ 
No. 6900 













HUBBELL 
SIGNAL- 
ITE 
“The Red 
Light Warns 
when the 
Current is 
On” 
No. 6109 
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> New Hubbell Selling Helps 


Hubbell Devices shown now regularly shipped 
in attractive display containers 


Out where people can see them—that’s 
where these Hubbell Devices belong. 
Every one is an “electrical convenience” 
of obvious utility. 

To show them is to sell them. 


So now we ship them regularly in the at- 
tractive display containers illustrated— 
all ready for the dealer’s counter and 
window. 


Here are five new opportunities to in- 
crease your Hubbell Device business. Te!) 
your dealer customers about these efficient 
selling displays. 

Get them to put them on the job in the: 

stores now—get your full share of profit- 

able Hubbell Christmas-time business. 


HARVEY HUBBELL* 


ELECTRICAL WIRING DEVICES 
BRIDGEPORT CONN. U.S.A. 
CHICAGO. ILL. 


NEW YORK. N.Y 
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New Electrical Products, Illustrated 











The “Jiffy” globe holder, designed 
to eliminate globe breakage and to 
economize in the maintenance of 
ornamental lighting systems, has 
been placed on the market by the 
Westinghouse Elec. & Mfg. Co. 
This device permits the removal of 
the globe almost instantly, provides 
quick re-lamping and has a number 
of other low maintenance features. 
The mechanism of the device is 
simply constructed and easy to 
operate. By simply shifting a lever 
a catch is released and the globe ts 
easily lifted out. It may be re- 
placed with equal facility but can 
be re-opened only by manual means 
as the device locks automatically. 
The globe rests on resilient seat and 
is secured in position by resilent 
phosphor-bronze grips. Screws do 
not come in contact with the glass- 
ware at any point. 





The Security Electric Mfg. Co., 
2685 Canton St., Chicago, has an- 








George Richards & Co., 557 W. 
Monroe St., Chicago announces a 
new style of plug designed to fit all 
standard prong’ type 
This is the ‘‘Hemco Tee-Prong” plug, 





catalog number 206. It is made in 
one piece of molded bakelite. An- 
other product is a cord set called 
the “Hemco” cord set, catalog num- 
ber 253. It is a combination of the 
“Pul-Cord” attachment plug = and 








& 








heater plug. A third product is a 
line of bell-ringing transformers to 
be known as the “Hemco Mould” 
bell ringing transformer. Made in 
single and three wire circuit, 110 
volts, 60 cycle. 





receptacles. 





James H. 
Betts, Incor- 
porated, 13890 
Sedgwick Ave. 
New York, 
are introduc-, 
ing an entire- 
ly new idea in 
flashing plugs. 
They call it 
the “Flash-o- 
Lite” plug. It 
is claimed to 
have about 
one-third the 
number of 
parts that are 
found in other 
flashing plugs. 
The body is of 
porcelain 
which is assembled in two pieces after 
the working parts have been installed. 
The flashing action is produced by a 
bi-metallic thermostat with the flash- 
ing period set at the factory. This 
eliminates the adjusting screw, a 
temptation they claim causes a great 
amount of trouble for the reason that 
the curious user “likes to see how it 
works.” 





nounced its production of a new 
reflector heater. The bowl which is 
131, in. in diameter is made of 
solid copper, the element is made of 
genuine nichrome wire, it is cone 
shaped and is removable. The base 
is of the latest open pattern’ design 
ornamented in high relief and fin- 
ished in bronze and gold. 











A new time saver has just been put 
on the market by Hart & Hegeman 
Mfg. Co., Hartford, Conn. it is 
an adjustable canopy receptacle. 
Type CK-97 illustrated fastens to 
3% in. stud. Type BK-97 fastens to 
box lugs. 





On the right is 
shown the new num- 
ber 496 non-adjust- 
able floor box, a prod- 
uct of the Steel City 
Electric Co. 1207 
Columbus Ave., Pitts- 
burg, Pa. It 1s com- 
plete with bell nozzle 
and 15 amp, recepta- 
cle, plug and recep- 
tacle strap. 
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“Reynolite’” Line of Conve- 


nience Fittings Announced 

The Reynolds Spring Co., Jackson, 
Mich., has announced its new line 
of ‘‘Reynolite” convenience fittings, 





Edward F. Meyers 


consisting of plugs, both straight and 
angle, two and three way; cord 
switches; heater connectors; heater 
cord set with switch; attachment plug, 
etc. 

These products are being manufac- 
tured by the Reynolite division of the 
Reynolds Spring Co., and distributed 
under the direction of J. G. Rossiter, 
sales manager. 

[Eidward F. Meyers has been ap- 
pointed Chicago district manager with 
headquarters at 750 Marquette Bldg., 
Chicago. 


re 2 


Bennett Rescues Drowning 
Boys 
I. A. Bennett, president of I. A. 


Bennett & Co., Chicago, risked his life 
and led three other men in a daring | 
attempt to rescue three frightened | 


boys from drowning in Lake Michi- 


gan, October 11, after they had over- 
turned in a canoe stolen from the | 
Kenilworth Boat club. One of the | 


boys was drowned. 

The four men, paddling frantically 
to the rescue in a water soaked old 
sail boat were all but swamped sev- 
eral times. 


The rescues were effected near Mr. 
Bennett’s home, from the lawn of 
which his little daughter first discov- 
ered the plight of the youngsters as 
they struggled in the water. 





nS 





Jobbers --What does this test 
mean to YOU? 


PUMPING DAY AND NIGHT WITHOUT 
A REST FOR 4 YEARS 


OVER 7,000,000 GALLONS 


Non-stop record, and still going strong. 


Old pioneer No. | pumping on a 22 foot suc- 
tion lift and delivering 200 gallons of water 
per hour against 30 pounds tank pressure 
started on its extraordinary endurance test 
four years ago—Nov. 2, 1921!—and is still 
working to 100% perfection. 


With these years, important improvements 
have been made until today Decatur Shallow 
Well pumps have reached the stage of excel- 
lence in every respect. 





Reliable and De- 


Fig. 802-803 pendable — a 
Home Water System pump you can 
recommend with 

confidence. 


It will pay you to learn more about 
Decatur Shallow Well pumps, and our 
jobbers proposition will interest you. 


| WY 


The Burks Super-Turbine Pump 
One M Part 





Have your Sales Manager write for details 


DECATUR PUMP CO. 


Decatur, III. 

















N 

















Made in many types and with wide range of attachment 
covers for mounting of standard makes of round Switches 
and Receptacles. 

Note the swivel cover with adjustable spread of mount- 
ing screws. Can be set in any position and nuts are held 
firmly while receptacle is being attached. 
<s 5 We have a handy pocket booklet on POWERLETS full 
| EGS e@ of selling points that you should have; write for it, we will 

EA uae be glad to send it. 


powenic, MULTI ELECTRICAL 


Manufacturing Co. 


1848 W. 14th St., 
CHICAGO, ILL. 
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LEXCO| 























TRADE MARK 


/ aking the Confusion Out = 
Lamp Guard Sizes 


In only 34 numbers, the Flexco Lok—Flexco line 
of expanded metal lamp guards offers a 99% com- 
plete selection, key-locking or plain, in regular, re- 
flector and portable guards for standard brass and 
usual weatherproof socket sizes. Ten of the num- 
bers are for mill type lamps. 








Our eleven salesmen are selling Flexco Lok and 
Flexco guards every business day of the year and 
handling the orders through our jobbers carrying 
convenient stocks. (They represent only our two 
lines—guards and belt lacing.) These men are your 





missionaries. 
Regular, Reflector, Mill 
Type and Portable Styles FLEXIBLE STEEL LACING CO. 
for standard brass and 
weatherproof sockets. Key 4698 Lexington Street 


locking or plain. CHICAGO 





New York’s Newest Hotel 





JJ 3932 ied 22 if 
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wuuuanae Hotel 
z a. 
iiauunnn Knickerbocker 
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120-128 West 45th Street 





LOCATION unsurpassed. A 

400 Rooms—400 Baths few seconds to all leading 
shops and theatres. Away 
from the noise and bustle, and still 
convenient to everything. Between 
$3 to $6 per Day Grand Central and Pennsylvania 


Terminal. 


Rates 


JUST EAST OF BROADWAY AND TIMES SQUARE 


“ New Aladdin Catalog 

=) The Aladdin Mfg. Co., Muncie, 
| Ind., has just issued its new 18 page 
| catalog No. 25. This catalog shows 




















Aladdin’s New Catalog 


in their original colors the complete 
line of lamps manufactured by the 
company. ; 

A unique feature is the provision 
made for insertion of the entire book 
into a jobbers salesman’s catalog. 


* * * 


Holophane Makes Important 
Organization Changes 

The Holophane Glass Co., Inc., of 
342 Madison Ave., New York, with 
factory at Newark, Ohio, and the 
Holophane Co., Ltd., of Canada, have 
been acquired by a group made up 
largely of executives and employees 
who have been associated with the 
Holophane company for periods vary- 
ing from 10 to 30 years. 

The officers of the company now 
are: Otis A. Mygatt, president; 
Charles Franck, vice-president and 
general manager; Joel B. Liberman, 
vice-president and treasurer. 

The following. will continue in 
their respective positions: William 
A. Dorey, chief designing engineer; 
William A. Ingler, superintendent of 
the works; Thomas W. Rolph, man- 
aging engineer of the street lighting 
department; Davis H. Tuck, engi- 
neer in charge of industrial lighting. 
Edward L. Bradbury will be the sales 
manager. 

These men and their associates 
have been responsible for making 
the Holophane Glass Co. a leader in 
the lighting field for more than 30 
years and it can be safely assumed 
that no effort will be spared to main- 
tain its standing and increase the 
good will which has been built up in 
the last three decades. 
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New Electrical Products, Illustrated 









nn 








Pass & Seymour, Inc., Syracuse, 
N. Y., transformer cutouts show a 
practical feature that appeals to 
the central station engineer and to 
the lineman: the long tapered 
handle of the plug makes it easy 
to grip and turn with heavy gloves. 
The box is made of highly vitrified 
porcelain with heavy brown glazed 
surface. Heavy copper terminals 
resist rust and corrosion and are 
easy to wire. The supporting 
screws furnished with each cutout, 
are extra long and sharp cut. A 
tap of the hammer starts the screw 
and saves boring. The cutouts 
hang straight on the cross arm be- 
cause of the three-point bearing. 
Ample separation is provided for 
drainage. 





No. 5747 shallow surface type switch 
and receptacle box, is designed to per- 
mit Wiremold conduit to be installed 
close up to door-frames, window-sash 
and baseboards for shallow surface 
type switches or receptacle outlets. 
With the use of a standard blank cover 
this fitting may be also used as a june- 
tion box for parallel runs of Wiremold 
conduit. Furnished in two and three 
gangs upon request. A product of the 
American Wiremold Co,, Hartford, 
Conn. 








The Security Electric Mfg. Co., 
2635 Canton St., Chicago, announces 
production of its new No. 220 Secur- 
ity duplex—turn toaster. It states 
that this toaster combines all the fea- 
tures of both the ordinary straight 
toaster and the automatic reversible 
toaster. With the new toaster the 
user may inspect the bread while 
toasting by simply pulling the gate 
back, then when the bread has become 
sufficiently toasted to suit individual 
tastes, it may be reversed without 
touching the bread. It has a heavy 
nickel plated finish, ebonized wood 





handles and table switch. 








The Roach-Appleton Mfg. Co., 3982 
Barry Ave., Chicago, has just offered 
a new type of bar hanger known as 
“HCS” box cleat and stud. This is of- 
fered to replace the ‘old style cleat and 
has a number of advantages. The off- 
set portion of the bar is wider, so that 
a 4-inch square box can be turned 
around without removing and_ the 
hanger is furnished with the “RACO” 
stud and locknut, simplifying the in- 








Stallation of outlet boxes and doing 
away with the necessity for fumbling 
with stove bolts. This also permits 
greater latitude of adjustment of the 
box for lateral movement, This hanger 
will accommodate 38-inch or 4-inch Octa- 
gon or 4-inch square boxes 11/, inches 
deep and the offset is of sufficient 
depth to bring a standard raised cover 
flush with the plaster. 














A new device, which it is predicted 
will double or treble the number of 
flashlights used in every home, is a 
ring hanger which is now being added 
to the entire line of Eveready flash- 
lights by the National Carbon Co. 

The ring hanger is cleverly de- 
signed. Its outside diameter is a 
fraction of an inch greater than the 
outside diameter of the flashlight cap. 
It is hinged to the cap by being fitted 
into a socket which is part of the cap. 
There are no rivets or solder to come 
loose. The cap is grooved around the 
circumference and down into. this 
groove the ring fits when not in use. 
A simple pressure of the thumb will 
clamp it there and it can be released 
with the same ease. 











The Bryant Electric Company, 
Bridgeport, Conn., has just placed on 
the market a new No. 2957, combina- 
tion “Spartan” outlet and tumbler 
switch. This device is similar in pur- 
pose to the No. 117, but has a tumbler 
switch in place of the more compli- 
cated Type “O” mechanism which the 
older type employed. This one gang 
flush device is ready wired, with two 
terminals at each end of the porcelain 
cup so that if the line conductors are 
connected to the terminals at the 
switch end, the switch will control the 
flow of current to the receptacle and 
also to any other devices which are 
placed in the circuit connected to the 
terminals at the receptacle end. 





il 
e 


A narrow socket of the tumbler 
type made in both electrolier and 
candle styles has just been brought 
out by the Arrow Electric Co., Hart- 
ford, Conn. A slight touch of the 
tumbler handle operates the mechan- 
ism, 
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New Electrical Products, Illustrated 











The growing popularity of stucco 


houses, partly those in which the 
architect is influenced by Spanish 
tradition, has lead the Beardslee 


Chandelier Mfg. Co., Chicago, to bring 
out the lantern here illustrated. This is 
particularly designed for the entrance 
hall of a Spanish type of house, but 
is equally suitable for the sun-parlor 
of other types of houses or any 
location where graceful metal work 
and bright colors are appropriate in 
the lighting equipment. This Spanish 
lantern has an overall length of 
36 inches, and all metal parts are of 
solid brass, with rusty iron finish 
relieved by touches of gold and color. 
The cylindrical glass globe, frosted 
inside is 7 inches wide by 9 inches 
deep and is decorated in transparent 
colors with two Spanish caravals sail- 
ing a wind-swept sea. The design 
number of this Spanish lantern is 
K25-153. 











Above is illustrated the new low- 
priced percolator set manufactured 
by the Edison Electric Appliance Co., 
5600 W. Taylor St., Chicago. A six 
cup percolator, sugar and creamer 
of six ounce size, and 14 in. diameter 
tray complete this set. It is made of 
heavy copper finished in polished 
nickel and gold lined. 





The “H & H” socket wrench is a 
product of Hart & Hegeman Mfg. 
Co,, Hartford, Conn. It is a new 
handy tool to make easier and 
quicker the work of husk wiring. A 
husk cap has also been designed for 
greater convenience in assembling 
fixtures. 











Above is illustrated one of the orna- 
mental cast-metal out-door lighting fixtures 
manufactured by the Herwig Co., 1757 
Sedgwick St., Chicago. This company is 
making a complete line of vutdoor fixtures 
suitable for clubs, public buildings, resi- 
dences, etc. 





A new attachment plug devised by the 
engineers of The Cutler Hammer Co., Mil- 
waukee, has recently been placed on the 
The plug incorporates several new 
features of design and construction such 
as an extra heavy wall construction which 
makes the cap virtually unbreakable at 
the point where it most frequently receives 
the shock of an accidental fall or blow; 
staked binding screws to facilitate wiring 
and prevent loss in assembly, while a rivet 
and anchor construction holds the terminal 
prongs permanently fast and keeps. them 


market, 


from turning. 
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“Here are two reasons why the name 





‘Ettco’ is known on the Pacific Coast,” says | 


I. G. Trattler, sales manager of the East- 
ern Tube and Tool Co., Brooklyn, N. Y. 
The first reason (on the left) is Fred 
Nicholas, salesman for the Keeler-White 
Co., which represents the Eastern Tube & 
Tool Co. on the coast and the second is 
William G. Bruce, manager of the Lus 
Angeles branch. Apparently Bruce has 
been talking out of his turn for it seems 
that he is trying to bite off the end of 
his tongue. 


Sales Value in Good Catalog 

Realizing the sales drawing power 
of an effective catalog the Jefferson 
Glass Co., Follansbee, W. Va., has in- 
corporated into its new catalog number 
25 a richness of tone and color which 
should make a strong appeal to the 
trade. The paper is of enameled stock 
with a stippled finish. The glassware 
is reproduced in a flawless manner 





with the various tints faithfully re- | 


produced. 





The catalog contains 32 pages of | 
pictures and information on the prod- | 


ucts manufactured. 
* * * 


National Lamp Works Makes 
Appointments 

The National Lamp Works of Gen- 

eral Electric Co. have appointed J. E. 

Kewley as general manager of sales 


and of T. K. Quinn as assistant man- | 


ager of sales. Mr. Kewley’s respon- 
sibility is quite broad, covering all 
activities of the National Lamp Works 
which are in any way related to sales. 


Under W. G. McKitterick, formerly | 
manager of the large lamp sales de- | 


partment, are now incorporated both 
large lamp and miniature lamp sales 


departments. 
* * * 


Lyons Resigns from Fralick Co. 

P. L. Lyons has resigned as sales 
manager of S. R. Fralick & Co., 
Chicago, a position which he has 
held for the past year. Mr. Lyons, 
who is well known in the electrical 


| 





field, will take a short rest before | 


announcing his plans for the future. 





VIOLETTA VIOLET-RAYS 


You can sell more VIOLET-RAYS by stocking the 
BLEADON-DUN line. 


Firmly established in the public 
confidence as nature’s curative 
agency, scientifically adminis- 
tered for all physical ailments. 
Our VIOLETTA line (name 
copyrighted) prices ranging 
from $12.50 to $75.00 has been 


standard for over twelve years. 





Reflector is made of highly polished aluminum, especially 
designed for an even distribution of heat rays. Equipped 
with nickel plated switch for turning lamp on or off, 
ebony finished handle, black silk cord and 260 watt spe- 
cially designed bulb. Listed at $9.00 each. 


B-D THERMIC LAMP JUNIOR. 


Slightly smaller in size and containing the same high 
grade features as the B-D THERMIC LAMP, listed at 
$6.50 each. 





Send for complete catalog and discount sheet. 


BLEADON-DUN COMPANY 


Manufacturers 


213-217 S. Peoria St. CHICAGO, ILL. 











The 

Holiday Trade 

Will Bring You Sales 
Now 


The Holiday Season, with its Festive 
Scenes calls for colored lamps of every 
hue. Whether the dealer does the dip- 
ping himself or sells the fluid there's lots 
of business and good profits in coloring 
fluid and frosting for lamps. 

Crescent Coloring Fluid and Frosting 
gives lamp bulbs a beautiful, rich, lasting 
color. It has a brilliance all its own. 
Easy to use. 

Blue Green Purple Amber’ Red 
Ruby Violet Canary Pink Frosting 
In sizes ranging from '4-pint bottles to 
gallons. Dipping cups furnished with 
pint and quart. 


Write today for prices. 


| PACGILL |: 


MANUEACTUBING Co. 














ESTABLISHED 1904 


VALPARAISO - INDIANA 
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Why BUYERS 
PREFER the 


Bu un Do: 


REGISTERED 























On casual inspection ordinary 
split knobs and Bull Dogs may 
appear similar, but appearance 
is the only similarity. 


Superior Features 


A longer cement coated nail. 

A genuine leather washer. 

Metal assembling washer. 

Wire ways that grip but do not tear. 

The projection on the top piece; the 
recess in the bottom piece. 

Uniform porcelain. 


Non-porus porcelain. 


Stronger porcelain. 
Bu T Il D 7 
REGISTERED 


ASSEMBLED 


Split Knobs 


Our aim is to give the trade the best split knob 
on the market. Electrical contractors and our 


customers tell us that we have been successful | 


in accomplishing this. 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILLINOIS 














Williams Resigns from Simplex 


Roger Williams, one of the pio- 
neers in the commercial development 


of the electric heating appliance 
business, has resigned from the 


Simplex Heating Co., for which he 





Roger Williams 


has acted as New York representa- 


| tive for twenty-five years. 


Mr. Williams, who was’ born 
December 6, 1878, started as office 
| boy with the Simplex organization 
in 1896, and four years later was 

| made New York agent. He con- 
' tinued in that capacity until 1922, 


when the company altered its dis- 


tribution policy and he became New | 


York manager. 


He was one of the first to engage 


_ in electrical retailing entirely of ap- 


-for nine 


pliances, having conducted ‘a retail 
store in conjunction with the agency 


vears. 


Many 


ideas which have been successfully 
used in other parts of the country 


were first tried out in his store. 


Mr. 


is 


Williams has announced that 
into business for 
manufacturers’ agent 
His 
New 


he going back 


himself as a 
handling electrical specialties. 
address is 132 West 31st St., 


| York. 





* % 


New Detroit Office for Tubular 


The Tubular Woven Fabric Co., 
Pawtucket, R. I., 
Detroit office in the General Motors 
Bldg., which will be in charge of 
Russell Wherritt. He has recently 
been with the Snaulding Electric Co. 
His territory will consist of the states 


* 


of Michigan, 
western corner of Ohio. 


has just opened a | 


The Steelduct Company 


| YOUNGSTOWN 


of the retail | 
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(Enamelled) 





(Electro-Galvanized) 





| CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 


tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 
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oUNGsTowNn.ot 


Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 


for its lasting qualities. 


| 
| Steelduct 


Indiana and the north- | 


enameled conduit is dis- 
\tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
'thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


OHIO 


UNOEPWRITERS <5) = 

LABORATORIES oY 
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PLYMOUTH RUBBER CO.. Inc. 


CANTON MASS 
LOA 

















JOBBER’S SALESMEN 


Here are some facts on P. R. Splicing 
Compound that will get orders for you. 


lst. It Molds into a homogeneous 
mass without heat. 


2nd. It is guaranteed to withstand a 
dielectric test at 10,000 volts for at 
least five minutes. 


3rd. It cannot separate. 


4th. It is made of the same high 
standard of perfection as other P. R. 
products. 


Use these points when talking P. R. 
Splicing Compound; they will make 
profits for you. Try it and see. 


Plymouth Rubber Co. 


Inc. 
Canton . Mass. 





ay 





BlueBell 


Bell Ringing 
Transformer 






Salesmen— 
Here are 5 points to remember when selling 
the BlueBeli : 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


Wiring diagram with every 
transformer. 


May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS; MO. 























Dr. A. N. Goldsmith, chief broadcast 
engineer of the Radio Corporation of 
America, d splayed a remarkable collec 
tion of loud speakers at the RCA show at 
the Pennsylvania Hotel, New York, ‘These 
speakers are used in laboratory research 
work. Dr. Goldsmith proved himself a 
humorist as well as a scientist by remark- 
ing that after the tremendous amount of 
time, energy and money that had been 
spent in perfecting the horn type of loud 
speaker, the cone was adopted as most 
suited to the exacting requirements of 
radio today, “thus establishing the value 
of scientific research.” 





Bosch Builds Radio 


It has been known for some time 
that the American Bosch Magneto Cor- 
poration, Springfield, Mass., has been 
busy on radio, but no official informa- 
tion was available until the Bosch 
radio products were displayed at the 
New York Radio Show. 

The Bosch radio line, as displayed, 
consists of the “Amborola,” a large six 
tube receiver; the ‘““Ambotone,” a radio 
reproducer with a wood reproducing 
conoid; the “Junior Ambotone,” a 
smaller reproducer, also employing 
wood for tone quality, and the “No- 
battery,” a “B” battery eliminator 
operating off the house current. 

* * * 


Doherty-Hafner Represents 
T. C. Smith 

T. C. Smith & Co., Philadelphia, 
manufacturer of “Real” appliance 
plugs and electrical specialties, an- 
nounces the appointment of the Do- 
herty-Hafner Co., 738 W. Monroe St., 
Chicago, as its sales agents in the 
central northern district. This terri- 
tory embraces the states of Minne- 
sota, Iowa, Wisconsin, Michigan, IIli- 
nois and Indiana. 


“SERVICE” 


WHAT DOES 
IT MEAN? 


The term SERVICE is not just a 
hackneyed phrase with us. We 
mean it, we guarantee to make ship- 
ments from our stock or nearest 
agent the same day orders are re- 
ceived. 

This special SERVICE combined 
with our jobbers’ policy has made 
many friends for us in the electrical 
jobbing industry. 

We appreciate requests from jobbers 
asking for our Bulletins and Dis- 
count cards. 


CONDUIT NIPPLES, ETC., 
CONDUIT ELBOWS 
COUPLINGS 
GOOSENECKS 
WALL PLATES 


AMERICAN TUBE & PIPE BENDING 
NILES COMPANY onto 


















It Sells 


Reaches the job ready to install 
—a time-saving, money-saving, 
profit-making 
feature for 
the contrac- 
tor that 
makes it easy 
for you to 
sell. 


You'll gain more, 
sell more, do it easier 
—with Pittsburgh 
Standard. 


ENAMELED 
METALS CO. 
Pittsburgh, Pa. 
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AISLELITES 


The public demand them. That’s why 
AISLELITES are easy to Sell. 


No need of wasting a lot of time 
and effort convincing the contractor 
of the need and merits they possess. 


Every contractor and architect spe- 
cializing in theatre construction glad- 
ly specifies AISLELITES because of 
their usefulness. 


They are the “POPULAR LIGHT” 
wherever diffused lights are used. 


Just mention AISLELITES at the 
next opportunity and see the results. 


Selling information and prices fur- 
nished upon request. 


Exhibitors Supply Co. 
825 Wabash Ave. 
CHICAGO, ILL. 























For SERVICE and DEPENDABILITY 


TECCO Wiring Devices 


CONSULT AGENCIES 
E. R. BRYANT A. 8S. DE VEAU 
Congress St. 53 Park Place 
Boston, Mass. New York, N. Y. 


8S. H. STOVER & CO. 
Century Bldg. 
Pittsburgh, Pa. 


POPKIN BROS. 
Madison Theatre Bldg. 
Detroit, Mich. 


J. P. LANE, 
Chemical Bldg. 
St. Louis, Mo. 


W. A. LEISER & CO, 
1607 Sansom S8t. 
Philadelphia, Pa. 


A. I. CLIFFORD CO, 
Odd Fellow’s Bidg. 
Indianapolis, Ind. 


SAGE & HEARL 
208 N. Canal St. 


Chicago, Ill. ELECTRICAL SPECIAL- 
TY CO. 
J. F. MEYN San Francisco, Cal. 


406 Mutual Bldg. Los Angeles, Cal. 
Kansas City, Mo. Seattle. Wash. 


Trenton Electric & Conduit Co., Inc. 
Trenton, New Jersey 































Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card usere—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
vers Plate Mak 


1157 Fullerton Ave. 
705 Peoples 









CHICAGO 























| knife-blade. contact 
| able fuses. 


ancien 





This photo was secured after a wild 
chase down Church St., in New York. Jack 
Frank (left) of the Mutual Electric & 
Machine Co., Detroit, Mich, and E. R. 
Graves, “Bulldog’s” New York man, were 
out on a still hunt—not hunting a still— 
but after some business, we mean. 





Gilman Joins Eagle 
E, C. Gilman, formerly head of the 
radio department of L. Bamberger & 
Co., has recently joined the sales 
staff of the Eagle Radio Co., New- 
ark, N. J. 


* * * 


Van Burke Joins Eagle 

C. S. Van Burke, formerly with the 
Electric Supply & Equipment Co., 
Albany, N. Y., has joined the Eagle 
Radio Company’s sales force and is 
traveling New York with the new 
Eagle, model F neutrodyne. 

* * * 


Latest Trade Literature 

Chicago Fuse Mfg. Co., Chicago. 
-—An eight page pamphlet describing 
and listing the ferrule contact and 
“Union” renew- 
The fuses listed include 
sizes from one to 60 amperes for the 
ferrule contact type and 65 to 600 
amperes for the knife-blade contact 
type, 250 or 600 volts. 

Ilg Electric Ventilating Co., Chi- 
cago.—‘‘Simple Instructions for In- 
stalling Ilg Ventilating Fans’”—a 
helpful book containing “‘horse sense” 
suggestions as to how to figure on ex- 
haust fan installations. It is written 
to knock the mystery out of the ven- 
tilating fan field and does it. 

Consolidated Lamp & Glass Co., 
Coraopolis, Pa.—‘Lighting Glass- 
ware for the Home and Business” is 
the title of a new 28-page catalog 
just issued by this company. A fea- 
ture of this catalog is the section de- 


| voted to residential lighting which is 
_ arranged in logical sequence of rooms, 
| the illustrations showing the proper 
| placement of lights and suitable fix- 
| tures for the glassware catalogued. 


Central Tube Co., Pittsburgh, Pa. 





| An interesting series of pipe and con- 


duit folders has appeared. Through 
these folders, readers who find it im- 
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275 Water St. 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 


THAT 


et Frost 


Reg. U. S. Pat. Off. 


Tell Your Dealers 


Velv 


Enables them to per- 


manently frost any 
clear lamp in 2 
minutes. Safe and 
economical to. use. 
244, 5 and 10-lb. 
cans. 


DEALERS NEED 
THIS FROST 


McKAY COMPANY 


New York City 











Salts 





you can do. 
they do good work and are 
priced reasonably. 


YAGER’S 


Soldering 


They will stand all the pushing 


They sell 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors 
1924 Blue Book. 


see McRae’s 


Paste 


because 











Cleats, 


GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 
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PUT YOUR WIRES ON THE SURFACE WITH 


WIREMOLD 


THE WIREMAN’S FRIEND 











MITCHELL MOULDING CO. 


FOREST PARK - - ILL. 





Manufacturers of pole or ground 
wire moulding, other 
mouldings used in electric wiring. 


tree and 


Write for list of styles and prices. 











PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 

















A x 


CEDAR POLES 
Plain ~ | 


Butt Treated 


.Northern 
White Cedar 


‘Western 

Red Cedar 
A AAJAJLLLLLLAULLARNAAAUULUMUARELIA RELL 
T. M. PARTRIDGE 


Lumber Company 



















































































Minneapolis, Minnesota } 





possible to make a personal tour 
through a modern pipe and conduit 
plant may gain a practical, intimate 
knowledge of the manufacture of pipe 
and conduit from skelp to the finished 
products. Each folder illustrates and 
describes the various operations of 
pipe and conduit making in the cen- 
tral plant. Nine envelope size fold- 
ers are devoted to “Central” pipe, 
while 13 envelope size folders detail 
the story of “Central Black” and 
“Central White” conduit. A request 
on your professional or business sta- 
tionery will bring the complete series. 


C. E. Mfg. Co., Inc., Providence, | 
the | 
method of manufacturing them, their | 


R. I.—‘‘CeCo” radio _ tubes, 


charactertistics and views of the 


modern factory where they are built | 
are described in an interesting book- 


let of 32 pages 

Curtis Lighting, Inc., Chicago— 
“Eye Comfort,” an illustrated loose- 
leaf booklet showing installation of 
flood-lighting and pictures of indirect 


_ lighting both of offices and store win- 
| dows. 


It also enlarges in detail in 


| the four new “X-ray” reflectors re- 
| cently put on the market. 


Edison Electric Appliance Co., 
Chicago.—An enlarged reproduction 
of a color page which appeared Oc- 


tober 17 in the Saturday Evening | 
This poster to be put in the | 


Post. 
store windows of dealers of Hotpoint 
Hedlite Heaters to tie-in with the ad- 
vertisement. 


American Wiremold Co., Hartford, 


Conn.—Catalog No. 10 containing 62 | 
pages of information on Wiremold | 


conduit and fittings; also on the Wire- 
mold conduit system. 





Index to Advertisers 
(Continued from page 146) 


Radio Corn. of America.................... 
po ig se 
Reflector & Illuminating Co 
Reliance Automatic Lighting Co 
Reynolds Spring Co................. a 
Richards & Co., G 
Roach-Appleton Mfg. 
Robbins & Myers Co., 
Rome Wire Co.................... 
Russell & Stoll Co.............. : 


Security Electric Mfg Co 
Sousrte © Ce.....--< 
Steel City Electric Co........ 
Steelduct Co. ................ 
Sterling Mfg. Co............ 
Swan-Haverstick, Inc. . 


Thordarson Electric Mfg. Co 
Trenton Electric & Conduit Co 
Trumbull Electric Mfg. Co., The 
Tubular Woven Fabric Co. 


United Electric Co., The 
United States Rubber Co 


Waage Electric Co........ 

Wagener Electric Corp ee 
Westinghouse Electric & Mfg. Co 
Wheeler Reflector Co... 

Wiggins Co.. J. B.... 

0 ER Sy: ae ere 
NE as UI ce ee 











cf Ye Galvanized 
fe i £=*?Pipe 
eX and 
ff Yo Conduit 
Straps 


MERWIN 
MFG. CO. 


ERIE, PA. 











“A Manufacturer’s Agent with a Policy” 


Wm. Timanus McDowell, 
50 Church Street, New York, N. Y. 


Telephones Cortlandt 2267 and 2855. 


Agent for:— 
Bremer Elec. Mfg. Co. 
Toggle & Push Switches. 
Federal Steel Products Co. 
Safety Switches 
Merwin Mfg. Co. 
Pipe Straps 
Titchener Iron Works. 
Staples that Fit. 
Paragon Insulating Co. 
Soldering Paste 
Compressed Wood Corp. 
ud Speakers 
Armstrong & White. 
Cutouts, Receptacles, etc. 


EVERYTHING IN KNOBS, TUBES AND 
CLEATS. 





















Wrigley for Quality 


STEEL TOGGLE BOLT 


HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman S8t., Chicago, IH. 










NORTHERN WHIT 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND FOR BOOKLET CONTAINING 
VALUABLE 
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Steel City Outlet Box Steel City Switch Box 


“Star” Locknut 


Universal Use 
Plus-Satisfaction 


e “Steel City” line of Outlet Boxes and Covers, Star 
Bushing, Lock Nuts, Switch Boxes, Connectors, etc., 
etc., are in use throughout hundreds of famous build- 
ings in the country where only the highest quality 


equipment is considered. 


Electrical Contractors know “Steel City” Wiring de- 
vices give long and satisfactory service. “Steel City” 


equipment assures “Perfect Installation.’ 


If you are not a “Steel City” distributor, write for our 
jobbers proposition, we are certain it will interest you 
from the PROFIT standpoint. 


Universal Insulator ¢ Star Fixture Stems 
Support 


Stee! City 


PITTSBURGH, PA. 


\ 4 ~ SS SS Se So : yw SS SS S=—> SS 
—_ > SS Pose SSS So SO SP e Se —$ SEE —— aoa = en .. oe: SS 


— — 


SoS 


A < 


— 


oane 


a> 


v 
Me 


2 <<a = 
——<— - 


oe oo SS - 


—<— 


— SS — 


SS 
ese N 


ase 


> 


a 
SSS 


ss 


— 


' 














Index to Advertisers 


Acorn Radio Products Co 

po | a 8: eee ee ; 

All American Radio Corp. 
Allen-Bradley Co. .... a 
American Circular Loom Se : 
American Electric Co.. 

American Insulated W ire “& iG ‘able Co 
American Tube & Pipe Bending Co 
American Wiremold Co 

Apex Electric Mfg. Co.......... 

Arrow Electric Co., The......... . 


Beaver Machine & Tool Co 
Bell Lumber Co : anh Ae 
Benjamin Electric Mfg. Cone 
Benson Co., Alex R 
Berry, A. Hall.... 

Betts, James H.... fee eee 
Birtman Electrie Co... 
Blandin Phonograph Co 
Bleadon Dun Co iets 
Bodine Electric Ce......... 
Bryant Electric Co......... ; 
pussmann Mfg. Co 


Céentrar Tupe Co.....:....-.. 
Chicago Fuse Mfg. Co.... 
Chicago Solder Co............ 
Clements Mfg. Co ™ 
Consolidated Lamp & Gi: iss Co.. 
Cribben Radio Co 

Cruver Mfg. Co... ek 
Curtis Lighting, Inc.. eG 
Cutler-Hammer Mfg. Co. 


Decatur Pump Co.. ; 
DeForest Radio C ae 
Diamond ‘Vacuum Produc ts Co. 
Dongan Electric Mfg. Co 
Donnelley & Sons Co., R. R 


Eagie Ratio ©£o............... 
Eastern Tube & Tool Co 
Economy Fuse & Mfg. Co........ 
Edison Electric Appliance Co 
Edison Lamp Works........ 

Electrical Testing Laboratories ed 
i MF ELECTRICAL YEAR BOOK. 
Emerson Electric Mfg. 

Enameled Metals Co 
Exhibitors Supply Co 


Fansteel Products Co.... 
Faries Mfg. Co , 
Federal Radio Corp.. 
Fibroec Insulation Co 
Firestone Tire & Rubber 
Flexible Steel Lacing Co.... 
Franklin Pottery, Inc 


Garland Mfg. Co... 

General Porcelain Co 
Greist Mfg. Co.. 

Grigsby -Grunow- -Hinds Co. 


Hemingray Glass 

Herwig Co., 

Hotel Knickerbocker ................ 
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eh cy: OS Se 5”: Se eee . 
Hubbell, Inc., Harvey 

Hyman & Co., Inc., Henry 


Illinois Electric Porcelain Co 
indiana Rubber & Insuiated Wire Co..80- 81 
Inland Glass Co he ae 68 


Jefferson Electric Mfg. Co 
Jefferson Glass Co.... ee 
Jones, Howard B 


Killark Electric Mfg. Co 
Lincoln Radio Corp 


McDowell, 

McGill Mfg. 

McKay Company .................. 

Matthews Corp., W. 

Merwin Mfg. Co 

Midwest Metal Products Co... 
Mitchell Moulding Co a" 
Moe-Bridges Co. 

Multi Electrical Mfg. Co 

Mutual Electric & Machine Co..Back C over r 


National Carbon Co... 115 
Inside Front © Yover, “Inside “Back: “Cover 

National Lamp Works... site ata 45 

National Metal Molding Co. 

National Screw & Mfg. Co 

Northern Electric Co 


Opalume Sign System.... 


Partridge Lumber Co., 
Pass & Seymour, Inc... 
Phillips Wire Co..... 
Plymouth Rubber Co 
Propp Co., M.. 
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EVEREADy COLUMBIA 





Eveready Columbia window display, John W. Scull & Son 


THEY make friends with the 
user because they do the job 
with vim and snap—and last 
longer. They make friends with 
the dealer because they pay their 
board and room. They make 
friends for the salesman because 
he is selling live merchandise 
with a healthy circulation. 

“For several years we have handled 
the Eveready Columbia line en- 
tirely,” say John W. Scull & Son, 
Tell City, Ind., one of our thousands 


Eveready Columbias make friends 


of dealers, ‘and have been very 
successful with same. We have 
always made it a rule to handle 
nationally advertised brands, because 
of the rapid turnover and increased 
volume of sales.” 


You, too, can make your bat- 
tery business more profitable 
by selling Eveready Columbia 
Dry Batteries. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
Dry Batteries 





-they last longer 


EVEREADy COLUMBIA | 
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‘PROVED! 


One Of The Fastest Sellers Ever Placed On The Market 
BULL DOG SAFETY FUSENTERS 





& Circuit 


6 Circuit 





8 Circuit 


Don’t Miss This Profitable Opportunity 


Push this special offer that we are 
making on BULL DOG SAFETY 
FUSENTERS—3 BULL DOG 
SAFETY FUSENTERS for $10— 
an offer that you can make to dealers 
and electrical contractors—it pro- 
vides a liberal profit for the jobber 
—extensive national and trade paper 
advertising is creating the demand— 
orders from direct mail circulariza- 


tion of dealers and contractors are 
being handled through jobbers— 
you can get the business with this 
liberal offer—some jobbers have 
ordered in 100 lots—the contractor 
demand for this special offer is 
bound to be tremendous—hundreds 
of electrical contractors have taken 
advantage of it already — it’s an 
opportunity for you. 


BULL DOG SAFETY FUSENTERS are compact, have attractive 
LUMINIZED finish, are mounted flush in the wall and can be 


placed in any room, hall or stairway of any building. 


Listed as 


standard by Underwriter’s Laboratories. 


MUTUAL ELECTRIC & MACHINE COMPANY 


Bu Lh JOG 


SAF) 


as 


{FUSE CENTERS } 


nters 


DETROIT, MICHIGAN, U. S. A. 
SAFE TO 
Et 





